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\ N THAT is going to happen when 30,000 shoe 

merchants begin to look at the calendar and 

see that Easter comes early this year, March 

27) Figure it out for yourself. If you do not do 

any buying until the convention in January, you 

know mighty well that the factory won’t have the 

orders on hand and materials assembled to start 
work much before February 1. 

How many shoes do you think can be made up in 
the 28 days of February? These shoes will have to 
be cased and shipped on March | at the latest to 
get into the stores before Easter. One good blizzard, 
and a tie-up on the railroads, and what do you 
think of your chances of getting new shoes for Easter? 
Think it over. 

This habit of putting off buying produces a condi- 
tion where sometime in the future every merchant 
rushes into the market for immediate delivery. 
Is it not a policy that will bring regrets by and by? 
The house of cards will tumble and the industry will 
then be up against the possibility of six months more 
of rotten business. 

Don’t you ever forget that the shoe factories today 
are organized down to the minimum. There isn’t 
any such thing as maximum production or 60 per cent 
of it, even for a period of two months. The bitter 
truth will be that many a merchant will find that he 
can get no shoes for Easter selling and if he waits 
any longer, with factory organizations as they are 
today, if he delays and then plunges, the rush and 
strain will in all probability make them poor 
shoes. 

There are leather houses that normally on Novem- 
ber 10 would have orders on their books for 50,000 
dozens of skins, and today these big plants can show 
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What Is Going to Happen Next? 












you “not a dozen skins on order for Spring shoes.” 
Before long there will be no top grade leather avail- 
able, because the tanneries get 90 per cent of low 
grades and only 10 of top-grade leather on any run. 
It takes time for leather to be made up, and it ought 
to take time for good shoes to be made up, so that 
the public in turn can get the benefit ‘of both. 

There has been much sharpening of pencils in the 
re-pricing of shoes. The majority of the plants quote 
prices today that will be maintained until well into 
next Spring. They feel that the bottom has been 
reached. They want to know where you stand on 
the necessary volume of orders that. will prevent 
factories turning into morgues, producing bread lines 
and suffering among the workers, and on top of it 
all ‘missing. opportunities’ for you to serve the 
public with new shoes when they are wanted in 
Springtime. 





“Buy and Sell a Case” 


O matter how jumpy the trade is.on the subject 
of liquidation, the fact remains that cleaning 
house must continue, and the longer: it is put off 
the worse it is going to be for all concerned. A 
pretty state of affairs is developed in the substantial 
shoe and leather industries within the last six weeks. 
Everybody seems to be playing ‘“‘cozy’’ on the buy- 
ing and selling of shoes. Let the thing drift and 
there will be a deluge of cheap shoes thrown on the 
retail markets somewhat after the fashion of the 
splurge of last May. oat 
Frankly, there are millions of pairs of shoes on 
the shelves that should be on feet these past six 
months, The shoes cannot be eaten’ and it’ is ‘in- 
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evitable that they will be dumped into retail channels © 


before long. The great majority Of these shoes are 
staples of last season. They certainly are not any 
better than a bunch of the shoes on the shelves in 
the retail stores owned by the majority of merchants 
at higher prices than what they will actually bring 
at retail, in case this mass of shoes gets out through 
bargain sales. 

These shoes that are ready for clearance may 
appear to represent a terrific volume, but if every 
shoe store in the country would take but one case 
for quick sale to the public, the stuff would be moved 
out and the wheels of industry could revolve again. 
There has got to be some movement of industry in 
the garment and shoe trades to make pay rolls by 
which the retail merchant gets trade. Not so many 
years ago, the slogan was “Buy a bale of cotton.” 
Who will start a similar one, “Buy.a case of 
shoes.” 

A real generous and wholesome attempt on the 
part of the retail shoe merchant to make it interest- 
ing for the consumer that has the money to come 
in and buy a pair of shoes, is just ahead. YOU can 
build up a billion dollars’ worth of confidence by the 
proper merchandising methods in quite as easy a 
fashion as that same amount of confidence was 
broken down six months ago. 

There is no question but what all eyes are pointed 
at the merchant, who is the man closest in touch 
with the customer. In the news of the day, it is 
general to read something like the following: 


‘The second element of uncertainty for the 
time being is the attitude of the retail mer- 
chant who is generally maintaining prices in 
order to avoid taking losses in stocks pur- 
chased at the old prices. The reduced prices 
as yet have been only partially passed on to 
consumers, and the reports of slackening 
trade over the country indicate that the 
public is wise to the situation. The effort 
to avoid losses is natural enough, but it is 
checking trade, reducing production, causing 
unemployment and creating much dissatis- 
faction. Moreover, it is a very doubtful 

: policy from the standpoint of the merchant. 
. He doesn’t like to devote his Fall season to 
taking losses, but the sagacious dealer in a 
time like this will turn his stock over as fast 
as he can replace the goods at lower prices. 
By so doing he is at least getting a dealer’s 
profit to apply on his losses. Sooner or later 
there will be a leader in every community 
who will see that his interest is served by 
this policy.” 


Now, don’t let any merchant get the idea that 
anybody in the industry is figuring on “riding him.” 
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There is no such thing as-pressure being brought to 
bear to make him liquidate. What is being done js 
an effort to purge the streams of trade of an accumv. 
lation of old and wartime-made footwear, that 
ought to have been worn out, if the “per pair’’ ratio 
had been kept up. The situation is apparent—the 
surplus goods in all lines of trade once moved 
makes an opportunity for more merchandise to 
be made up at lower prices, thereby “making 
business.”’ 

There can be no such thing as stagnation in life, 
for once stagnation is prolonged, death follows. The 
same is true in business and you well know it. 11 is 
one of the first lessons taught in the great old game of 
making a dollar, that if goods do not move, some con- 
cerns go broke, and the shoes they leave behind get 
sold at a price that raises havoc with all of the shoes 
left on the shelves. 

Join with this the fact that novelties are coming 
and you get a pretty good idea of the value of old 
stock. You should thank your lucky stars that an 
authority in the trade gives voice to the fact that ihe 
business signals are set for change. The old stock is 
getting older every day and the new stock should be 
““grabbed early”’ and let go earlier. Nine-tenths of the 
trouble is caused by merchants treating novelties 
like staples, putting them in stock and simply letting 
them trickle out gradually. 

The idea is to buy them with enthusiasm, open up, 
and sell them with speed, and chase the tail-enders out 
of the store. Novelties are not only coming, they are 
here—plenty of them. They are about the only 
shoes today that can be made to pay their way. 





Cloth and-Silver Cloth 


Considerable interest has been aroused by an 
item in our Lynn letter recently, which stated, 
“‘a Lynn manufacturer figures 21% feet of cloth 
to a pair of his strap style shoes and pays $2 a 
foot for it, making his uppers cost $5 per 
pair.” 

The answer is “A FINE SILVER BRO- 
CADED CLOTH.” 


In the cotton and linen cloths of fine footwear, 
the cost thereon on today’s market permits of 
excellent competition with leather. The fabrics 
are coming. 

With a white Summer ahead, look for those 
extra sales on white fabrics that are economical, 
clean and seasonable. 
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European Service 


Of the 
Boot and Shoe Recorder 


creator is more and more apparent in the shoe and 
leather industries of the United States. 
Readers of the “Recorder” have for years been given the op- 
portunity to study through these pages the footwear arts of 
the greatest fashion center of the ‘world, and in no small 
measure has the “Recorder” itself been an influence in cre- 
ating the style trend now dominant in America. 


A N appreciation of the cleverness of the French style 


The “Recorder” is fortunate in having a competent staff in 
Paris. Our style experts stuck to their work despite the bom- 
‘bardments of the war and the post-war difficulties, and today 
have entrée to all the fashion displays, fetes and social events. 
If you are planning a trip abroad, be sure to make your head- 
quarters at the ‘Recorder's’ Parisian Department, 2 Rue des 
Italiens, Paris. 


Mademoiselles Hubbard and Lebrun will welcome you to their 
charming offices, actually as artistic as salons, and you will 
enjoy such friendly reception as will always remain a pleasing 
tribute to the service that the ‘Boot and Shoe Recorder” 
can render. In nearly every part of the globe you will find 
“Recorder” contacts—avail yourself of their opportunities. 
If on the same journey you visit London, be sure to meet 
John C. Curtiss, manager of our Great Britain office at the 
Mansion House Chambers, London, E. C. 


Many of the prominent shoe merchants who have journeyed 
to Europe for a study of footwear fashions have had their 
trips greatly expedited by the courtesies of our European 
departments, so let this page serve as your welcome to mem- 
bership in the “‘Recorder’’ International Service. 
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Retail Business Since Election 


What Representative Merchants Telegraph Us on the “Trend 
of Business’’ 


MMEDIATELY after the election, when politics 
were forgotten, and attention returned again to 
the path of business, a national interest is to be 

noted in whether or no a stimulus to business “has 


arrived .”’ 

In the garment trades, the general practice was to 
take the salesmen 
off the road in Oc- 
tober, and to send 
them out immedi- 
ately after election 
in the hopes that 
a change of sen- 
timent might be 
the means of en- 
couraging orders for 
Spring merchandise. 
It was said in many 
business quarters 
that the banks of 
the country would 
be a little more 
lenient on _ loans 
after that date. 





Circle of Better 
Business 


Ten days have 
passed since the elec- 
tion and it is of great 
interest in the shoe 
industry to ascer- 





No Speed Limit 


1990, Star Company. ~ 


What the Telegrams Say 
The answers are as follows: 
An Increase of 10 Per Cent 


“Our business shows an approximate increase of 
ten per cent for the first six days of this month. A 
year ago we were 
extending credit, 
today we are on a 
cash basis. This is 
our first annivers- 
ary and there is 
more of a feeling of 
confidence on the 
part of our buying 
public.” Hm £. 
Ballou, Providence, 
R. I. 


Oh, for Season- 
able Weather! 


“We see no par- 
ticular change in 
business conditions 
from before to after 
election. The only 
thing that will stim- 
ulate business is the 
seasonable weather, 
but more important 
is the satisfying of 
the minds of the 
public and the press 








tain whether or no 
there has been that 
encouragement of 
sales in shoe stores, 
that would in turn 
prompt the mer- 
chant to place his advance orders so that the 
wheels of industry might affect favorably the 
pay envelope, and complete the circle of better busi- 
ness for everybody. 

In no sense did the ‘““Recorder’’ expect to get a na- 
tional survey of results in sending out a number of 
telegrams to leading merchants, but what it did try 
to do was to gather in a few straws which might show 
which way the wind was blowing. We, therefore, 
publish herewith the night letters returned to us 
through our having asked these merchants “Have you 


series on modern taxation. 


| ound a stimulus in business since the election?” 


Readers of the ‘‘Recorder’’ will remember the clean cartoon work of O. P. 
Williams who illustrated for us many business topics, particularly the 
He is now doing syndicate work for the 
Hearst publications and his cartoon herewith gives the keynote of today 


as well as the re- 
tailers that prices 
are reasonably set- 
tled for the next six 
months.” <A. H. 


Geuting Company, Philadelphia, Pa. 


Let’s Kill the Luxury Tax 


‘Results from election have boomed business and 
further improvements are anticipated by eliminations 
of luxury tax on shoes which is now demanded by the 
public, also the change from the excess income tax to 
sales taxation, which is looked forward to.” A. B. 
Caspari, Milwaukee, Wis. 


Drastic Price Concessions 
“Our business is only maintained, in a reasonable 
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relation to the volume of the Fall of 1919, by the most 
drastic price concessions; the public will not buy 
at retail at the price that will show us a profit based 
on today’s market.” William Eastwood Son Com- 
pany, Rochester, N. Y. 


Retail Business Is Sluggish 


“We can see no effect that the election has had on 
business. The retail shoe business is satisfactory. 
‘ome lines are sluggish caused by low price of cotton 
and high priced money.”’ Caradine Shoe Company, 
\femphis, Tenn. 


In the South—No Change 


“Too soon for an expression of opinion. 
conditions are not good for business.” 
\leadows & Sons, Nashville, Tenn. 


Weather 
John A. 


“Business has not shown any stimulation since 
clection.”” Byck Bros. Company, Atlanta, Ga. 


Buying and Selling ‘‘at Loss”’ 


“Business has not stimulated since election. We 
are having satisfactory gross business stimulated by 
recent purchases around fifty cents on the dollar. 
We have reduced prices on regular stock and absorb- 
ing loss with late purchases to stabilize business. It 
is necessary that manufacturers reduce prices mate- 
rially.”” George J. Marott, Indianapolis, Ind. 


“‘No appreciable difference since election.” Sanger 


Bros., Dallas, Texas. 


Wants Cheaper Shoes at Wholesale 


‘Business, the week before election is much better 
than since, due possibly to our selling our shoes at cost 
or less. I think business would greatly improve if 
manufacturers would price shoes so that retailers can 
sell to the customer at prices the consumer wishes to 
pay.” A. F. Callahan, H. M. and R. Shoe Company, 
Toledo, Ohio. 


California Is Most Fortunate 


“In California, we have not had the stagnation 
which seemed to prevail in other sections in the shoe 
line. Business has been fairly good up to last year 
with nearly all large concerns, excepting on men’s 
shoes. No particular change since election.”” Sommer 
& Kaufman, San Francisco, Cal. 


Decided Stimulation in Arizona 


“Business conditions throughout Arizona are show- 
ing decided stimulation, as a result of recent elec- 
tions. There is a general tendency among merchants 
to liquidate, the large stock merchandise which is 
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merchandise to manufacturers and jobbers will be 
small and probably late.” H. A. Diehl Shoe Co., 
Phoenix, Arizona. 


Somewhat Stimulated Business 


“Public naturally evinces great relief since the re- 
sults of the election are known, and this in conjunction 
with favorable Fall weather has somewhat stimulated 
business. We do not believe that ample time has 
elapsed to accurately judge the effect of the election 
on business in general.” O’Connor & Goldberg, 


Chicago, Ill. 


Some Increase Since, Election 


“‘Our business has been holding up well all Fall. We 
note some increase since election, especially in ladies’ 
department; however, all departments have shown 
increase. We look for good business as soon as we 
get some real cold Winter weather.”” lke Kempner 
and Bro., Little Rock, Ark. 


Wow—Such Weather! 


“This Fall we have had a larger volume of business 
than last year and there is no change since election, 
excepting general backwardness due to unseasonable 
weather.”” Imperial Shoe Store Company, New 
Orleans, La. 


Calls for Quit on ‘‘Cut Prices”’ 


“‘Recent election has not affected business. Do not 
‘expect stimulation until merchants in all lines quit 
advertising revised prices. All consumers feel that 
by waiting, prices will be lower. Prices on shoes today 
are being figured on replacement values and in most 
cases very small margin of profit.’”’ , Potter Shoe Com- 
pany, Cincinnati, Ohio. 


Fewer Pairs—More Dollars 


“Business is good with us this Fall, not selling quite 
so many pairs of shoes as a year ago, but taking in 
just as many dollars. Believe that business will be 
very good during November and December, or as 
soon as the weather man turns the tide.” P. W. 
Crawford, Crawford’s Bootery, Lima, Ohio. 


Fall Selling of Low Cuts 


“Our business is showing a very satisfactory in- 
crease over last Fall. However, we have repriced our 
merchandise with declines in manufacturer’scost price. 
The early Fall sellers weru mostly low cuts. The pres- 
ent cooler weather has no effect on the sale’ of same 
only adds volume in high shoes, spats and wool hose.”’ 


Paul O. Kuehn, Klingel & Kuehn, South Bend, © 


Indiana. ; 


everywhere prevalent. This means orders for Spring | 
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A New York 
Campaign 


Co-operation 
to Aid 
the Shoe 
Merchant 


Nov. 13 t62O 


Its been a mild autumn and naturally you have put off buying 
winter shoes for yourself and your family 
But now health demands good staunch high shoes for everybody 


And when you buy, 
buy from a reliable dealer 


=—— Get properly fitted by a shoe merchant who knows his business 
: whc is in a permanent location. with a full line of reliable toot 
wear — whe wil) be there next week, next month. and next year 

backing his shoes with service 


Buy where you see the sign— 
it will save you money 
The shoes vou buy from hurr today wil) cost you 

in Mens $2 tc $3 less 

in Women’s $2 tc $3 less 

in Childrens $3 tc $2 less 

than the last pais you bought } 

And the prices you get today are based or; careful rock-bottom figures 
Buy—but buy from your own reliable dealer 
Ask tc see these attractive styles today You will fino them where 
you fino this sign—in stores ir every neighborhooa and on every 
main-thoroughfare ot Greater Nev York Look for it 


in News 

Ads and 

Window 
Cards 











in Selling 


Boots 







































































WINTER 
SHOE WEEK 
i (eya kre) 
Rena wales 
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It’s a fact— 
Shoe prices are lower! 





McElwain, Morse & ae Nath’! Fisher & Co. 
W YORK 


SHOE ee yr WHOLESALE DISTRIBUTORS 
We have no direct or indirect connection with any retai) shoe business, bur from 40 years 
dealing with th the Fetal trade we know that the safe and economical we we rw cae 
pad d and 








A Typical Ad of the Campaign 


A Winter Shoe Week 


Metropolitan District of New York City Features a Co-operative Advertising 
and Sales Plan “to Move the Shoes’’ 


chant who is a legitimate merchant of shoes to 
move his goods, two of the largest wholesale 
| houses in New York City are this week advertising 
' a store sales plan to commence November 13. 
| The “Winter Shoe Week” was a plan organized by 
| McElwain, Morse & Rogers and Nathaniel Fisher & 
Co. to assist by publicity in eight New York news- 
papers the merchandising of shoes through the stores 
_ to the public at a profit. Both of these houses have 
_ picked out seasonable shoes and have put them at a 
very advantageous price to the store and the customer. 


[’: an ambitious campaign to help the retail mer- 


Other houses in New York have benefited by the 
plan materially. 


The Campaign Outlined 


In outlining the campaign to the merchant, the 
following statement was made: 

“The retail shoe business in New York City and 
vicinity has been retarded to some extent by mild 
weather and the unfavorable ‘attitude of the public 
toward shoes and shoe prices. 

“Nathaniel Fisher & Co., together with McElwain, 
Morse & Rogers are about to launch a plan which 
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will emphasize the approaching cold weather, will. 
tend to win the good will of the public toward re- 
liable, established. retail. shoe. merchants and which 
will, with your hearty co-operation, be a big stimu- 
lation to your business. 

‘Cuts illustrated show one of the several advertise- 
ments we expect to run in the New York English and 
foreign language newspapers—advertising a “Winter 
Shoe Week” from November 13 to 20. These ad- 
vertisements will begin to appear Monday, Novem- 
ber 8, and will continue daily until Saturday, Novem- 
ber 13, and then appear again during the week of the 
sale. The papers used will be: New York Times, 
New York Evening World, New York Journal, Illus- 
trated Daily News, Brooklyn Standard Union, 
Newark News, Jewish Forward and Il Progresso 
Italiano. 

“On Monday, November 8, the week before the 
‘Winter Shoe Week’ we will begin to offer you our 
own merchandise at some large reductions—reduc- 
tions that will make it possible for you to offer your 
customers some real low prices. 

“We are not attempting to tell you at what profit 
you should sell our shoes or any one’s else, but we be- 
lieve that for you to secure the greatest possible re- 
sults from the well advertised ‘Winter Shoe Week’ 
you should offer your customers prices and values 
that will convince them once and for all that their 
hope for lower prices has been realized. 

“Such a plan as this we know will stimulate your 
business. The advertising will be expensive but we 
will pay the bill knowing that we will get our share of 
the general good resulting to the shoe business. 

“We now appeal to you for your greatest co-opera- 
tion. Make your store, your service and your values 
so attractive to the public that, backed up by this 
advertising you will build up a new good will. In 
this period of deflation through which business is 
passing nothing is so important as the good will of 
the public, and we are willing to help you preserve 
that good will by selling you our shoes at no profit 
and advertising that your store gives real values and 
real service. We know you will do the rest. 

“Come in right away and secure your window sign 
for “Winter Shoe Week’ or if you cannot come, just 
let us hear from you. 

“Yours for something new, big and good in the 
shoe business.” 









































A Majority of Merchants Participating 
The “Recorder” has ascertained on Thursday, 
November 11, that merchants are willing and anxious 
to co-operate, and that registration has already been 
received from a majority of New York City’s shoe 
merchants requesting window signs. In all, 32,200 
lines of advertising were used in the English and 
foreign language press of the Metropolitan district. 
Salesmen of the houses, together with special serv- 
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ice men frém the newspapers, have been ‘covering 
New York City and a district within the radius of 25 
miles to connect up the newspaper advertising with 
the sale which starts November 13 and continués to 
November 20. It is expected that this sale’ will 
prove a great stimulation to the shoe business in 
New York City which has suffered through the re- 
tarded season and the unfavorable attitude toward 
shoes and shoe prices. 


$22,700,000,000 Paid for Luxuries 


According to tax reports $800,000,000 went up in 
cigarette smoke last year, while $510,000,000 was 
burned in the form of cigars. Jewelry cost $500,000,- 
000, only two per cent of the sum ‘spent on luxuries. 








The Buyer Is King 


In France There Is Sales Resistancé © 

Everyone has got a rest and is now ‘full. of 
health and anxious to assault the buyers. —_. 

But the buyers, where are they? No one 
knows. This is the great puzzle of the day: 
Seek the buyers and it is thousands of times 

_ harder to find them than to find the shoes. 
We are in a big ocean of shoes and it seems so 
the world over. 

The fact is that we want the floods and winds 
and all of the worst things of hell so that the 
consumers will find out that- they are foot- 
naked. And by Jove, the biggest buyers we are 

~ looking for are all of these people that you and 
I meet in the streets and who desert our shoe 
shops for the benefit of their purse. One day 
this Winter they will find out that this is not 
to the benefit of their health and they will be 
glad to resume their buying. The retail mer- 
chants will be glad to sell their shoes and pass 
such orders to the factories so that they will 
run again. This is why the trade say: Seek the 
clouds. And this is why the buyers are up in 
the clouds and much too much up to the roof 
for the ordinary shoe salesman to sell them 
shoes. 

CLEMENT GOURIER. 
Paris, France. 


















A round billion dollars went for candy. Pianos, 
organs and phonographs entertained the people to the 
tune of $250,000,000. Automobiles cost $2,000,000,- 
000. Soft drinks, $350,000,000; toilet soaps, $400,- 
000,000; tobacco and snuff, $800,000,000; ice cream, 
$250,000,000; chewing gum, $50,000,000; cake and 
confections, $350,000,000; ‘luxurious services,” $3,- 
000,000,000;. luxurious food, $5,000,000,000; ' joy 
riding, pleasure resorts and races, $3,000,000,000. 
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Watch Your Step 


ae It Certainly Did \Btow 


The wind blew East and the wind blew West, 
‘Like-a hurricane on a tear; 
‘' Tt blew the grouch from many a chest, 
> '\«;And'‘emptied many a chair; ' 
Pols and professors were dispossessed 
And stripped of their hide and hair; 
And patriots-pure who feathered their nest 
Were,swept to the grand elsewhere. 
Now silence reigns and head's garfoct rest 
From Dixie to Harvard Square. 
And a plaintive voice, like one distressed, 
‘From the other side calls, “Are -you there?” 


* * * * 


A mild-mannered murderer who pushed his 
scolding wife out of a six-story window depre- 
cated the angry interest of his neighbors by say- 
ing,’ ‘Why all this excitement over a little 
falling out between man and wife?”’ 

* * * * 

A corn is a monument raised by nature to a 
bad shoemaker. 

* * * 

Now that the election is over and “silence 
like a poultice has come to heal the wounds of 
sound,” why wouldn't it be a good idea for 
Mr.4Samuel Gompers to put a rubber heel on 
his. tongue? It’s a perfect remedy for clatter. 

* * * * 

Some wise guy is again saying that “Talk is 
cheap;’’ and once more we rise to advise him 
that if he will talk to a lawyer or a specialist he 
will change his opinion. 

* * * a 

The gentleman who recently remarked that 
cheap leather meant dear shoes, must be a rela- 
tive of the man who said that umbrellas were 
useful only in dry weather. 


* * * os 


The King business in Europe is like the Shoe 
business in America—the number of unemployed 
is increasing. 

* * * ot 
There was a time when a lady could get into 
the Society Column by having her appendix 
vermiform removed; but nowadays it takes the 
loss ‘of a $10,000 dog collar, or a millionaire hus- 
band, ‘to land in that Corinthian, column. The 
H. C; L, is awful. 


“ wn Tn ro ‘ym svviaildununanentt “mit 1H if] nn Lp pp ae 
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The colored brother down in Dixie is not 
counted in these so-called elections, he takes the 
count. 

* * + * 
It is now the Bush League of Nations. 


* * * * 


Jones knows women and loves peace and he is, 
moreover, a beautiful liar. When Mrs. Jones 
asked him with battle in her eye if he had told 
Mrs. Brown that she looked like a middle-aged 
belle at the costume party, Jones answered, 
“‘Mrs. Brown is a cat. What I said, my dear, 
was that you looked like a beauty of the Middle 
Ages in your magnificent costume.” *' 


* * * * 


These are the melancholy days 
The saddest of the year 
When thirsty man in wrath inveighs 
Volstead and his near beer. 
x * * * 

Nine prisoners in the Charlestown State 
Prison were decorated recently with war medals. 
This goes to show that a sinner may fight as 
enthusiastically as a saint; even though he 
failed to remember that brawling and killing as 
a legal outdoor sport ended with the armistice. 

* * * * 

The new chauffeur had a limp and a Croiz de 
Guerre. ‘‘How do you like working in Boston, 
James?”’ his boss asked. “I just love it,” said 
James enthusiastically. “Every time I drive 
through these Boston streets I imagine I am 
going over a Flanders road just back of the 
trenches on a dark night. It almost makes me 
homesick.” 

+ * o* a 

“What's the matter with Jones?” 

“Shell shock.” 

“Shell shock? 
army.” 

“No! But he was in a Boston hotel where 
they charged him 75 cents for six oysters on the 
half shell.” 


Why he never was in the 


* +* * * 


The chairman of the lynching committee was 
speaking to’a’ Boston tourist after Alkali Pete 
had been lowered to the ground and handed 
over to the widow and the undertaker. “The 
pain of hanging, Mr. Saltonstall, is more psycho- 
logical than physical. The rope doesn’t hurt: 
it’s the suspense that kills.” 
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The First 


Four Sizes 


Service for the 
Little Tots Is 
More Import- 
ant Than Ever | 
Before 


Second Article of the 
Service Series 


HANGING Contour of Feet Requires Pro- 
C gressive Sizes and Sensible Fitting,”’ is the 
keynote of this article: 

If Hollis B. Scates of Boston had said no other 
thing than the following in his long and prominent 
career as a shoe department man he would have 
deserved a place with the great men of the craft: 

‘“‘As long as I shall live I shall always have the 
satisfaction of knowing that thousands of children 
are growing up with better feet than the last genera- 
tion, that I did my full share in making this possible, 
and that the results of my work have been passed 
on to others in every nook and corner of the country.” 

By token of this utterance we see in future shoe 
departments a keener interest in probably the least 
considered of all departments in the modern store. 
Why has it been that shoe departments have pigeon- 
holed the infants’ and first-steps section and con- 
sidered them merely a necessary nuisance? A ques- 
tion of slow service and small profits, and yet there 
are some stores that build their successes upon the 
children’s department. 


Styles for Little Tots 


One of the surprises of the New York market is 
the appearance of a shoe department with a new 
principle of service. In this department last week 
one customer alone purchased $63 worth of children’s 
shoes because style had been made a feature. The 
little tots can get in sizes 0 to 1314, colors and a 
diversity of leathers and patterns rivaling any 
women’s stock. Actually the children’s shoe business 
has been stapled to the disadvantage of profits and 
possibilities. The turn: has come and’ henceforth 
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look for style on normal lasts through the cleverness 
of the buyer in selection of patterns and leathers. 
This shoe department has grays in kid and suede 
as quickly as they are shown in the adult lines. 
Building a shoe department or section for children 
is as much a matter of picking the sales staff as it is 
in ordering the sizes and styles. It took a Chicago 
store ten years to organize a real staff of juvenile 
buyers and salespeople—and today the line-up is 


‘ about fifty-fifty, men and women. Formerly it was 


thought that women were the only salespeople for 
real fitting service in children’s departments but the 
testing often develops a find in a man with just the 
requisites for juvenile service. 


A Definite Policy of Service 


The policy of this store is definite. Fitting the 
child’s foot is conceded to be the greatest concern 
of the department. The adult. does much to aid in 
fitting his shoes, but the child has literally to have 
his shoes fitted to him. 

Juvenile shoes, first, must pass relentless inspection 
as to whether they conform to the exact shape of 
the foot and are constructed so as to allow free 
movement of the foot, so necessary in its natural 
development. The best leathers go into children’s 
shoes. The salespeople are especially instructed in 
the fitting of shoes to young feet. 

The first-step shoe is of soft, flexible leather. with 
a sole firm enough to conform to tiny arches and 


to protect the foot. ‘Nature shoes’ are built espe- — | 


cially to meet the requirements of the feet of grow- 
ing boys and girls. | : f 
Frolic shoes are designed for the.active play of | 
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children. The soles are specially treated so as to 
make them practically impervious to water. Special 
shoes are made with straight lines and broad toes. 
The tips on the dull leathers are practically ‘‘non- 
scuffable.”’ 


First Four Divisions 


Any buyer reading the foregoing understands that 
to achieve that selection in the first four divisions 
of infants’ and children’s footwear means attention 
to specifications based upon extensive and intensive 


alenel? 


The Progressive Sizes of the First Four Foot Coverings 
of Childhood 


investigation of the feet of little boys and girls. It 
becomes such a labor of lover that it well warrants 
the testimonial to a buyer with which we started 
off this second article of the series on a logical se- 
quence of shoe styles, sizes and service, the first of 
which appeared in the Shoe Economist issue of 
October 9. 

Let us jump to Philadelphia and find how another 
nationally known infants’ department manifests its 
interest. 

Here is the proclamation of that store: 

“The Whole Upstanding of the World Rests on 
Children’s Feet. 

“Whatever this next generation is going to be, 
will be, in a measure, decided by the way little feet 
are fitted into shoes, for a virile nation must be a 
vigorous and healthful nation, and health may be 
' tremendously interfered with by ill-fitting shoes.” 


The Proper Extension 


One of the Boston stores also makes it a fixed rule 
' that a clerk shall fit a child’s shoe with three sizes 
' extension, to make due allowance for the fact, as 
stated in a card in the department, that the child’s 
» foot grows one size in eight weeks, that the shoes may 
_ be changed accordingly. The idea of fitting exceed- 
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ingly long has given that store the largest trade in 
children’s footwear in the city of Boston. 

The record card of a store often forms one of the 
assets of the business. If it is well kept and itemized 
as to sizes, prices and preference of the customer, 
it gives at a glance all of the information desired. 
Also, in the case of mail orders, the store can give 
immediate service through the information on file. 
A very neat record card in duplicate, one for the 
customer, one for the store, is that used by a Boston 
store. This gives the following details: 


Record No 


Boys: Hat; Suit; Shoes. 
Sizes 

Girls: Stockings; Shoes; Etc. 

Parents’ Name 


As a record it is valuable, and it also prevents 
short fitting if it is consulted by the clerk who keeps 
intimately acquainted with the store’s customers. 





Your Customer’s Size 


A Duplicate Record By Store Salesman and 
Purchaser 

A Boston shoe store has adopted an attractive 
style of business card for its salesmen. The card is 
white, the salesman’s name is printed in black, over 
the trade mark of the firm. which forms a background 
of very light gray. On each of the upper corners 
tiny figures carry out other details of the store’s 
trade mark. The lower left hand corner gives the 
name of the firm and the street address, and at the 
lower right the phone number. 

The back carries blank spaces with dotted lines at 
the right of the words, “Size,” ““Width,” “Stock No.” 
and “Date.” These cards are given to each cus- 
tomer of the different salesmen, and a duplicate is 
kept by him. This record is of much assistance to 
both customer and salesman, in ordering over the 
phone, and in positively identifying the shoe with its 
wearer. 





Price Correction 

In the advertisement of the Donald Shoe Company 
in the “Boot and Shoe Recorder” of November 6, the 
item, Turn Boot—Ready to Ship, No. 206 Patent 
White Calf Top Butt., sizes 2-5 D $2.25, now stands 
corrected as above. Thereby the merchant notes a 
50-cent advantage over the published price for the 
2-5 D run. 
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The Coiiverition Word for 1921----DYNAMIC 


Every Minute of January 10, 11, 12 and 13 Will Put Sparks” Into the Shoe 
Business of the Great Merchandising Year Nineteen-Twenty-One 


HESE are busy days at Convention Head- 
T quarters. The 1921 Committee of the 

N.S. R. A. is located in Suite 224, Plankinton 
Arcade, Milwaukee, and this committee, together 
with the dozen subsidiary committees, are rushing 
plans for the 10th Annual Convention to be held 
January 10th to 13th inclusive. 

Retail merchants in all parts of the country are 
sending in their hotel reservations and in as prompt 
fashion are these reservation cards returned to sender, 
giving number of room with name and location of 
hotel. 


An Educational Conven- 
tion 

The 1921 Convention Com- 
mittee will show retail shoe 
merchants just what the 
word “dynamic” stands for, 
because every minute of the 
retailer’s time will find his in- 
terest on tiptoes. In four 
days’ time, the retail mer- 
chant will obtain a digest of 
the findings and recommen- 
dations (based upon years of 
study) of some of the most 
brilliant shoe menin the coun- 
try. Retail merchants who 
have been successful, not only 
in originating but in carrying 
through big selling plans at 
retail, will give their best ex- 
periences to those who attend this convention. The 
value of this knowledge to the retail merchant will 
be in exact ratio as he attends every session and takes 
advantage of every opportunity to absorb, adapt and 
put into working order those ideas which have pro- 
duced big results for others. For this reason, the 
1921 committee is urging retailers to make their hotel 
reservations at this time because no merchant should 
miss a single session. 

If a merchant in California has utilized “direct 
mail” in some new and interesting way, or if he has 
made discoveries that have enabled him to harness 
energies which, prior to this, have been wasted—we 
all want to know about it. If a merchant in Maine 
has taken the wedge out of the selling obstacle and 
made it a keen edge—we all want to know about it. 
If a merchant in Central Ohio has taken a small 
business and developed it into a big business with the 
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help of direct mail—we all want to know about it. 
lf your business presents some difficult problem and 
you can come to this convention and get just the right 
solution from a man who has had the same problem 
and who has turned it into an asset—you don’t want 
to miss it. 


Better Merchandising Methods 


Not only will the 10th Annual Convention com- 
prise the largest exhibit of footwear styles ever 
staged, but this great convention will demonstrate 
the advantages of the better- 
ment of service to the con- 
sumer. Economic truths will 
be laid bare as never before 
and all workers of the indus- 
try, from hide puller to retail 
merchant, will find this con- 
vention. running over with 
ideas and suggestions which 
make for the betterment of 
service to the consumer. If 
by close study and investiga- 
tion so simple a labor as the 
shoveling. of dirt can be made 
30 per cent more efficient, 
then in all probability a busi- 
ness as complicated as the 
selling of nearly 1,000,000 
pairs of shoes a day can be 
benefited by a correspond- 
ing close investigation and 
study. It is no simple article 
that is sold in shoe stores—it takes as many as 210 
pairs of hands, and about 137 machine operations to 
fashion the shoe, after which it necessitates a wide 
selection of styles and sizes and leathers and lasts to 
accommodate the good taste of people educated be- 
yond the European standard of two sizes, ‘‘too long 
and too short.’’ It needs more and more pairs in 
styles and leathers each year for the needs of the 
human family from cradle to old age—and it necessi- 
tates great ‘‘get-togethers” of the craft to study the 
best methods of “getting more shoes sold right.” 
The time has come—this convention reveals it—for 
a new brand of co-operation, a new spirit in the entire 
industry—a bringing together of men of similar 
works the better to know ‘and learn their business, 
to standardize, to co-operate, to simplify the problems 
of merchandising and distribution of shoes—to. the 
end that the public may be the ultimate gainer. 
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children. The soles are specially treated so as to 
make them practically impervious to water. Special 
shoes are made with straight lines and broad toes. 
The tips on the dull leathers are practically ‘“non- 
scuffable.”’ 


First Four Divisions 


Any buyer reading the foregoing understands that 
to achieve that selection in the first four divisions 
of infants’ and children’s footwear means attention 
to specifications based upon extensive and intensive 


The Progressive Sizes of the First Four Foot Coverings 
of Childhood 


investigation of the feet of little boys and girls. It 
becomes such a labor of lover that it well warrants 
the testimonial to a buyer with which we started 
off this second article of the series on a logical se- 
quence of shoe styles, sizes and service, the first of 
which appeared in the Shoe Economist issue of 
October 9. 

Let us jump to Philadelphia and find how another 
nationally known infants’ department manifests its 
interest. 

Here is the proclamation of that store: 

“The Whole Upstanding of the World Rests on 
Children’s Feet. 

“‘Whatever this next generation is going to be, 
will be, in a measure, decided by the way little feet 
are fitted into shoes, for a virile nation must be a 
vigorous and healthful nation, and health may be 
tremendously interfered with by ill-fitting shoes.”’ 


The Proper Extension 


One of the Boston stores also makes it a fixed rule 
. that a clerk shall fit a child’s shoe with three sizes 
extension, to make due allowance for the fact, as 
_ stated in a card in the department, that the child’s 

foot grows one size in eight weeks, that the shoes may 
be changed accordingly. The idea of fitting exceed- 
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ingly long has given that store the largest trade in 
children’s footwear in the city of Boston. 

The record card of a store often forms one of the 
assets of the business. If it is well kept and itemized 
as to sizes, prices and preference of the customer, 
it gives at a glance all of the information desired. 
Also, in the case of mail orders, the store can give 
immediate service through the information on file. 
A very neat record card in duplicate, one for the 
customer, one for the store, is that used by a Boston 
store. This gives the following details: 


Record No 


Boys: Hat; Suit; Shoes. 
Sizes 

Girls: Stockings; Shoes; Etc. 

Parents’ Name 


As a record it is valuable, and it also prevents 
short fitting if it is consulted by the clerk who keeps 
intimately acquainted with the store’s customers. 





Your Customer’s Size 


A Duplicate Record By Store Salesman and 
Purchaser 


A Boston shoe store has adopted an attractive 
style of business card for its salesmen. The card is 
white, the salesman’s name is printed in black, over 
the trade mark of the firm. which forms a background 
of very light gray. On each of the upper corners 
tiny figures carry out other details of the store’s 
trade mark. The lower left hand corner gives the 
name of the firm and the street address, and at the 
lower right the phone number. 

The back carries blank spaces with dotted lines at 
the right of the words, “Size,” “‘Width,” “‘Stock No.” 
and “Date.” These cards are given to each cus- 
tomer of the different salesmen, and a duplicate is 
kept by him. This record is of much assistance to 
both customer and salesman, in ordering over the 
phone, and in positively identifying the shoe with its 
wearer. 





Price Correction 

In the advertisement of the Donald Shoe Company 
in the “Boot and Shoe Recorder” of November 6, the 
item, Turn Boot—Ready to Ship, No. 206 Patent 
White Calf Top Butt., sizes 2-5 D $2.25, now stands 
corrected as above. Thereby the merchant notes a 
50-cent advantage over the published price for the 
2-5 D run. 
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The Convention Word for 1921---DYNAMIC 


Every Minute of January. 10, 11, 12 and 13 Will Put Sparks” Into the Shoe 
Business of the Great Merchandising Year Nineteen-Twenty-One 


quarters. The 1921 Committee of the 

N.S. R. A. is located in Suite 224, Plankinton 
Arcade, Milwaukee, and this committee, together 
with the dozen subsidiary committees, are rushing 
plans for the 10th Annual Convention to be held 
January 10th to 13th inclusive. 

Retail merchants in all parts of the country are 
sending in their hotel reservations and in as prompt 
fashion are these reservation cards returned to sender, 
giving number of room with name and location of 
hotel. 


j ec are busy days at Convention Head- 


An Educational Conven- 
tion 

The 1921 Convention Com- 
mittee will show retail shoe 
merchants just what the 
word “‘dynamic’”’ stands for, 
because every minute of the 
retailer’s time will find his in- 
terest on tiptoes. In four 
days’ time, the retail mer- 
chant will obtain a digest of 
the findings and recommen- 
dations (based upon years of 
study) of some of the most 
brilliant shoe menin the coun- 
try. Retail merchants who 
have been successful, not only 
in originating but in carrying 
through big selling plans at 
retail, will give their best ex- 
periences to those who attend this convention. The 
value of this knowledge to the retail merchant will 
be in exact ratio as he attends every session and takes 
advantage of every opportunity to absorb, adapt and 
put into working order those ideas which have pro- 
duced big results for others. For this reason, the 
1921 committee is urging retailers to make their hotel 
reservations at this time because no merchant should 
miss a single session. 

If a merchant in California has utilized “direct 
mail” in some new and interesting way, or if he has 
made discoveries that have enabled him to harness 
energies which, prior to this, have been wasted—we 
all want to know about it. If a merchant in Maine 
has taken the wedge out of the selling obstacle and 
made it a keen edge—we all want to know about it. 
If a merchant in Central Ohio has taken a small 
business and developed it into a big business with the 
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help of direct mail—we all want to know about it. 
lf your business presents some difficult problem and 
you can come to this convention and get just the right 
solution from a man who has had the same problem 
and who has turned it into an asset—you don’t want 
to miss it. 


Better Merchandising Methods 


Not only will the 10th Annual Convention com- 
prise the largest exhibit of footwear styles ever 
staged, but this great convention will demonstrate 
the advantages of the better- 
ment of service to the con- 
sumer. Economic truths will 
be laid bare as never before 
and all workers of the indus- 
try, from hide puller to retail 
merchant, will find this con- 
vention. running over with 
ideas and suggestions which 
make for the betterment of 
service to the consumer. If 
by close study and investiga- 
tion so simple a labor as the 
shoveling of dirt can be made 
30 per cent more efficient, 
then in all probability a busi- 
ness as complicated as the 
selling of nearly 1,000,000 
pairs of shoes a day can be 
benefited by a correspond- 
ing close investigation and 
study. It is no simple article 
that is sold in shoe stores—it takes as many as 210 
pairs of hands, and about 137 machine operations to 
fashion the shoe, after which it necessitates a wide 
selection of styles and sizes and leathers and lasts to 
accommodate the good taste of people educated be- 
yond the European standard of two sizes, “too long 
and too short.” It needs more and more pairs in 
styles and leathers each year for the needs of the 
human family from cradle to old age—and it necessi- 
tates great ‘‘get-togethers” of the craft to study the 
best methods of “getting more shoes sold right.” 
The time has come—this convention reveals it—for 
a new brand of co-operation, a new spirit in the entire 
industry—a bringing together of men of similar 
works the better to know ‘and learn their business, 
to standardize, to co-operate, to simplify the problems 
of merchandising and distribution of shoes—to. the 
end that the public may be the ultimate gainer. 
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**Athletic Night”’ a Big Feature 


While this 10th Annual Convention will go down 
in history as the greatest Educational Convention 
of its kind, every moment of the four days will sparkle 
with entertainment features. The night of January 
11, however, will clap the climax from an athletic 
standpoint. 

At the different ringsides, lovers of all manly sports 
will recognize the “‘biggest men in the game” even to 
referees and timekeepers. Leading professional 
boxers and wrestlers and tumblers will be there— 
the champions in their respective lines. Nobody will 
know just what is going to happen until it happens 
and that’s why the 1921 Entertainment Committee 
advises that you “watch your step.”’ There will be 
a monster parade and everything. 


Instead of “men’s night” in a separate building, 
“Athletic Night’ will be 
staged right in the Audito- 
rium—all under one roof— 
and this event will be of such 
a character that the women 
folks will enjoy it, too. No 
roughneck aspect to it, at all. 
Everything dignified. Noth- 
ing brutal or demoralizing. 
It will not only be a monster 
exhibition of skill and en- 
durance, but the first event 
of its kind which the 
women folks have been privi- 
leged to attend. Scores of 
the bouts will extend to as 
many as ten rounds and they 
will be taking place in all 
parts of the vast Auditorium 
and in the many different 
halls at one and the same time. Stages throughout 
the building will be active and the air will be alive 
with athletics as_well. Visitors will obtain their 
money’s worth and then some. 





There Will Be Music Everywhere 


Seven bands and two orchestras will constantly 
cheer the thousands of merchants who attend this 
convention. Hugo Bach’s Military Band of fifty 
pieces will concert in the Main Arena from 11.30 a. m. 
to 2 p.m.and from 7 p. m. to 10 p.m. _ Its con- 
certs will all be entirely different, with the exception 
_ thatit willalways play the same selection at 11.30a.m. 

of each day. This selection is now being com- 
posed for this convention. ‘“‘America” will start 
it off with a bang and it will close with the “Star 
Spangled Banner’ but in between will flow the 
music of “Illinois,” “On theWabash,” ‘‘Old Ken- 
tucky,” “On Wisconsin,’’ ‘‘Missouri Waltz,”’ ‘Where 
the Worst: Begins,”’ ‘How I Wish 1 Were in Michi- 





Have You Registered—Do It Now! 
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gan,” etc. Every State delegation will hear its anthen 
at 11.30 each day. 

Brass music, string music, vocal music, steam 
music and electric music. All kinds of music. Mar. 
imba bands, Hawaiian’ bands, real Jazz bands, 
Quartettes, octettes and quintettes everywhere. A 
circus one minute and Grand Opera the next minute, 
Something interesting and entertaining going on 
everywhere at the same time. 


N. S. R. A. Delegations Are Forming 


State delegations are already chartering special 
trains to attend the big show in the big tent. The 
Missouri and Illinois delegations have already char- 
tered two special trains each and plans have 
been worked out in detail by the Michigan, Kansas, 
Ohio, lowa, Minnesota, Oklahoma and Texas dele- 
gations. The two cities of St. Paul and Minneapolis 
will arrive on a special train 
all their own. All of above- 
mentioned delegations have 
already made their hotel res- 
ervations. “I'll see you in 
Milwaukee—January 10-11- 
12-13, 1921.” 


War Footwear Totals 


Army Bought 28,824,161 
Pairs 

Washington, D.C., Nov. 11 
—The daily newspapers in 
various parts of the country 
have been printing charges 
against the War Department 
relative to shoes, harness, 
saddles, etc., which were pur- 
chased during the war. The 
department has just issued a statement in which it 
takes up definitely the specific charges. 

In connection with shoes, the charge was that the 
War Department received deliveries of 32,227,450 
pairs of shoes. The War Department gives the facts 
as follows: ‘‘28,824,161 pairs of shoes were delivered; 
each soldier wasrequired to be equipped with two pairs 
of shoes, and that plans had to be made for an army 
of 5,000,000 men, this number is conservative.” 





Larger Exports---Smaller Imports 


An increase of $28,000,000 in exports but a decrease 
of $150,000,000 in imports in September, as compared 
with August, is shown in a statement issued by the 
Bureau of Foreign and Domestic Commerce of the 


Department of Commerce. The exports in Septem- 
ber amounted to $606,000,000, against $578,000,000 
in August of this year, and $595, 000, 000 i in pegmeater 
of last year. 
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» A HE Pennsylvania Shoe Retailers’ Association 
nute, will hold its annual convention at the Hotel 


Casey, Scranton, on Monday and Tuesday, 
February 21 and 22. The entire second floor of the 
hotel will be used. There will be from 75 to 80 display 
booths. From the enthusiasm and support of the 
Scranton and Wilkes-Barre retail shoe merchants, in- 
dications are that this will prove to be the biggest and 
best state convention ever staged by the association. 
Last year, 535 registered 
at Harrisburg; this year, 
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1921 State Convention Dates 


Pennsylvania Shoe Retailers to Meet in Scranton, February 21-22 






Executive Committee: J. E. Brecheisen, Muskogee 
C. L. Pedigo, Lawton; L. Lyons, Tulsa; M. Leroy 
Goslin, Oklahoma City; G. L. Giles, Okmulgee. 


Ohio Valley Association Meets at Cincinnati 


Cincinnati, O., November 3—At a recent meeting 
of th executive committee of the Ohio Valley Retail 
Shoe Dealers’ Association, this city was chosen as the 
convention city for the 
1921 conyention, to be 











Director C. J. Mensch 
predicts a _ registration 
exceeding 800. The of- 
ficers and directors of 
this association are: 
Harry I. Boyd, president, 
Lancaster, Pa.; Martin 
Murray, vice-president, 
Wilkes Barre, Pa.: George 
M. Garman, secretary, 
Philadelphia, Pa.; Chris 
Ludebuehl, ex-president, 
Pittsburgh, Pa.; C. J. 
Mensch, ex-president, and 
director, Pittsburgh, Pa.; 
§. S. Schweriner, director, 
Reading, Pa.; Ben Shaub, 
director, Lancaster, Pa.; 
H. Parthmore, director, 
Harrisburg, Pa. 
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Oklahoma Merchants 
to Meet in Tulsa 


On October 20, the Ex- 
ecutive Committee of the 
Oklahoma Shoe Retailers’ Association held a meeting in 
Oklahoma City, called by President Krueger to for- 
mulate plans for their annual convention and adopt a 
program. It was decided to hold the convention in 
Tulsa on February 22, 23, 24,1921. A committee was 
appointed on the style show and one on display space 
for manufacturers’ and jobbers’ lines. The second 
day of the convention will be devoted to these displays. 

The officers of the association are as follows: 

J. W. Krueger, president, Ardmore; M. D. Fezler, 
first vice-president, Oklahoma City; R. W. Reeves, 
second vice-president, Muskogee; W. T. Head, secre- 
tary-treasurer, Oklahoma City. 

Co-operating secretaries: D. C. Renner, Oklahoma 
City, and H. S. Miller, Tulsa. 



















Hotel Gibson, Cincinnati 


held February 28, March 
1 and 2. The Hotel 
Gibson, photograph of 
which is reproduced, was 
selected as convention 
headquarters. 





Tri-State Association 
Meets at Memphis 


The Tri-State Shoe 
Retailers’ Association, for 
the States of Arkansas, 
Mississippi and Tennes- 
see, one of the livest and 
most active mercantile 
organizations in the South 
has just announced 
through President Reuben 
Stiefel, of Memphis, fol- 
lowing a meeting of the 
executive committee in 
that city, the dates for the 
annual convention. which 
will be March 14-15, at 
Hotel Chisca, Memphis. 

The following well-known shoe men are officially 
identified with the Tri-State Shoe Retailers’ Associa- 
tion and will help formulate its work at the March 
convention: Reuben Stiefel of J. Goldsmith & Son 
Co., Memphis, president; L. L. Frank, of the Bootery, 
Memphis, first vice-president; J. B. Eubanks of 
Greenwood, Miss., second vice-president; A. K. 
Cohen of Little Rock, Ark., third vice-president; 
Robt. Love of H. Halle & Bro. shoe department, sec- 
retary-treasurer. Directors, two years: Joe Hart, 
Helena, Ark.; Arthur M. Spring of B. Lowenstein 
Bros., Inc., Memphis; P. B. Powell, Yazoo City, Miss. 
Directors, one year: Isadore Rothchild, Helena, Ark.; 
Reuben Stiefel, Memphis, Tenn., and C. L. Graces, 
Jackson, Miss. 
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I Have Always Followed the Style Bunch 


“The Past Two Months I Have Fitted Many a $15 and $18 Shoe, and 
When the Price Was Named the Pretty Girl Said ‘Why, 
Is That All? I'll Take Them’ ’’ 


Nov. 13, 1920 


The Autobiography of 
FRANK P. MEYER 


about 14 years ago; 1 went 

into it and stayed in it be- 
cause I liked it. I like it better 
every day. I never get tired of 
talking shoes, handling shoes, buy- 
ing and selling shoes. Next to my 
home I love my shoe store. When 
you come to Danville call 2764 my 
home phone, or 422 my store 
phone. It’s a ten-to-one shot that 
you'll catch me one place or the 
other. If you miss me at both these 
numbers, call the hotels where the 
shoe travelers sell their shoes. 

To succeed in business a man 
must love that business. When we 
started in business | felt the road 
to success in my city was along 
the style route. 


I WENT into the shoe business 


Give ’Em Pride of Possession 


I have always followed that hunch. My initial aim 
was to build a business, establish a clientele who 
would regard our store as the place to get the proper 
shoe for the proper occasion and I hoped to have my 
customers wear our shoes with a feeling of pride in 
possession and that secure feeling that the shoes they 
bought of us were right in any society in any 
city. 

I tried to sell my shoes with the style thought fore- 
most, evading the question of price, until the cus- 
tomer was suited in style and fit. In this we have 
succeeded to such a marked degree that the news- 
paper attacks on the shoe game hindered us hardly 
at all. It is a rare occasion when our customers 
stipulate price before settling on the style shown. 


Get ’Em Quick for Flappers 


We cater to the young trade, the snappy flapper 
class, who watch for the “‘new”’ in all the style jour- 
nals and society magazines. We read these periodi- 
cals (and our trade papers), before we read the daily 
humdrums and when we see anything new and 
highly depicted we get it as quickly as possible. 


During all this strain and stress 
of “lower prices” talk, our busi- 
ness has ridden along steadily, and 
mark this, during the last two 
months 1 have fitted many a $15 
and $18 shoe and when the price 
was named the girl said, ‘““Why is 
that all, Ill take them.” 

We have educated our trade to 
the fact that we carry as high- 
priced, high-grade shoes as can be 
obtained and we have never 
advertised ‘‘cheaper than _ else- 
where.” 

We are credited with having 
made a success, as shoe success 
goes, and | feel we owe the biggest 
portion to having played the style 
game. 

The most stylish shoes in the 
world would never “get over’ without publicity. 
We have kept our name, our policy and our 
merchandise continually before their eyes, in their 
mouths and on the feet of our community. We have 
not put jazz shoes on their feet, but impressed them 
with the fact that they were Cavanaugh and Meyer 
shoes. We had our name stamped on the top bands, 
in the shanks and on the silk lining. If the shoes 
suited the wearer he came back for another pair. If 
they were unsatisfactory the wearer knew where to 
come for an adjustment. 1 may add we always made 
satisfactory adjustments—one good form of adver- 
tising. 


In the Lobby for “‘Footlights”’ 


We have worked our windows to the Nth Power in 
displaying shoes at all times, changing them as much 
as three times a week. 

One advertisement which has been prolific of direct 
results is our display in the lobby of our leading play 
house. We trim it with as much care as our windows 
and it sure brings results. : 

We also use screen advertising at the same show 
house. We have our slides made to order using such 
cuts as Fox’s: slipper advertisement and others. 
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Probably a bit frisky for puritans but just the same 
business-getters among the lovers of the chic. 

Of course we use newspaper display. We have al- 
ways tried to have our stock complete in style and 
size run at the opening of each season. It is our aim 
to show the new things in advance of our competitor. 








I tried to sell my shoes with the style 
thought foremost, evading the question of 
price, until the customer was suited in 
style and fil. In this we have succeeded 
to such a marked degree that the news- 
paper attacks on.the shoe game hindered 
us hardly at all. It is a rare occasion 
when our customers stipulate price before 
seltling on the style shown. 








In closing let me say that the organization has been 
the greatest blessing to the shoe man, and he who is 
not planning to attend the National Shoe Convention 
in} Milwaukee better get busy at once, it will be the 
greatest convention. and shoe and leather fair ever 
held. 





George L. Apgar Dead 


Shoe Buyer for Gimbel Bros., Philadelphia 


Philadelphia, October 30, 1920—George L. Apgar, 
shoe buyer for Gimbel Bros., died yesterday at his 
home, 4164 Girard Avenue, after two weeks’ illness 
with pneumonia. 

Mr. Apgar was born in Plainville, N. J., April 12, 
1860, coming to Philadelphia with his parents in 1876. 

His first position in the shoe business was with 
James Dunbar, 4th Street, and later with H. M. 
Oliver & Sons, manufacturers. Later he was for 
several years shoe buyer in the old department store 
of Partridge & Richardson on 8th Street, Philadel- 
phia. 

In April, 1902, Mr. Apgar became associated with 
the firm of Gimbel Bros., in charge of their Subway 
Store Shoe Department, later being made buyer for 
their entire shoe business in Philadelphia, which 
position he held until his death. 

Mr. Apgar is survived by his widow and three 
daughters. 

Always a conscientious worker, devoted to his 
family, his church and business, we have lost a good 
friend and able shoe man. 





Business in Mexico 


Stable and Settled Business Once More 
Washington, D. C., November 11—According to 
reports from the American Chamber of Commerce 
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in Mexico City to the Bureau of Foreign and Domnies- 
tic Commerce, there are signs of more stable and 
settled business conditions in Mexico and of-increas- 
ing interest in trade between that country and the 
United States. More than a hundred American 
houses have begun business in Mexico in the last two 
years. Many manufacturers and jobbers are making 
inquiry about credit conditions and the reliability of 
individual merchants. 


, My Largest Single Sale 
Reported by Sam Bailey, the Dollar Store, Troy, 
Alabama 


“1 read in your recent issue of a single sale of four- 
teen pairs of children’s shoes made recently in Macon, 








Replacement in England 


Taking a Long View of the Road 

The theory of replacement works both ways 
and involves losses on a falling market. A 
prompt and candid recognition of this fact will 
do much to restore business to a healthy state. 
Nobody likes to lose money, but to cut a loss 
quickly is often the speediest way to make 
future profit. As I have written before, the 
future is more important than either the present 
or the past. The time has arrived to take a 
long view of the road before us. If we are to 
travel along that road in comfort we must 
unload our burden of surplus stocks at prices 
to correspond with present and future pro- 
ductive costs. When that is done I have every 
confidence that trade of all kinds will make a 
speedy recovery. 

It is important to remember that the shoe 
and leather trades do not stand alone. Their 
position is not peculiar in any respect, and they 
are, moreover, profoundly affected by what 
takes place in other great staple industries. The 
problems attending a falling market are much 
the same in all trades. Our own is probably less 
hurt by the crisis through which we are passing 
than some others—the motor, the woolen and 
the cotton trades, for example. All of these 
industries made colossal profits during the war. 
and for long after the Armistice. 

JOHN T. DAY, Editor, 
Shoe and Leather Record, London. 














Ga.,” writes Mr. Bailey. ‘“You wished to know if a 
single sale in any other part of the country had equaled 
same. I sold recently to one woman eleven pairs, and 
I might mention that they were in sizes from 1 C to 
2 A.” 
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Organization Meeting of Ann Arbor-Ypsilanti Shoe Merchants’ Association 


Are Women With Small Feet Cranks? 


The Pro of It 
from 
Redbank, N. J. 


“The query in your October 9 issue, ‘Are Women 
with Small Feet Cranks?’ is like manna in the wilder- 
ness to me, and it allows me to unload a long-standing 
grouch on the subject. 

“To relieve the merchant who first uttered the 
truth will say that 90 per cent of the women wearers 
of 1 to 214, especially 114 and 2, are (to put it in the 
mildest term) extremely hard to please and most un- 
reasonable. They always expect to see a dozen or 
more colors, styles, and shapes and rarely pay a fair 
price. I believe that they will sing a different tune 
from now on as no doubt most of us have dearly 
learned our lesson about the cost of carrying. I say 
‘carrying’ advisedly, as we usually learn to keep on 
carrying them when once bought. I would say that 
the dealer who shows a very limited amount of 11% to 
2, B.C.D., say black and brown kid, will be safe. 

“The department store ruined the small footed 
women’s trade and incidentally made tremendous 
losses themselves. If we will go very light on 1 to 214, 
the cranks will discover that they will have to buy 
what they can or go barefoot, or have shoes made to 
order at a much higher cost. 

“Three years ago I had 200 pairs, sizes 1 to 3, today 
I have not a dozen pairs of 11144 to 2. How did I un- 
load? Had a sale—first time 50 cents a size. Size 
one brought 50 cents; size 114, 75 cents, and size 2, 
$1.00. Iran the sale on sizes 1 to 5 and there were 85 
per cent small sizes, 15 per cent larger, and by this 


sale I unloaded a lot of them. Now that | have cleaned 
up, I keep only a modest assortment of 114 and 2, you 


bet.”’ 
CLARENCE WHITE 


Red Bank, N. J. 
The Con of It 
from 
Paris, Ill. 


‘In the ‘Boot and Shoe Recorder’ of Oct. 9, 1920. 
we find a discussion on ‘Are Women with Small Feei 
Cranks» We are of a different mind and our experi- 
ence has been different from that of the Merchant in a 
Western Town. 

““We have a host of small feet in our town as well as 
several large ones, and we have but very little trouble 
in disposing of our small sizes at their regular price. 
Our customers feel that they are very fortunate to 
secure these small sizes in shoes that are éntirely satis- 
factory and we are more than glad to accommodate 
them. Only a few days ago we were honored by a 
visitor from a city of 75,000 population who com- 
plained that she was unable to secure a proper fit in 
quality footwear in her own city. Our salesman dis- 
played several pairs of nice shoes to fit her 24% B foot, 
and completed the'sale of two pairs at $16.85 and 
$17.00. 

*“‘Customers must be educated, and if customers are 
‘cranks’ someone is to blame. If customers continue 
to be ‘cranks’ someone else is to blame.” 

TROVER SHOE CO. 
Paris, Il. 
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Window of Regal Store No. 85 in New York City 


The Silent Salesman----Always on the Job 


By EDWARD P. CLARK 
- Store Architect of the Regal Shoe Company 


his store-front in general and his show-windows 


i ge successful retail merchant realizes that 
in particular are very important factors in , 


procuring business. They have been called the 
“silent salesman always on the job.’ Consequently, 
the value of a store in any given shopping district is 
directly in proportion to the size of its display space. 
What the merchant pays most dearly for, he should 
be careful to get the best results from. 

Many a store-keeper, who has been lucky enough 
to build up a successful business in one store without 
giving much thought to the design of his store-front, 
is surprised to find that exactly the same style of 
store does not pay so well in another locality. 


The Part Played By Location 


What is the reason? How can he select the right 
sort of store-front for any given locality? The more 
he expands, the more important this question becomes, 
and the more puzzling. It is, in fact, a real problem 
which every young retail merchant, who is just be- 
ginning business, should be warned not to overlook. 

Experience, of course, is the best teacher in such 
matters. As usual, the first lesson to learn is that no 


single design of store-front can be selected which will 
produce uniformly good results. An architect who 
makes a specialty of stores often finds himself in the 
same dilemma as the doctor who is asked for a cure- 
all. Even when the subject is limited to shoe stores, 
or to foot troubles, many conditions need investigation 
before deciding upon the remedy. 


Environment Versus Expense 


A store-front is really a form of advertising; and 
is just as dependent upon the class of passers-by as a 
newspaper advertisement is dependent upon its class 
of readers. In other words, environment is the first 
essential to be considered in designing store-fronts. 
In fact, environment should be considered before 
expense; for a cheap store in a fashionable shopping 
district, provided the city is large enough to have more 
than one shopping district, would be a risky invest- 
ment. Whereas, an expensive store in a cheap shop- 
ping district drives away customers; chiefly because 
they assume that they are paying for the expense by 
buying goods at increased prices. 

Whether this be a false assumption—as it obviously 
is, when applied to a chain-store proposition selling 





goods everywhere at the same fixed prices—is of no 
importance, since there is no profit in trying to teach 
the public economics. But the fitting of a store to 
its surroundings does not mean that the various links 
in a chain of stores cannot bear a family resemblance. 


On the contrary, it. is 
very essential that they 
do; because in such cases 


they become a sort of 


familiar trade-mark. 
Only, they cannot all be 
twins. 

It is important, there- 
fore, that the design of 
a store-front be adapted 
to its environment; and 
in this connection, the 
climate requires first 
consideration. Climate, 
however, has but little 
effect except when it is 
unusually hot, cold, 
rainy, or windy. In such 
cases, show-windows 
which are protected by 
marquises, if permitted 
by the laws of the city; 
or show-windows which 
are deeply recessed—that 
is, which may be viewed 
from covered vestibules 
rather than from the 
sidewalk—are preferable, 
because they offer at- 
tractive shelters to pros- 
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Store Front of the Petot Shoe Company, Indianapolis, Ind. 





Another View of Regal Store Window in New York City 


Noy. 13, 1920 


pective customers. But such vestibules should be 
wide and roomy, with the doors in plain sight. 


Entrance Should Invite 


Shoppers instinctively avoid any entrance which is 


crooked, or which nar- 
rows too abruptly toward 
the door, or which has 
the door hidden from the 
sidewalk—any entrance, 
in fact, which suggests a 
trap from which they 
cannot easily escape. 
Whatever the cause, this 
innate aversion to every- 
thing which resembles a 
snare persists among all 
classes of people wher- 
ever located, and should 
not be disregarded as the 
mere eccentricity of a 
few. Although the aver- 
age reader will probably 
deny that he ever felt 
so, the feeling is subcon- 
scious. If he watch him- 
self, he will find that he 
is guilty too. 

While on this sub- 
ject of personal preju- 
dice, I might add that 
it is always better to 
have the inside of the 
store clearly visible from 
the door. The average 
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customer likes to know where he is going, even 
though the approach arouses no suspicion of a trap. 
This is because he does not like to enter a place which 
is unpopular, or appears to’ be. Should the place 
look crowded, he infers that its patrons are satisfied. 
Of course, such a customer is a new one; but no old 
ones are driven away by this arrangement. For a 
similar reason, it is advisable to keep the size of the 
salesroom down to a crowded capacity. In other 
words, if the store does not look full during busy 
hours, partition off the rear. I have seen a partition 
of this sort increase business to such an extent that 
it had to be removed within a year. 


Avoid Entrance Stairs if Possible 


Another prejudice, which shoppers have, is against 
stairs—I say prejudice; because shoppers will go 
down stairs more willingly than up, without stopping 
to think of the ‘reverse English.” Always avoid 
even one step upward at the entrance to a store. 
Fool the customer either by grading the entrance 
upward, or, better still, by putting the steps well 
inside the store where the customer seems to be more 
resigned to the inevitable. Nevertheless, an entrance 
should not be graded, when it is below the level of the 
sidewalk, because it would look too much like a 
chute. Steps are not very objectionable in this case; 
though they are less so, if put inside the store. In 
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Interior of Lacy’s Shoe Store, Tulare, Cal. 





the latter case, indeed, they are sometimes of real 
advantage; because the entering customer, being 
above the store, can see more of it than he could 
otherwise. 

Returning now to the subject of environment, a 
minor question often arises where the climate is cold 
—the question of preventing window-glass from 
frosting. There are many devices for ventilating 


' show-windows, so as to keep the interior of the win- 


dow at the same temperature as the exterior. Any 
such device should, of course, be effective; but it is 
sure to let more or less dust into the show-window, 
especially in windy weather; and it is not necessary 
unless the merchandise displayed therein is damp— 
such as fruit, pastry, tobacco. Moisture is what 
makes glass sweat. If show-windows are completely 
isolated from the store proper by a partition which is 
practically air tight, they will ordinarily be dry as well 
as dustless. Glass is a good conductor of cold, or 
heat, and will keep the space inside the show-windows 
at about the same temperature as the air outside. 


Study Your Town’s Personnel 


In adapting a store-front to its environment, how- 
ever, there is a more intimate influence than climate 
to be considered; namely, the personnel of the city 
itself, or of any particular neighborhood in that city. 
By personnel is meant the sum of those characteristics 
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Walk-Over Store in Newport, R. I., Owned by Joseph Podrat & Sons 


which give a city its reputation for being grave or 
gay, dressy or dowdy, snobbish or social, awake or 
dead—and formerly, wet or dry. Every city has a 
distinct personality which must be catered to. But 


an outsider should not jump at conclusions. Cities, 
like persons, are often misrepresented. Easterners 
travel less than Westerners; consequently, they some- 
times cling to obsolete prejudices in regard to con- 
ditions outside of the thirteen original States. For 
example, aside from crooked alleys and _ historical 
buildings, Boston has a very distinct reputation; 
yet several Western cities are really more Bostonian, 
even as to such details as wearing broad-toed shoes. 
Moreover, every isolated city develops gradually its 
own tendencies in styles, including store-fronts. In 
other words, it falls into a 
rut which the natives de- 
fine as*‘civic pride.” The 
deeper this rut, the more 
set the city becomes 
against new ideas; espe- 
cially, when advertised as 
such. Inacity of thissort, 
an announcement reading 


A Modern Boot Shop 
Just As Up To Date 
As Our 
100 Booteries 
In 


New York City 





Window in Store of Wolf & Dessauer, Ft. Wayne, Ind. 


isolated city it would have the opposite effect if 
properly worded, unless there should happen to be 
a jealous rivalry between the cities in question. In 
brief, the retail merchant must be quite familiar with 
the feuds, whims and hobbies of his adopted city, 
and bow to them respectfully. 


But in a Conservative Town— 


In a conservative town, too radical a departure from 
customary standards produces the impression that 
the merchant is neither reliable nor reputable. The 
same is true, to a less degree, in a residential or 
suburban shopping district in any large city. Stores 
in such towns or districts do business with people 
who move rather slowly and have time enough to 
scrutinize every detail. 
These stores, therefore, 
should have wide show- 
windows facing roomy 
vestibules where shoppers 
may linger without being 
jostled by the passing 
crowd. For a_ similar 
reason, the appearance 
of the entire store-front 
must be as carefully 
considered as the show- 
windows. 

On the contrary, too 
much conservatism in 
a progressive town pro- 
duces the impression 
that the merchant is 





Nov. 


old-fe 
town 
jn SU 
who 
into 
by § 
shou 
close 
to th 
to el 
chief 
rarel 
part 
it is 


SI 
alwé 
brar 
stor 
pres 

T 
righ 
pro} 
abo 
it o 
of s 
me! 
wot 

am 
oF 
the 
get 
of : 
be 







































Nov. 13, 1920 








old-fashioned. ‘This is also the case in the down- 
town Shopping center of a large city. Stores 
in such towns or centers do business with people 
who move rapidly, and who will not’ pause to gaze 
into show-windows unless their attention is arrested 
by something unusual. These stores, therefore, 
should have as much show-window space as possible 
close to the sidewalk. The entrance may be reduced 
to the size of the door, provided it is easy to find and 
to enter. The appearance of the show-windows is of 
chief importance. The rest of the store-front is 
rarely noticed by the busy crowd; especially that 
part which is above the show-windows, except when 
it is made conspicuous by signs. 


Are You Near a Big City—Copy It 


Small towns in the outskirts of a big city almost 
always follow the fads and fancies of that city. A 
branch store, therefore, which is similar to the main 
store in the city is successful because it gives the im- 
pression that the same goods can be obtained there. 

The question, whether a certain location is the 
right size and shape for the style of store-front ap- 
propriate to that locality, is not a question to quibble 
about. If the location is not right in these respects, 
it ought not to be accepted; because the wrong kind 
of store-front never pays. This is what many retail 
merchants, who are otherwise practical, forget. They 
would not think of making their own shoes, for ex- 
ample; but they often make their own store-fronts, 
or force the architect to make them their way, on 
the ground that they are footing the bills. They for- 
get that an architect is limited to the three dimensions 
of space, and that figures dealing with space cannot 
be made to lie as easily as figures dealing with profit 
and loss on an income-tax report. Perhaps their 
eagerness to break into some desirable shopping center 
leads them to overlook the difficulties of adapting the 
right kind of store-front to the space available. 
Nevertheless, an unsuitable store-front almost al- 
ways offsets the advantages of a good location. 


The Treatment for Specialty Stores 


Specialty stores are, of course, rather scarce. The 
architectural treatment for exclusive men’s stores, 
or women’s stores, is too obvious to require an ex- 
planation: the men’s stores should be masculine in 
effect; the women’s, feminine. So, too, with chil- 
dren’s departments if the purpose is to appeal to the 
parents, and they are the ones who pay; but so far 
as the children themselves are concerned, they usually 
prefer to be treated as grown-ups. 

Extreme fashion centers, sporting centers and so 
forth are found only in the oie cities. Whatever 
is ultra-fashionable. is by nature exclusive. There- 
fore, large windows and big displays are less neces- 
sary for shops which are patronized by millionaires 
than windows which have an air of distinction, and 
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displays which are limited to what is rare and choice. 
On Fifth Avenue, New York City, for example, only 

a few shoes are shown at a time; but they are changed 

every day or so. Tiffany has no signs on the build- 

ing, not even a name-plate. In such a locality, the 

design of the store-front ought to be supervised by © 
some specialist in architectural styles, if the store- 

keeper is playing directly for the leisure class. How- 

ever, one need not be greatly alarmed—anything 

that is ““English’’ for men, or ‘‘Parisian’’ for women, 

is sure to be accepted as good taste. Novelties are 

always desirable, so long as they have this foreign 

flavor. But anything that smacks of strict commer- 

cialism should be debarred. In America, however, 

stores of this sort are never so extreme as are some in 

France and Switzerland where the customer enters 
what appears to be an art-museum, and is escorted 

to a private room decorated in a style appropriate 

to the particular merchandise sold there. 


The Thing to Do in the “‘Bowery”’ 

In a “Bowery” section—for the name and its 
significance have outlived the location—almost the 
reverse is true. Very little counts except the ability 
to show in garishly-lighted windows everything that 
is for sale, and more too. The chief problems are 
illumination and sign-display. The design of the 
store itself is of little consequence; though a luxurious 
appearance should be avoided, partly because it 
makes the customers feel ill at ease, partly for reasons 
stated previously. A less extreme type of this style 
of store is suitable for any town where the population 
consists chiefly of unskilled laborers. But farming 
towns belong to the conservative class. 

Sporting centers, ‘“White Light” and “Broadway” 
districts, require effects which may be briefly termed 
theatrical. Here are found the ideal conditions for 
store-fronts, where the theory of show-window dis- 
play may be fully carried out. The entire front is 
treated as the proscenium, so to speak, in which the 
show-windows are set as a carefully lighted stage with 
an appropriate background for showing off the mer- 
chandise. Indeed, these backgrounds are often false 
ones which can be shifted from season to season so as 
to harmonize with the display. 

In the development of this style of store-front, 
America has advanced farther than Europe. The 
windows of Marshall Field in Chicago are, perhaps, 
the best known examples. The idea, however, is too 
stagey for the small city; and too expensive forthe 
small store, if carried out completely. Yet it is well 
to bear in mind the fact that the true function of a 
store-front and its show-windows is closely akin to 
that of a theater and its stage. The lighting of the 
show-windows should be hidden from the eye, and 
directed upon the merchandise which should be 
grouped in some orderly fashion around the central 

“leader,” just as the chorus is grouped around the 
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star. The background, or setting, should be in har- 
mony with the merchandise; yet in quiet contrast 
to it, so as to make the merchandise stand out. 


Merchandise Must Stand Out 


One often sees backgrounds which are more con- 
spicuous than the merchandise. This, of course, is a 
mistake—the background is not for sale. If the mer- 
chandise is small, dull and lifeless, it can be made 
more attractive by the fixtures upon which it is dis- 
played—just as a frame sets off a picture. But re- 
member that it is the frame not the wallpaper which 
sets off the picture. If the wallpaper is more attrac- 
tive, the picture is lost sight of. Keep the background 
in quiel contrast to the merchandise. If the merchan 
dise is dark, the background should be light; and 
vice versa. 

Too dark a background, however, introduces an- 
other difficulty; for the darker the background the 
more the polished glass of the show-windows reflects 
the daylight and acts as a mirror, so that it is hard to 
see through the glass. In extreme cases—for ex- 
ample, when the show-windows face the north, and 
the building opposite is white—it may be necessary 
to set the glass at a slight slant, so that it will not be 
parallel to the white building opposite, and will 
reflect the darker buildings farther to the East or to 
the West. There is another way of avoiding this 
glare by inclining or curving the glass inward, from 
the top downward, so that the glass only reflects the 
ground just in front of it. 


Avoid Round Corners in Windows 


But such windows are too complicated, and place 
the merchandise too far back from the observer to 
be useful for ordinary business purposes; although 
the effect is startling, for there appears to be no glass 
at all. Windows with rounded corners, whether con- 
cave or convex, are usually objectionable; because 
the glass acts somewhat as a lens, and intensifies the 
reflection. The absolute way of overcoming reflec- 
tion is to light the interior of the show-windows; 
consequently, the best approximate way is to keep 
the floor, walls and ceiling of the interior light- 
colored. 

However, before experimenting with new and 
radical ideas for store-fronts, show-windows, lighting 
problems and so forth, it is cheaper to let another 
fellow try them out, and to profit by his experience. 
There is not much money in freak shoes; nor is there 
in stunts. This sort of publicity catches the eyes of 
passers-by; but seldom empties their purses, unless 
sound business principles are back of it. Certain of 
these principles—those which are more apparent to 
the architect than to the average merchant, or to his 
advertising adviser—l have mentioned. They ex- 
plain why some stores fail, which otherwise are con- 
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structed and conducted according to correct business 


methods. 
The Too-Clever Window 


How often shoppers gather in front of a store, 
smile, then go on—not in! Whatever they see there, 
is too clever. It suggests a swindle, rather than a 
bargain. So far as real results are concerned, it has 
as bad an effect as rust and dust, cobwebs and dead 
flies have in any windows but: those of an antique 
shop. If a bank were designed like the casino at 
Monte Carlo, it would not attract depositors; nor 
would it, if like Sing Sing. After all, that indefinable 
sense of balance, called common-sense, is the corner- 
stone of any successful store. So too, the architec- 
tural sense of proportion, when applied to environ- 
ment, is the framework for the design of any store- 
front which—with the aid of good merchandise values 
and good window displays—draws into the store a 
lion’s share of purchasers 





Army Contracts for Shoes 


Confusion of Newspapers on New and Reclaimed 


Shoes 


Washington, D. C., Novy. 2—The daily papers in 
this city are carrying a story in connection with the 
appropriation which will be asked by the War Depart- 
ment of the coming session of Congress. The papers 
point out that the department will have a hard time 
to get the necessary appropriation in view of the sur- 
plus materials which are being sold by the War De- 
partment. In taking up the shoe question one of the 
leading papers says: 

“Only yesterday an instance was reported in which 
the department had let contracts for about 75,000 
pairs of army shoes at high prices. But at the same 
time, the papers here, in New York, in Chicago, 
Philadelphia, and probably in many other large cities 
throughout the United States are carrying advertise- 
ments for the sale of army shoes which have been re- 
stored at far below the prices the War Department is 
paying for new shoes today. 

‘“**We cannot understand,’ said one member of the 
Military Affairs Committee yesterday, ‘why the de- 
partment should be selling shoes at such a low 
price that dealers can make a profit on them by greatly 
underselling, and yet should be buying new shoes at 
fancy prices. Instances of this sort are far too numer- 
ous, and will force the committee to scrutinize closely 
and exhaustively every item in the estimates that are 
submitted this year.’”’ 

Members of the military committee and the daily 
newspapers are confusing in this statement reclaimed 
shoes with new shoes, and also the war time trench 
shoes which cannot be used by the War Department 
now with the new marching shoe which has been in- 
stituted by the department. 
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Their style, workmanship 
and fitting excellence 
are of preeminent @ 


concern. 


Once having purchased 
John Kelly" shoes 
women will always” 
demand them. 


John. Kells Inc 


ROCHESTER., NEW YORK 
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Last season’s Western C sonference Champions, the Chicago University team. 
Both men and coach are © All Star’? wearers and hoosters. 








CONVERSE 


The Champion Shoe of Champion Teams 


“All Star’’—steam cured 


The Chicago University team, last season’s winners of the Western 
Conference Championship, and Purdue, runners-up in the champion- 
ship, Northwestern, Indiana,—virtually all the university teams of any 
prominence throughout the country wear ‘‘All Star’’ Basketball Shoes. 


The teams of the smaller colleges and prep schools and young athletes 
everywhere are quick to pattern after the champions. They’re following 
the footsteps of these big fellows and walking right into ‘‘All Star’’—the 
steam cured gym shoe with non-skid, traction sole and Brown Uppers. 


“Non Skid” 


‘‘Non Skid’”’ in both Bal and Blucher type, with its traction sole, 
een light weight, yet tough and durable, is exactly the same shoe as ‘‘All Star” 
Traction Sole except for color—it $midde with white uppers instead of brown. 
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Wr. M. L. Patterson, 

c/o Converse Rubber Shoe Co., 
616 W. Jackson Blvd., 
Chicego, Ill. 




















Dear Mr. Petterson: - 























I wish to take this opportunity to thenk 
you personally for the effort you heave mede to put 
an ideal besket-ball shoe on the merket. During 
the pest two years while heving a winning team st 
The University of Chicego, we enjoyed the use of 


your All Ster, Non Skid shoe. I would be very 





pleased to endorse the same es I have greet faith 
Hill it i i . 
me HHI Hil i HANH in its weering sbility. 


Un 
Steam cured— 


| | All Star brown uppers 
Non aaa Same model— ||| 


— 






Very- truly yours, 


+0 M424 | 
Director Athletics, — 
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WINS! 


*‘Sure Foot”’—with suction soles 
Just as popular as ‘‘All Star” and ‘‘Non Skid’’, is ‘‘Sure Foot’’ 
Among the lads who prefer a suction sole, ‘‘Sure Foot’’ is looked 


upon as the fastest bet. Its extra thick six hole suction sole stands 
the gaff and makes friends as surely as it grips the floor. 


“Big Nine’’—the old stand-by 


And no dealer can afford to pass up ‘‘Big Nines’’—the all-year, 
all-purpose shoe. Our big national advertising campaign is pushing 
them fast. They are already worn by thousands of boys and. girls for both general use 
and gym wear. One ‘‘Big Nine’’ sale makes another. 


This winter there will be a bigger demand than ever before for these splendid 
athletic shoes. Get ready! Have ‘‘All Star, ‘‘Non Skid’, ‘Sure Foot and ‘“‘Big 
Nines’’ on your shelves when the boys come trooping in. 














Here’s what ‘‘Pat’’ Page, one of the best known coaches 
in the country, thinks of “‘All Star’. And he’s one q 
any number of coaches who are enthusiastically endorsing 
Converse Sport Shoes. 





CONVERSE RUBBER SHOE COMPANY 
Factory: Malden, Mass. 
; Service Branches: 
New WYork—142 Duane St.  Chicago—618-626 W. Jackson Blvd. Philadelphia—5 N. Fourth St. 
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Close, velvety nap that will not mat down, 
economical cutting, and uniform shades in 


Black Blue Brown Gray White 


FRED RUEPING LEATHER COMPANY 


FOND DU LAC i ma at WISCONSIN 


BRANCHES 
Boston Cincinnati Milwaukee St. Louis . 
New York Chicago San Francisco Montreal 
Northampton, England 
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them fhrow 

their good old | 

shoes away too| 

soon- There's com/ort left in them- 
you can supply a new appearance, 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired—they are remade | 
with all the fine appearance of new shoes. — 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 


teach their operation and give the full benefit of Goodyear Service. 
Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 
United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
i New York Brockton Milwaukee Rochester Lynn 

1423 Olive Street 276 Main Street 145 Essex Street 859 Mission Street 221 No. 13th Street 11 Florence Street 

"Se. Louis Johnson City, N.Y. averhill San Francisco Philadelphia Marlboro 

708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New. Orleans 
301 American Casualty Building, Reading, Pa. 
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SUNOCO TOON 


O78) Side Leathers 


Reg USA 








Color 18 Color 14 
Medium Brown Dark Brown 


Have 
You 
Seen 
Them 
In Shoes? 


STmen te TT POU 


—all the appearance of calf. 
—even better service. 
—at very reasonable prices. 


OTOL enTBleliiiiiiiieniiiiiiieni it 


THOU TOT NOT 


LOCO OOO EO Oe Poe 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, III. 
OTOL OLLI OLU@ LT RI@lM@l@llliiiiimeliiliiieieliiiuimeliiiiinieliiiiiiniell 








IN STOCK 
FINE BOUDOIR SLIPPERS 


Direct from Manufacturer 

These slippers are made in an Exclusive Boudoir Factory and 
are hand made by skilled workmen. The uppers and turned soles 
are of fine selected quality, the sock linings are quilted. They 
have large silk pom-poms. 

The average boudoir is made as a side line and therefore the 
manufacturer pays little attention as to uniformity of quality. Our 
boudoirs are different and our prices attractive. Send us a trial 
order, if not satisfactory return at our expense. 


Sees SALEM SHOE COMPANY, Salem, New Hampshire 


Terms 2% 10 days, Net 30 days (Remember it’s New Hampshire) 

















HUB GORE---Romeé@s and Juliets 


ARE THE STANDARD— — 
THEY SELL 
HUB GORE—INSURED 
FOR TWO YEARS 


TRADE MARK 


EVERLASTIK, Incorporated 
HUB GORE MAKERS 


BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 
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\\ 
5 mY MNNNNNSS 


‘“‘Are You Getting Your Normal Volume of 
Business—IF NOT—WHY NOT ?”’’ 


? YOUR PROBLEM ? 














118,000,000 Shoe Wearing People in the U.S. A. 
? ARE THEY BAREFOOTED ?—-_NO— 
? Where Do bias Get Their Shoes ? 


““THEIR— YOUR— OUR— JOY RIDE Is OVER” 
Today People are Looking For and are Buying Values That Sin: 
sent READJUSTMENT. 


IF YOU CAN BUY IN VOLUME ON A CASE LOT BASIS WE ARE NOT ONLY 
PREPARED BUT ARE SELLING AND MAKING SHOES TO BE PLACED ON 
FEET OF THE SHOE WEARING PUBLIC AT RETAIL PRICES $6.00 to $9.00. 





























Such Leading ‘Siliie of CALF LEATHERS as Gallun’s—Lawrence’s—Pfister & Vogel’s can be 
and we are placing them in shoes of. Real Style—Real Quality—out of TOP GRADE Leathers 
and Materials to be profitably retailed at $8.00 to $9.00 per pair. 


- MILFORD SHOE COMPANY 


Reorganized i in management on a policy of volume production with methods 
which offer a new phase on the present problem of shoe merchandising 


MILFORD, MASS. 


FOS 
»> Ny, 


MYA Z HAHAWE: 
cm C= a Sample No. 1013— 


Qaim . ' Brogue Last—Gal- 
lun’s No. 26 Calf 
Bal, Nat. Oak Bot- 
tom—6 Iron ‘Oak 
Solid Innersoles— 
Fine Twill Lining. 
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Character has its 
outward 
manifestations 2 


3 eyelets, narrow lay- 
aa — lace, silk 
ining ai innerso! 

buckl 14-8 half Louis black 
og gy ~ . satin covered heel,\fine 


or button, turn. : 
Also in black satin — feather edge turn. 


and all leathers. 


Patent leather one- © 


ED FE Siw pee ay ere 














This particularly applies to a shoe. Women buyers are not 
slow to see the true character of Sicony footwear, for women 
usually judge correctly and are quick to appreciate excellent 
workmanship, dainty style, and enduring loveliness. 


Critical inspection of Sicony bench-made shoes, low cuts, mules, 
D’Orsays and boudoir novelties reveals their characteristic beauty 
and confirms the impression that the line is without a rival. 


KM-STONE IMPORTING CO- 


FOOTWEAR ORIENTAL” DOMESTIC 


12-14-16 East 220d Street + New York 
Ean ' Zana 


EXTRA VALUE !rue apvantaces oF 


IN STOCK 
Oxford, Navy, Wine, 


No. 300 st 2) 
Purple, Copenhagan 


Blue. &- 1“ P erfection 


























COLORS— Old Rose, 


Circlettes 


| = 


Case 12'* | With the Sharp Shoulder and Broad Wear- 
Sizes ing Surface 


ches They don’t scratch floors § They do protect 
They don’t wearslippery § They do stop uneven wear 


> : They don’t drop out They do prevent runover bee! 
Goldschmidt & Loewenick, Inc. tne Ses ame Ga ean COMES 


' 129 Duane Street TRADE SUPPLIED BY a 
Gok NEW YORK @ F. W. Whitcher Co., ciicac 


SLIPPERS SLIPPERS 
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VEALS and VEAL SIDES 


In Popular and Distinctive Colors 


FOR 


HIGH GRADE SHOES 


Made from best class of 


raw materials obtainable 


MONARCH LEATHER CO. 
CHICAGO NEW YORK 

BOSTON 

U. S. A. 











BOOT AND SHOE RECORDER Nov. 13, 1929 





ew 
Set 


Ree. 
x 
~~. 


» 
xa 





Ca oe Saw 





sa — 
SS Ss 


BARR eoeaenatl 
ve 
\. 22 LAL, 
os... 





©. Gi OS O.e 6° 


SHOE WITH MERIT 


Piekenbrock Shoes are the kind that you can 
stock for your most discriminating customers, 
who want the best of style and quality that 
will give them real wear at a popular price. 

A carefully studied system makes it possible for 
us to have mail orders filled, packed and ready 
for shipment within an hour after receipt of the 
order. 

Write Today for Catalog 


No. 5921 
M ide eng- 
lish Bal, Wingfoat E. B. PIEKENBROCK & SONS 
ubber _Heel, Single 
Wits a En CS DUBUQUE, IOWA 
Sizes 6-11 In Stock 























Sturdy Shoes for Children that will Pay Dividends in 
Honest Wear and Satisfaction on the Buyer’s Investment. 


ATLANTIC AVE. end ESSEX ST. 
TWO HEADLINERS IN STOCK 400 Reoms-500 Baths-*8? Adey and up 


ABSOLUTELY FIREPROOF 


Picture a modern hotel, everything 
first class, and you'll have some idea 
of what Essex service is. This hotel 
has become the mecca of the shoe 
and leather trade. It is the pivotal 
spot in the shoe and leather district 
of the “Hub.” No matter what the 
seascn—Spring, Summer, Autumn 
or Winter—Boston is a good city to 
do business in or pass a few weeks for 
recreation and rest., Remember the 
“Essex” when you are coming this 
way. Write or wire for;reservations. 


THE HOTEL ESSEX CO. 


Your Children’s Department is Incomplete Without this Line M CARTHY BROS. 
PROPRIETORS 
































WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 
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Catalogue of 
KINDER- GARTEN 


WELTS and TUR 


vr 


FALL and WINTER 
1920-1921 





We are Jhe“Kinder-Garten’ Kids 
and we wear Kinder-Sarten’ Shoes 


because'Gvery Pair is Full of Wear’ 









































PROFITS IN THIS BOOK FOR YOU 
Send for a Copy 


ee 


HERE is a small reproduction of 
the “Kinder-Garten” Cata- 
logue for the late Fall and Winter 
seasons of 1920-1921. 


In this book the great line of 
“* Kinder-Garten”’ Welts and Turns for 
Boys and Girls and Little Tots is 
fully illustrated and described. 


“Kinder-Garten” Shoe Prices have 
been revised and reduced. Right 
along they have been lower in price 
than other shoes of a comparable 
quality. Today they are, by far, the 
most reasonably priced, most satis- 
factory and longest wearing shoes 
for little folks that can be made. 


“* Kinder-Garten”’ Shoes are of solid- 
leather construction and made over 
the ‘‘ Kinder-Garten’” Foot-Form 
Lasts. 


This catalogue and our complete 
stock enable dealers to do a large 
and profitable business on a- small 
investment, for by mail-ordering 
often they can keep their stock 
complete and properly sized up. 


Use This Coupon. 
Smith-Wallace Shoe Co., 
Chicago, Ill. 


Gentlemen: 


““Kinder-Garten” Shoe Catalogue 
to 
ares Pen are: 


MRM ES, ie 5 gibt oho ees 





| 
| 
| 
| 
| Please send a copy of the 
| 
| 
| 
States: 452356. eR 








Kinder-Garten Welts and Turns 
“Every Pair is Full of Wear’’ 





MIUTH-' 


‘SHOE CO. co. 


ALLACE 


CHICAGO, ILL. 


STASLISHED 18 


ee eee are “Made Stronger to Wear Longer” 


Kinder-Garten Welts and Turns 
**Smooth Inside—Strong Outside”’ 
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3, i Make Buyers 
Out of Passersby 


Because Hugh Lyons are dis- 

tinctive they attract attention. 
They increase the value, the 
effectiveness of window dis- 
play. They help to make 
buyers out of passersby. 











Let us send you our new cata- 
logs, which show the period 
display fixtures manufactured 
by Hugh Lyons & Company 
Pay | —the largest Builders of win- 
n the early days of shoemaking the Rialto At ° ; 

wastthe centre of commercial activity, Artisans iu: dow and display fixtures In 
and wearers alike came here to obtain the latest at 


style ideas in footwear. : 3 the world. 


Today ?the situation is similar. Buyers of 
footwear who demand the latest style ideas 


come'to the Rialto Shoe Company, k i : 

their shoes will sell to women who south’ tite a U G a | Ly '@) N S & ‘efey,,\ PAN Y 

abreast of oe times. 0-4. Dee > 1 0 2 2 ©) 0 bs ee @) a 7-03-98 9 -) 
. LANSING - MICHICAN 


NEW YORK SALESROOM CHICACO SALESROOM 
35 W. 32nd STREET 234 S. FRANKLIN ST 


ie 
——— a 


eS an ee oe ee 


GEE in nye easel MAO A AE on 














we 


Se en 





THE CLARK 
FOOT MEASURER 











The Rialto model shown here has in- 
dividual style features which make 
it thoroughly salable. Built on lines 
which conform to all the requirements 
of good shoemaking, it is seasonable 


in every particular. Case lots which 
run uniform and clean assure you that **It takes the guess out of 


every pair will build the confidence of ae Shoe Fitting”’ 


your trade. 





























Avisit to our Boston Office will re- if [os paseepestae <n aon eee. of 


pay you, or, better still, write us now. 
a ; It assures absolute accuracy of fit. 


Hk It has an extremely favorable psycholog- 
TO SHOE GOMPANY i ical effect upon the customer—convincing 
him that your service, your store and your 
FACTORY, LYNN, MASS., 26 OXFORD ST. 8 merchandise are dependable. 


BOSTON OFFICE , 215 ESSEX ST. 1 
Clarke-Emerson Mfg. Co. 
Worcester, Mass. 


a Write us—for the full story! , 
ialto Shoe fsx | é 
Go. — HHIUUANOLUOUANQQ000040000000000080000 0000060000000 0E84Q0OGOOEEEU UH 
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915—Red Lotus High Cut, Goodyear Welt, 913—Box Calf High Cut, Goodyear Welt, 
Footform Last, Strap and Buckle, Kicker Footform Last, Strap and Buckle, Kicker 
Prost, finch. - 5 Brand, 7-inch. 

Little Men's, D-E, 10-1834..........-. ape Little Men’s, D-E, 10-1334.........:- $4.75 
909—Same in 6-inch, No Backles........ 4.25 


ORDER NOW 


IN STOCK FOR 
IMMEDIATE DELIVERY 


—- MeAS\iaideyCe. 


Exclusive Makers of the Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDER TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK BOSTON 
312 W. Monroe St. 123 Duane St. 100 Summer St. 
ST. LOUIS PITTSBURGH PHILADELPHIA 
1408 Washington Ave. 123 Penn Ave. 51 North Third St. 
Annville ‘ FACTORIES Lebanon No. 2 
Lebanon No. 1 Middletown Palmyra Elizabethtown 


PENNSYLVANIA 
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Sh! A Few Words About a Delicate Matter 


the owner and of annoyance to the shoe clerk who 
must some day handle it. 


Here is a subject that should not be discussed 
above a whisper, so we have been told. 


Nevertheless, we are going to take a chance be- 
cause we know that a large number of retailers re- 
gard it as one of their most vexatious problems. 

It is about shoe odors. 

You know it is perfectly natural for the foot to 
become heated and to perspire—the cause of shoe 
odors. But what happens then? Perspiration 
seeps into the innersole, if it is absorbent, and there 
it remains. Each succeeding day some perspiration 
is absorbed, and the odor becomes more pronounced. 


The shoe becomes a source of embarrassment to 


Here is the way to correct this situation. See 
that your shoes are made with Korxole (Cork) in- 
nersoles. Composed chiefly of clean, granulated 
cork, they are non-absorbent and are unaffected by 
perspiration. Moisture cannot seep into them, and 
the perspiration is forced to remain in the hosiery. 
The shoe is continually dry and free from odors. 


If you specify cork innersoles in your footwear, not 
only will you give your customers more sanitary 
shoes, but you will make the work of selling shoes 
more attractive to your salespeople. 


Write today for “Plan No. 4#—How to Buy Shoes That Largely Overcome Foot Odors.” 


Armstrong Cork Company, 132 Liberty Street, Lancaster, Pa. 


“The Flexible Cork Innersole That’s Built Into the Shoe” 
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The Home of 3-K Shoes, Stoughton 


3-K SHOES 


NOT MADE FOR QUANTITY BUT FOR QUALITY 





This is a line of medium and fine grade welts which incorporates many 
unique style and quality features. 


It is the ideal proposition by which to ATTRACT and WIN the trade of 
the most discriminating class of shoe buyers—the men who are looking for 
and appreciate shoes which have distinct personality. 



















The entire production of 3-K Shoes is under the direct man- 
agement of some member of the firm—‘‘5 members of one 
family, all on the job.” 








It-.will pay you to.see this season’s line—splendid samples of 
the shoemaker’s art— ad 

produced under condi- 
tions that make for the 








é > “a 
utmost in efficiency, Spring 
economy Heel 
and excel- Showing correct breasting angle 


lence. 





Ordinary 


Rubber 
Heel 


Showing poor trim of breast 


SPRING STEP STYLE 





The receding breast of the SPRING STEP Heel— 


shown in the first illustration—is a real innovation 
h in rubber heel making. 
[ ree O e Oo. Shoes carrying these heels have their stylish, u- 


lar, receding breast trim customary on all leather 
heels. Other rubber heels cannot be breasted in 


STOUGHTON, M A ~s fhe ay oat require the unattractive vertical or 


Have YOUR shoes SPRING STEP heeled. 
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THE “UNION LABEL” 
ier | ALONE MARKS THE 
UNION STAMP SHOE 


There is one stamp and one alone that marks the 
Union made shoe, the official Union Stamp of the Boot and 
Shoe Workers’ Union. 





In spite of plausible or deceitful statements, in spite 
of pretentious and bombastic advertisements, the basic fact 
remains that the Union Stamp of the Boot and Shoe Work- 
ers’ Union is the only identifying mark of the Union-made 


shoe. 





Union Stamp shoes alone are made in factories where 
the workers have a voice in determining the conditions 
under which their labor is sold. 


The Boot and Shoe Workers’ Union is the one and 
only union in the shoe industry affiliated with the American 
Federation of Labor and its affiliated unions since 1895. 


Insist on Union-made shoes and accept no explana- 
tion for the absence of the Stamp of the Boot and Shoe 


‘Workers’ Union. 





Boot and Shoe Workers’ iden 


Affiliated with the American Federation of Labor 
246 Summer Street Boston, Mass. 


COLLIS LOVELY, Gen. President 
CHAS. L. BAINE, Gen. Sec.-Treas. 
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M-C McKAYS 














A Sales 
Stimulant 
Doesn’t your business need a 


line of women’s stylish shoes 
priced moderately? 





You may carry only low-priced 
and high-priced 


i) 


a 


<TEOOOOSE SORRETITASOIASSUOy, shoes. If so, prof- 

> its that might 
be yours are 
lost through a 


big gap. 


Fill up that 

gap. Get M-C 

McKays in your 
store—stylish, 

Lynn-made foot- 

wear with a big 

sales appeal, and of moderate 
price. ! 


Begin today! We will help 
you by delivering promptly. 


j 
| 
; 
: 
: 
: 


MITCHELL - CAUNT CO. _ 


Factories: LYNN, MASS. Boston Office: 72 LINCOLN 
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INCREASE YOUR BUSINESS 


BY SHOWING 


FOOT COMFORTS SLIPPERS 


(Double Eiderdown) 
FOOT :, 
COMFORT Slipper (Double Eiderdown) In Stock Now Put In Neat, Attractive Single Cartons 


et» “Just the thing for Bed, Boudoir and Lounging Slippers’’ et» 


36—Gray Ripple Wool with White Eiderdown Lining and Collar Per Dozen 
38—Gray Ripple Wool with Red Eiderdown Lining and Collar » a 

40—Red Ripple Wool with White Eiderdown Lining and Collar Men’s (sizes 6-12)... .$9.50 
42—Pink Ripple Wool with White Eiderdown Lining and Collar * 2 

44—Blue Ripple Wool with White Eiderdown Lining and Collar Women’s (sizes 3-7) .. 8.75 
48—Gray Ripple Wool with Pink Eiderdown Lining and Collar n > > 

50—Gray Ripple Wool with Blue Eiderdown Lining and Collar Misses (sizes 11-2) ea 8.25 
60—Gray — Wool with Gray Eiderdown Lining and Collar e » e 

600K —Specially Knitted Khaki Colored Eiderdown, Double Thickness Children’s (sizes 3-10) 7.50 


100—Plain Double Eiderdown in Gray, Pink, Blue or Red, 
Men’s, $8.25; Women’s, $7.75; Misses’, $7.25; Children’s, $6.50 


TAKE NO SUBSTITUTES—IF YOUR RUBBER BOOT SOCKS SPECIAL JOB LIST 
JOBBER DOES NOT CARRY THEM ne . cneeneate. xt seren 
: DISCONTINUED 


WRITE US. LINES FOR 
LEADERS OR A_ SPECIAL 
SALE. 


ae sre 


cay . 
+ anc: es = 



































Terms: 2% 10 days F. O. B. Oswego, N. Y. 


THE B & P FOOTWEAR CO., Inc. - Oswego, N. Y. 


See Our Other Footwear Advs. Pages 139-142 FACTORY NO. 1, DEPT. 3 









































A BUCKLE IS 
THE ONE BRIGHT 
SPOT ON A SPAT 


Why Not Make 


NO. 422 It Attractive ? NO. 423 


MALLEABLE MALLEABLE 
IRON-CAST Manufacturers of spats and IRON-CAST 


STANDARD FINISHES OVergaiters are justly proud of staNnparD FINISHES 
AND SIZES their products. In fabric and AND SIZES 
design they are deserving of an important place in the footwear 
market. Yet some producers neglect the one bright spot, the one 

spot that catches the attention of the buyer, the buckle. 


“Anchor Brand” buckles help to improve the appearance and in- 
crease the attractiveness of spats and overgaiters because they 
are well proportioned and have a high, lasting finish, applied with 
modern methods by expert workmen. And the material of which 
the buckles are made is the best we can buy for this purpose. 














BRANCH BRANCH 

SALES OFFICES NORTH & JUD D SALES OFFices 

NEW YORK MANUFAGTURING CO. 
127 DUANE ST. 


CHICAGO. NEW BRITAIN SAN FRANCISCO, 
326 W. MADISON ST. CONNECTICUT POSTAL TEL. BLDG, 
209 Samples Free Upon Request. 





: ST. LOUIS, 
608 VICTORIA BLDG. 
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If there ever was a product made that would keep on 
giving service after the sale, it is a shoe tree: 


Day by day it—or let us say they—are on the job. When 
tired-out, perspiration-damp shoes come home, the shoe 
trees go to work and straighten out the wrinkles and build 
up the appearance of the shoe—lengthen its life. ; 











Then why shouldn’t the shoe merchant—yourself for in- 
stance—enthuse about shoe trees? They make the 
shoes you sell better shoes.” They keep in the mind of 

~ your customers the good service yow rendered in recom- 
mending them. 


Why it’s just plain common sense to stock—yes, to 
feature—Miller Shoe Trees—to put a pair or two in the 
possession of every one of your good customers. 


It is a fact that shoe trees are not used enough in this country 
—but you can do your bit—for the benefit of your business 
—to remedy this condition. 


Send for our catalog—it will start you thinking. 














SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 











. 

















BOOT AND SHOE RECORDER 


"See5 5S 9S 
oe ee RITE 


Descriptions and Prices 


No, 220—Glazed Regent Kid 8% 
eo Welt, 2% inch leather Louis 
eel, 


Add 30 cents for sizes 8% and 9. 


No. 202—All Glazed Kid 8 inch 
Welt, tip, 1% inch Military Heel, 


ts 4 ‘ s7.00 


No, 216—Brown Brazil Kid, 8% 
English ba 1% inch Military 
2 last 


No. 215—Glazed Kid Vamp, 
Glazed Regent Kid Top, 8 inch 
Flexible Welt, Sofshu, Imitation 
Straight Tip, 1% inch Cuban 
Heel, 85 last. 

er yy to 8; A-4 to os B-4 

0 9;C and D-3% to 9..$7.60 

aaa 30 cents for sizes "3% and 9. 


No. 13G—Glazed Kid Vamp, Dull 
Kid top, 7 inch Flexible Welt, 
Sofshu, 1% inch common sense 
heel, 33 Ia 
A-5 to 8; B- 4% to 9; C, D, 
E-4 9 86.75 
Add 30 Suse for sizes 8% and 9. 


No. 221—Glaze2? Regent Kid, 
10% inch Welt. Boot. Imitation 
Tip, 1% inch Cuban Heel, Imita- 
tion collar. pertorated with fleur- 
> -_ perforated. drop piece, 90 


AAAS to 7%: AA-4% to 8; 
A-4 to 8; B-3% 
and D-8 to 8 .00 
No. 222—Same as 221 in Brown 
Novilla Kid $9.15 


No. 142—Glazed Kid Vamp, Dull 
Kid top, 7 inch Flexible Welt. 
Sofshu, Tip, 14% inch common 
sense heel. 20 last. 


"ES 3% "9 
Add 30 eunte for sizes 84 and ‘9. 


No. 210—Brown Novilla Kid 
8% inch English Welt, 1% inch 
Cuban Heel, 88 last. 

AA-4 to 8; A-3% to 8; B-3 


to 8; C. D-2% to 8.. 7.0C 


TERMS:—NET 30 DAYS 


READY TO 
SHIP 


ne 


NOW 


“The HOLTERS COMPANY 


CINCINNATI, OHIO. 
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TELEPHONE 


TELEGRAPH 
WRITE 
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ene and Prices 


No. 223—Bla Glazed = KE 
10% inch Welt, M nest. Imitation 
Tip, 2% leather Louis Heel, - 


, tation collar, perforated, 


fleur-de-lig perforated drop piece, 
51 last. 

AAA-5 to 7%; AA-4% to 8; 

A-+4 to 8; B- 

= D-3 to 8 


No, 213—All Glazed Kid 8% 
inch Welt. Imitation Tip, 1% 
inch Cuban Heel, 90 last 

AAA-5 to 8; AA-4% to 9; 


to 9; D-3 to 
Add 30 cents for sizes 8% and 9. 


No. 212—Glazed Regent Kid 8% 
inch Welt, Tip, 1% Military Heel. 
93 last. 
AAA-5 to 8: AA-4% to 8; 
A-3% to 8; as to 8; C-2% 
to 8; D-3 8 7.50 


" a17—same as 212 in Brown 
Side Calf 0 


No. 214—Glazed Regent Kid 8% 
Welt. Imitation 
1% inch Cuban 


a. ad 219—Glazed Kid Vamp, 
Gla Regent Kid 70, 4 inch 
Flexible Welt, Sofshu, 1% 
inch Cuban Heel, Winsfoot. Syatber 


to 9; C and 
Add 30 cents for sizes 8% and 9. 


No. 211—All Glazed Kid 9 inch 

Welt. Imitation Tip, 24% leather 

Louis Heel, 51 last. 

AAA-4% to 8: AA-4 to 8; 

a “yeti . Cand D-2% 
$8.15 


No, 177—All Glazed Kid 8 inch 
Welt. _“*YDE-TOP 1% inch 
Cuban Heel. 85 last with .arch 
supporting shank niece and extra 
long counters. 

B-4+% — C-3 to 8%; D, 


E-3 
Add 30. ‘Cente “for sizes 8% and 9. 


rERMS:—NET 30 DAYS 


The HOLTERS COMPANY 


CINCINNATI, OHIO 
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“e. 8.” Seal is a symbol Specially constructed 
of service. “ ~~~ linings tested by ex- 
perts. 


Six pliable thicknesses 
where boot bends. 
\ 
Rich gum coller inlaid 
between lining and 
outer surface reduces 
danger of cracking. 


Special toe cap and 
extra sheet of rubber NS 
on inside. 
A reinforcement of ten 
thicknesses. 


Each sole consists of ; Wide heel cannot break 
five soles vulcanized through upper. 


into one. 


HIS “U.S.” Short Boot has been recognized by factory 
experts as a masterpiece in boot-making; by dealers] as 
fast selling merchandise, and by consumers as the most 
serviceable of waterproof footwear. 

It will build up your trade satisfaction because it is— 

Reinforced at points where the wear is hardest, 

Designed over lasts that assure snug fitting and the maximum com- 


fort and— 
Vulcanized by our Super-Quality Process, which welds all its parts 


into one solid piece. 
Made in all kinds and sizes, in red, black and white. 


United States Rubber Company 
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Fabric Cutting 


Process of Preparing Inside Stock Described --- 
How the Cutters Work 


In this week’s Rubber Department, 
we are giving the retail shoe merchants 
an interior view of their rubber foot- 
wear stock as described by Robert C. 
Kelley in “Converse Folks.’ The 
cutting room is our center of 
interest. We shall visit that 
portion where its largest, and 
most important division (vol- 
ume of pieces handled and the 
high cost of material consi- 
dered) is being conducted— 
namely, fabric cutting. 


Preparing Table Lengths 

From the calender room and 
the drying room of the receiving 
department rolls of fabric, some 
frictioned, some coated, and 
some a combination of both 
processes, are sent to the cutting 
room. The next process is lay- 
ing off the stock into table 
lengths, usually about 15 feet, 
and plied up from 16 to 40 
thicknesses for cutting. This is 
done by two methods, on the 
drum and by hand. In some 
factories the nets, wools and 
fleeces, frictions and tennis are 
laid off on the plying drum; the 
rag, fillers, insole, and _ all 
floured stocks are laid by hand; 
and the more expensive stock 
such as cashmerette and jersey are 
also laid by hand. 


Four Methods Used 


The various parts are cut by four 
methods, Parsons machine or beam 
press, twin clicker, back hand, and 
mallet. The first thing a cutter has to 
learn before he puts his hand to a 
knife or die is to read his ticket. The 
cutters’ tickets give the total number of 
pairs required on each size. If a cutter 
is cutting 40 ply and his ticket calls for 


220 pairs of size 8 men’s Greek fillers, 
he knows that he can get 20 pairs 
to each cut, and 11 cuts will just 
make the required amount. But the 
usual practice is to make _ several 


Back-Hand Friction Cutting 


cuts over to allow for odd work and 
bad stock. 


Operation of Parson’s Machine 

The Parsons machine or beam press is 
operated by pressing a foot pedal which 
releases the brake on the wheel, throws 
it into gear with the motor for one down- 
ward stroke of the beam. This strikes 
the metal die and makes the cut. The 
wooden cutting block which is com- 
posed of short pieces of hard wood 
placed on end and clamped together, is 


TUDUDEADEDMDEUALUODRAOAADDARDDOADAODEST HOUT 


SiSUUCRADRGRAD ARDEA | 


Sm 


on a movable stand which can be regu- 
lated up or down from either side. 


The advantages of this machine over 
other types are, the large number of 
plies or thickness it will cut, hence 
speed of operation, its adaptability to 
large and unwieldly patterns. Its 
disadvantages are the inability of the 
operator to see his work clearly and lay 
his patterns to best advantage, the 
heavy dies which prevent placing the 
cuts as close together as possible, and 

the necessity of care on the 
part of the operator to prevent 
accident. 


Waste Percentage 

The criterion on the quality 

of cutting, after the stretch of 

the stock and such factors are 

considered, is the percentage of 

waste. Over $30,000 worth of 

scrap goes out of a cutting room 

of a large rubber plant every 

month from straight cutting 

operations. Anyone can place a 

die on the stock and cut out the 

pieces. But it takes a trained, 

skilled operator to place those 

dies so that they work in well 

together, and get the least pos- 

sible amount of scrap. An 

improvement of 1 per cent in 

the monthly average of the 

cutting room means a $1,000 

worth of stock that went into 

shoes instead of the scrap pile. 

Many cutters are paid a bonus 

on their scrap percentages and 

increase their earnings as well 

as save money for the company 

by so doing. Over 150 tons of stock 

are handled in the cutting room of one 
factory monthly. 


Twin Clickers 
The Converse Rubber Shoe Company 


_was one of the first footwear manu- 


facturers to put in the twin clicker 
machine for cutting, and the experi- 
ment proved so successful that there 
are now five of these machines.in the 
cutting room. Unlike the Parsons 
machine, the twin clicker is operated 
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LoEN 
C.H.ALDEN CO 


U.s.& 


CaaS of our efforts has enabled us 
to offer that which the times and the trade 


require. 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 
° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


This illustration 
represents one of 
the styles that 
can be delivered 
promplly. 


C. H. ALDEN COMPANY 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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The Parsons Machine Cutting Insoles 


by a hand lever which moves the 
drum over the die, and when pressed 
down connects the power with the 
mechanism and makes the cut. It is a 
lighter machine, absolutely safe, easier 
to operate, and what is most important 
it enables the operator to see his work 
clearly, plan the lay-out of his dies, and 
get. a much lower percentage of waste. 

Chis saving is so great that it offsets 
the disadvantage of cutting fewer plies 
of stock. The dies themselves are much 
lighter, hence less expensive, although 
this advantage is offset somewhat by 
the liability of springing out of shape 
unless handled carefully. The same 
type of cutting block is used as on the 
Parsons but instead of being regulated 
by a moveable stand, the height of the 


cutting drums can be changed for the 


same results. 


Certain dies are made with a handle 


which enables them to be used inter- 

changeably with the Parsons machine 

or by a hand cutter using a wooden 

mallet. Leather heels, leather insoles, 

one buckle cashmerette quarters, and 

small pieces cut from scrap, are cut by 
this method. 


Hand Cutting Economical 

Some patterns are so unwieldy or are 
used so little that the expense of pur- 
chasing dies would be unnecessary, and 
they are cut by hand. This method is 
very slow and expensive, although often 
yielding a lower percentage of waste 
than machine cutting. It consists of 
placing the pattern on the stock, and 
cutting round it with a sharp knife, 
using both back and front hand strokes. 
Years ago all the work was cut by this 
method, and often times cutters can 
point with pride to 30 or 40 years in 
the rubber business. 


Parts Are Picked 
After the parts in one of our big 
factories are cut they are sent in bulk to 
the postoffice to be counted, ‘“‘picked,” 
and put up into sets for the various 
makers according to the ticket. Over 
three million pieces are counted, tied 





up, and sent to the quarter and mark- 
ing departments by the post-office girls 
in a single week. ‘ 

There is another step before the parts 
reach the maker, which will be con- 
sidered in a later article entitled, “‘Pre- 
paratory Work,” covering the stitch- 
ing, quarter, cement, and sole table 
departments. 


RUBBER FOOT APPLIANCES 


A Treatise on Arch Supports, Heels 
and Bunionettes 

A full line of foot appliances made of 
rubber compound, such as arch sup- 
ports, rubber heels, bunionettes and 
other accessories, is being marketed 
with much success by the Kleistone 
Rubber Company. The arch supports 
are made from cellular rubber and are 
moulded to fit the foot; no metal is 
used in their construction. The raised 
portions are made of a peculiar sponge 
rubber that resists, yet gives a delicate 
but positive pressure, permitting the 
muscles of the foot to exercise their 
natural functions and assisting them in 
regaining their strength. The meta- 
tarsal bones of the foot, ‘where most of 


the weight of the body comes, are pro- . 


tected by a soft, spongy rubber cushion. 
A moderated heel cushion relieves the 
nerves centered in the heel of the foot. 


Columbus Conditions 

The rubber situation is very serious 
in the Columbus, Ohio, section. It is 
stated that not one of the local jobbers 
have a very great supply of the popular 
styles of rubber footwear nor are there 
any hopes of the condition being any 
better the balance of this year. 


CRUDE RUBBER QUIET 

No Important Price Changes.— 

Little Buying Interest Shown 

Quiet has been the feature of the 
crude market last week. Very little 
buying interest has been shown and 
purchases reported have been almost 
entirely confined to hand-to-mouth 
quantities. Offerings have been liberal, 


Cutting Friction on the Twin Clicker 


but prices as a rule were steady. How- 
ever, plantation, smoked, ribbed sheets, 
was off Y%c at 1944. No other changes 
worthy of note were recorded. 


‘ Quotations 
Para—Up-river, fine 
Up-river, coarse 
Island, fine 
Island, coarse 
Caucho ball, upper.... . 
Caucho ball, lower... . . 


23 -@:. 
15%@.. 
14%@.. 
16 @.. 
114%@.. 
144%@.. 
Plantation—First latex, 
20%@. - 
Brown crepe, thin, clean 17 @. -~ 
Rolled, brown crepe.... 16 @.. 
Smoked, ribbed sheets.. 194%@.. 
Centrals—Corinto....:.. 19 @.. 
Esmeralda............ @.. 
Guayule, wet @25 
Balata, black, Ciudad .. @.. 
Balata, block, Panama. *50 @5 
Balata, sheet......... *1.00 @.. 
Mexican—Scrap @.. 
*Nominal. 


Scrap Rubber 

Inaction continues in all lines, with 
pressure to sell leading to weakness. 
Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire......... 
Inner tubes, No. 1 
Inner tubes, No. 2 





Hosiery to Match Shoes 


Attractive Window in Fifth Avenue 
Shop—Other Displays Planned 
Since the announcement by leading 

hosiery manufacturers that they were 
prepared to furnish hosiery in all shades 
to match the F. B. & C. leathers, win- 
dow displays of this nature have be- 
come quite prominent. A very attrac- 
tive window along these lines is now on 
display in a Fifth Avenue shop, and it is 
understood that this movement is ex- 
tending throughout the entire shopping 
district of New York. 
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TAN CALF WEST POINT 
BLUCHER — SIZES 5 to 11 
WIDTHS, C, D, E 





























PRICE 


$6-°9 


SPRING STEP HEEL 











In Stock—for At Once Shipment 
THE OUTDOOR SHOES FOR EVERY MAN 


Quick Sales and Invariable Satisfaction are assured from 
this sturdy, comfortable, long life Shoe. 


Sportsmen, Railroad Men, Postmen, Policemen, Farmers, 
all men doing vigorous outdoor work find Herman’s— 
the shoes for comfort, service and all round value. 


The sales opportunities of Herman’s Army Shoes are SPRING STEP 


without limit and once introduced to the exceptional fit- STABILITY 


ting qualities and wear of these shoes, the customer is a Spring Step Rubber Heels have 
eight NAIL HOLES, while 


steady and consistent repeater. most heels have but six. You 
can quickly demonstrate the 
practical advantage of this to 


Carried in Stock for Immediate Shipment yous eochesser, Mie, Racaiier; in 
the following simple way. 


in Sizes 5 to 11, and Widths C, D and E Place your index finger across 
’ a Spring Step Heel in the man- 
ner indicated in the illustration. 


Three Nail holes will be re- 


J h M H Sh C vealed above the finger, bee the 
same test applied to the six- 

osep © erman oe 0 e holed heel shows only one. 
Li In S B back of the heel which SPRING 

ack of the heel whic 
159 incom treet, oston STEPS thus offer, makes a 
vital difference in their wear 
Factory at Millis, Mass. and good appearance. 

















ARM 
SHOE 
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Elder Brewster—A Pilgrim of high ideals and great faith in the 
future—had a coat of arms which perpetuates his name. 


The high ideals of kid-leather-production are symbolized to the trade 
and perpetuated for future generations by the tower-and-castle 


“coat of arms” of 


NEW CASTLE KID 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 
NEW YORK 


MONTREAL, CANADA BOSTON CHICAGO CINCINNATI 
and the Principal Leather and Shoe Centres Everywhere 
Factory: Wilmington, Del. 
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We make*d spe- 
cialty of Suede 
Calf Leatherssur 
Own Make, in 
Black, Grey or 
Brown. 











NOVELTIES 


at a real saving 





Because we make our 
own Suede Leather 





WE* don’t have to tell you that 


suede calf is the present 
novelty leather. 


So we believe you will be in- 
terested at our price news on 
our suede styles. 


We effect savings by making our 
own leather-—-better leather than 
most manufacturers of medium 
grade shoes can afford to put 
into their shoes. 


-’) WHOLESALERS 


Book Your Orders Now and Be 
Sure of Getting Shipment 


GLOBE SHOE 
COMPANY 


Women’s Welt and McKay Shoes 
Factory: Chelsea, Mass. 
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BUSINESS IS FAIR 


Increasing Demand for Men’s Shoes 
In Tan High Cuts 


Beyond the fact that trade has been 
exceedingly “‘spotty”’ so far as the run 
of daily business is concerned, Mil- 
waukee retail shoe merchants have been 
doing very well so far in November. 
During the past two weeks intermittent 
rains, Election day, and the annual 
convention of Wisconsin public school 
teachers each in its way exerted its 
peculiar effect. On one day downtown 
stores were overcrowded while on the 
next they were likely to be quite 
empty. However, the average was 
fair. 


One of the encouraging features of 
November trade so far has been the 
increasing demand for men’s shoes. 
The male contingent has been pretty 
much out of the market for some time. 
They were interested temporarily by 
the price cuts on oxfords a month or 
two back, but until a week or ten days 
ago it was difficult to get them to come 
into the stores in any great numbers. 
While a few blacks are being sold, the 
bulk of demand in men’s shoes is in tan 
shades in high cuts. Brogues and 
brogue effects are only moderately 
popular. 


Election Creates Confidence 


Even the most enthusiastic Cox ad- 
herent would’ regard it folly to deny 
that the overwhelming vote which 
swept the Republican party once more 
into national power demonstrates that 
the great majority of Americans are 
satisfied with the results. In fact, the 
public is more or less jubilant, and ex- 
pressions made by customers in the 
boot shops since November 2 indicate 
that there is going to be a loosening of 
purse strings influenced by a broader 
confidence in the future, based on a 
thorough understanding that condi- 
tions in America are fundamentally as 
sound, if not sounder, than ever before. 
It may take a little time to get a proper 
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mental attitude to appreciate the physi- 
cal strength, but local merchants in 
boots and shoes, in common with mer- 


chants in other lines, are very sure that 


the change will come. 


MANUFACTURING SITUATION 


Production Averages 35 Per Cent of 
Maximum—Service Shoes Selling 


The manufacturing situation in Mil- 
waukee shows little change from that 
of the last month or two. Production 
is averaging about 30 or 35 per cent of 
maximum capacity, although the opera- 
tion in some cases is up to 65 or 70 
per cent, depending upon the class of 
merchandise produced. Makers of 
work and service shoes are faring pretty 
well, but the better class of merchandise 
is still in a rut. The Milwaukee mar- 
ket is rather fortunate in that its bulk 
consists of the service lines, which are 
relatively much less affected by the 
swings of the pendulum of popular 
demand than the so-called style shoe or 
dress footwear, which at present are 
off-peak. 


BUYING CONDITIONS 


January, 1921, Looked to for Retail 
Momentum 


The attitude of local merchants in 
regard to buying is not unlike that of 
the trade in other parts of the country. 
Despite the recent liquidation of high- 
value stocks at sacrifices and the im- 
provement in normal demand in the last 
few weeks, stores still have on hand a 
considerable bulk of goods. They are 
unwilling to buy further until these 
stocks are properly reduced so that a 
fair balance may be struck. If business 
continues at the present rate, with the 
acceleration expected from a more 
nearly normal seasonable condition and 
the influence of holiday demand, it will 
not be long before another buying 
movement on the part of merchants will 
set in. At first this may not be sizable, 
but it seems that it cannot help but 
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gain momentum immediately after the 
beginning of the new year. 


MEMBERSHIP DRIVE 


Adds 50 to Milwaukee Retail Shoe 
Dealers’ Association 


' The Milwaukee Retail Shoe Dealers’ 
Association drive for new members re- 
sulted in the addition of nearly fifty to 
the enrollment, according to reports 
presented at the regular monthly meet- 
ing held Thursday evening, November 
4, at the Association of Commerce 
headquarters. By the time of the next 
meeting on December 2, the member- 
ship committee expects to report at 
least thirty more applications, more 
than half that many now hanging fire. 
The main occasion for this drive is to 
enable the’ association to present a 
solid front or as near a 100 per ¢éent 
enrollment of local merchants as pos- 
sible when the National convention 
comes to Milwaukee, January 10 to 13. 
The chairmen of various committees 
made reports at the monthly meeting 
which showed that arrangements for 
the convention are well in hand and at 
this stage leave not the least to be 
desired. 


Store Management Changed 


The O. K. Dorn Shoe Store at 411 
Grand Avenue in Milwaukee is now 
under the management of C. D. 
Schultz, who comes here from Minne- 
apolis. Mr. Schultz already has made 
a number of important improvements 
in the general store service. One of the 
novelties which is attracting much 
attention is a Footoscope for x-raying 
customers’ feet at a moment’s notice. 
This has brought into the store many 
people who heard of the device and 
while not actual buyers, have been 
made potential customers. 


Celebrates 89th Birthday 
.George Copeland, one of the founders 
and still president of the Copeland & 
Ryder Company of Jefferson, Wis., a 
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Where to Buy 


Women’s Shoes 

















WOMEN’S TURN 
COMFORT BOOTS 
Immediate Delivery 
Sold in dozen or case 
lots. Suawe runs. Sizes 
3 to Price $2.85 
Cashion Sock ianioss 
vn bber Heel. 


10 da 
STEVEN Shi HOE CO. 


Haverhill, Manes. 








BOULOIRS 
Blacks, $1.35, $1.40 and 
$1.45 Grades 
Colors, . . $1.70 


JOHN E. McNAMARA 
Haverhill, Mass. 








Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, ——— ~~ 














E. A. & M. C. Witherell Co. 


Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto 
Haverhill, , 
Boston Office 
147 Lincoln St. 








FOR THE 
HOLIDAY 


Fine kid Boudoir Slippers in saath for imme- 
diate delivery, made of best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 
sizes or case lots. Prices, Black $1. 45, Colors 
$1.75. Terms, 5% 10 days, net 30. 

SILVER SHOE CO. Haverhill, Mass. 








COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Straps, Pumps and 


Ties in Black Satin 
and All Leathers. 


Factory, 118 Phoenix Row 
Haverhill, Mass. 


Boston Office 
110 Lincoln St. 











SIXTY STYLES OF 
COMFORT SHOES 

IN STOCK 
Juliets, Oxfords, ely, | Sandals, etc., 
women’s Flexible elts warm lined 
shoes, men’s - tg 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 














PHILLIPS-CRAM “. 


Makers of 


Women’s Turn 
Slippers 


207 Essex Street 
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pioneer boot and shoe manufacturing 
concern of the Northwest, recently 
observed his eighty-ninth birthday by 
being at his desk as usual throughout 
the day. A huge floral tribute greeted 
him, it being a gift in which every 
employe participated. 


RETAIL MERCHANT SENATOR 


Oscar H. Morris to Protect Interests 
of Constituents 


The boot and shoe trade in Wisconsin 
is pleased over the election of Oscar H. 
Morris of Milwaukee as State Senator 
by a big majority. Mr. Morris is 
secretary of the Wisconsin Retailers’ 
Federation, among the leading members 
of which is the Wisconsin Retail Shoe 
Dealers’ Association. He also is execu- 
tive secretary of the state retail dry 
goods men’s organization and director 
of the Better Business Bureau of the 
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Milwaukee Association of Commerce. 
In view of these connections, his pres- 
ence in the state Legislature is signifi- 
cant, for there has been much ex- 
pectancy that attacks on business, and 
especially retail merchants, at the com- 
ing legislative session in January wil! 
be fiercer than usual. 


New Shoe Store 


Martin Hagen, who resigned recentl, 
as manager and buyer of the boot and 
shoe section of the Farmers’ Depart- 
ment Store at Chippewa Falls, Wis.. 
has opened a store of his own in the 
same city, at 20 West Central Street. 
It will be known as the Consumers’ Shoe 
Company and handle a general line of 
men’s, women’s and children’s footwear. 
Mr. Hagen is a practical shoe maker as 
well as merchandiser and will conduct a 
repair department in his new store. 


Chicago 


RETAIL BUSINESS INCREASES 


A Few Cases Illustrate General 
Condition in Good Stores 


Throughout the Middle West good 
merchants have little complaint to 
make on the volume of business trans- 
acted. One of the largest retail shoe 
stores on State Street, Chicago, for in- 
stance, sold more pairs of shoes during 
October than in any previous October in 
its history. Another merchant only a 
few doors away said, “Both September 
and October have been ahead of last 
year in volume of business.” A. H. 
Simon, 33rd Street, likewise Keuhu 
of South Bend, Ind., have done more 
business during these two months than 
ever before. A prominent firm in Peo- 
ria, Ill., has increased its business over 
last year’s records. This list might be 
extended indefinitely, but these few 
cases illustrate the point. 


On Replacement Value 


When a reason is sought for these in- 
creases in business in face of the fact 
that general business conditions are 
not good, that reason is not hard to 
find. These merchants without excep- 
tion have realized the fact that the 
merchandise on their shelves was worth 
no more than its replacement value, 
and, regardless of what it costs, have 
merchandised it on this basis. As lots 
were closed out, others were bought at 
the lower price to replace them. 


Short Profit Days 


New ideas in straps and cut outs in 
pumps and boots have been as sweet- 


eners. Snappy window trims and ad- 
vertising of various sorts have been 
used to arouse the interest of the pub- 
lic and convince it of the value of 
merchandise. 





One of the Chicago merchants, 
in commenting on the business he 
he is doing, said,““The day of long 
profit taking is over—it may 
come again, but it is not here 
now. The salvation of business 
is short profits and rapid turn- 
over. Age may improve some 
things, but we are not dealing in 
that kind of goods.” 











LOW CUTS GOOD 


A Shortage. of Black Satin Strap 
Pumps 


While the wet, cooler weather has 
stimulated the sale of women’s boots 
to some extent, oxfords and _ strap 
effects are producing the greater part 
of volume in the downtown  dis- 
trict. 

Heavier oxfords and wool and heather 
hose have been exceedingly good dur- 
ing the past week. 

The ten-inch colored kid boots are 
commanding some attention, but bulk 
of sales in women’s boots are on black 
and brown kid and brown Russia calf 
with military heels. 

&@ There still seems to be a shortage o 
black satin strap pumps in both retail 
and wholesale stores. 
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MEN’S BUSINESS INCREASING 


Best Selling Prices Range from $8.00 
to $12.00 


Exclusive men’s stores and men’s de- 
partments in general shoe stores have 
seen a decided increase in number of 
pairs sold. 

Brogues and similar styles in men’s 
heavy oxfords have moved more freely. 
Best selling prices in both boots and 
oxfords seem to range from $8.00 to 
$12.00, centering around $10.00. The 
Cutler Shoe Company has centered its 
selling effort in the men’s section 
om boots and oxfords at $6.85, and have 
done a big business. The qualities and 


styles displayed in the windows at this 
price are quite attractive. 

Stores selling hosiery have had diffi- 
culty in getting enough wool half hose 
to meet the demands. 


The Wholesale Business 


Orders in larger volume are reported 
in the wholesale district, although the 
election interfered somewhat. The 
men in many instances went home to 


' vote and took a few days off. 


Most of the buying is for at-once 
shipment and is largely in the nature of 
sizing-up orders, but the increase in 
volume would indicate that merchants 
are buying with more confidence. 


Cincinnati 


BUSINESS IMPROVES 


Colder Weather Moves Retail and 
Manufacturers’ Stocks 


A more decided improvement in the 
trade conditions of this market have 
been noticed during the past week. 
Retail business is gradually losing its 
fitful nature, and is becoming steadier 
as the colder days of Fall approach. 
Local retail merchants are more opti- 
mistic now that they see their stocks 
moving. This is having its good effects 
in the wholesale end of the trade, for 
from all indications the retail merchant 
is beginning to buy. Representatives 
from the local factories have been 
securing orders in better volume since 
the election, according to the sales 
managers. Though conditions are gen- 
erally conceded as being far from nor- 
mal, it is no disputable fact that de- 
velopments during the past ten days, 
as reflected by increased operations of 
the local factories, have been for im- 
provement. 


A NEW SHOE 


Another Corrective Device Intro- 
duced into Women’s Footwear 


There are many well-established arch 
corrective lines of footwear on the mar- 
ket, so many in fact that it would seem 
as though there is little room for im- 
provement through the introduction of 
new ones. But the vast sales of the 
separate arch corrective devices during 
the past few years has shown the manu- 
facturers of shoes the avenues to large 
markets for foot correctives built into 
shoes. The Krippendorf Dittmann Com- 
pany of this city, one of the oldest shoe 
manufacturing concerns in the country, 
is introducing this season for the 
first time their Corset-Arch shoe for 
women. 


LEATHERS AND THREADS 


F. George Mohr and L. Ambrose 
Holters Organize Company 

F. George Mohr and L. Ambrose 
Holters have organized the Mobhr- 
Hotlers Sales Company and are located 
at 107 East Sixth Street, of this city. 
Acting as manufacturers’ representa- 
tives, they will handle high-grade lines 
of kid, calf, sides, sheep and patent 
leathers. In addition to this they will 
handle Holland Manufacturing Com- 
pany’s line of silk threads. 

George Mohr is well known in the 
local trade, having been secretary of 
the Shoe and Leather Club for a num- 
ber of years, at the same time acting 
as local representative for hide and 
leather. 

Ambrose Holters is also well known. 
He is the brother of John Holters, 
president of The Holters Company of 
this city. Mr. Holters will continue to 
operate his repair shop on Sixth Street. 


Large Club Membership 

The regular meeting of the Shoe and 
Leather Club, held November 6, was 
significant in bringing out the fact that 
the organization under the adminis- 
tration of Charles L. Rupp, president, 
and his co-workers, is showing unusual 
progress. The total membership of 
the club is now around 330, the largest 
it ever has been. 








In Central America 
The Co-operative Shoe Company is 
arranging to have its line distributed in 
Honduras, Central America. This 
company recently has added a line of 
women’s high grade welts. 


James Selser Dead 
The death of James Selser of Selser & 
Ballantyne, merchants in leather, find- 
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Where to Buy 


Women’s Shoes 
































PRINCESS—in Stock 

Glazed colt, flexible 

nye ae ENa.700 

90. te - 

phlet showing other in-stock counter’ susan 
BRANDAU SHOE CO., Detroit, Mich 


. 
CO 


IN-STOCK 


Complete ie of Men’s 

veretts, Romeos and 
Gpenes in Havana Brown, 
Black and Golden Brown. 
Also Women’s Boudoirs in 
Cabretta and Quilted Satin, 
uo. mass. all colors. 


ABBOTT SHOE CO., No. Reading, Mass. 

















FERN & POOR CO., Inc. 


Manufacturers 


Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 


for the wholesale trade 











ALGIER SHOE MFG. CO. 
4 


Phoe 


PANS SF WEN VORA 
Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 


















Girls’ “Spartan” Shoes 
Boots and Oxfords 


Plenty in Stock 
Send for price list 
Factory Direct to You 
BACON-ROLLINS CO. 


ynn, Mass. 


Seeeececeensencegss. 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 





BOOTS, OXFORDS 
AND SANDALS 
Cushien Sock Lining 
Widths, D, E, EE 
THE 
FERN SHOE CO 
Write for 
Particulars "t, 
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Where to Buy 


Men’s Shoes 
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A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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FOR MEN 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 























ings and cotton goods, came as a shock 
to the members of the local trade. Mr. 
Selser passed away on October 30, and 
the funeral services were held at his 
home in Clifton on election day. He 
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is survived by a wife and three childen. 
Mr. Selser, prior to going in business 
for himself in Cincinnati, was asso- 
ciated with W. A. Lippincott & Co. of 
Philadelphia. He had a host of friends. 


Columbus 


TRADE IS STIMULATED 


By Cool Weather and Extensive 
Advertising Campaigns 


Cool weather the past week added to 
the volume of trade in retail shoe stores, 
confirming the statement of merchants 
that all that was needed to stimulate 
business was seasonable weather, al- 
though the weather man has not been 
able to give them much encouragement 
along that line, so far in his predictions. 

Trade has been stimulated consider- 
ably by extensive advertising cam- 
paigns of many merchants. Seme mer- 
chants are planning to keep up this 
appeal for business from day to day, 
in order to speed up the movement of 
the great stocks of Fall footwear they 
have on their shelves. Retail shoe men 
say great reductions are not possible 
at this time because of labor costs. 


SHOE STORE OPENINGS 


Grover Boot Shoppe and Ladies’ 
Boot Shoppe 

Friday, November 5, was the grand 
opening day of the Grover Boot 
Shoppe located at 166 North High 
Street. This store specializing in men’s 
fine shoes at $6 to $8, featured a very 
special bargain their opening day by 
placing on sale 500 pairs of men’s 
finest grade shoes at the price of $5 
with an added attraction to buy on this 
day by giving a pair of men’s silk hose. 
The crowd which attended this opening 
attested to the common opinion that 
the public is looking for bargains of good 
footwear. Wendell W. Williams has 
assumed the position as manager of 
this new store and from the successful 
opening which was accorded this new 
kind of store, his success is assured. 

The Ladies’ Boot Shoppe is another 
new specialty store just opened at 
183 South High Street, where nothing 
but ladies’ fine footwear will be shown 
at prices ranging from $6 to $8; the 
opening of this store was a very success- 
ful event of the past week. Oscar 
Berman, owner of The Hub Shoe Store, 
216 East Main Street, also Berman’s 
Booteery at 523 North High Street, is 
the owner of this new store. 


A $2 Rebate 


The Walk-Over Shoe Company al- 
lowed $2 for old shoes worn into their 


store this past week, by giving this 
amount of credit on any new pair of 
shoes purchased and worn out of th: 
store, the purchaser leaving the ol! 
pair. 

While no exact count was kep: 
of the old shoes that turned in at this 
sale, many barrels were donated to 4 
local charitable organization for thei: 
disposal and benefit. 


At $5.00 


The Browning Shoe Company ar 
holding another of their “lucky manu- 
facturers’ outlet sales’ by offering 
upwards of a thousand of women’s 
boots at the very low price of $5 per 
pair, this including all the wanted 
styles and colors of modern footwear. 

The Fashion, F. & R. Lazarus & Co.., 
A. E. Pitts Shoe House, Dunlaps, Z. L. 
White Company and The Union Com- 
pany all contributed many styles of the 
very fashionable footwear for the State 
Journal Food Show and Style Show 
which was held at the Memorial Hall 
the past week. A new boot which has 
taken the fair sex by storm is the 
“Stadium Boot,’’ shown in many colors 
of kid stock, with Louis heel, hand turn 
sole, and 10-inch top. This boot is 
named after the Stadium which is to 
be erected at the Ohio State University, 
Columbus, the financial drive for which 
has just come to a close, and in which 
Columbus has again shown her spirit 
by going over the top in her quota. 
Many of the leading shoe merchants 
contributed their time and money in 
making this drive a success. 


On Full Time 


Manufacturing plants are running 
full time in the great majority of cases. 
There is a little better disposition on the 
part of the employes to pay a little 
closer attention to business, because of 
the number of men who are seeking 
work in some lines, say plant managers. 


Jobbing Business Good 


The shoe business among local 
jobbers has been very good the past 
month, due to the fact of the desire of 
many merchants to buy their needs 
from hand to mouth in expectation of a 
decline in prices. 
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ATTRACTIVE BASEMENT STORE 


Walter A. Synenberg Enlarges 
Quarters at 305-15 Prospect 
Avenue 


Walter A. Synenberg, proprietor of 
the Prospect Shoe Mart, at 305-15 
Prospect Avenue, recently took. posses- 
sion of enlarged basement quarters, 
aud has been gratified at the volume 
of business in the new department. 
The expansion was made necessary by 
growing business. 

For eight years Mr. Synenberg was 
manager of the shoe department of 
The Bailey Company. He built up 





WALTER A. SYNENBERG 


the business there, and four years ago 
he decided to embark in business for 
himself at 305 Prospect Avenue. Trade 
increased to such an extent that he 
opened up a small department in the 
basement. That was found to be too 
small, and three times he has enlarged 


it. 
Three Ground Floors 


Now his basement store extends 
underneath three ground floors, 305, 
309 and 311 Prospect Avenue. He 
has accommodations for 100 patrons in 
the department, which is so arranged 
as to provide separate compartments 
for men and women. An entrance at 
315 Prospect Avenue leads directly 
to the basement, while there is a stair- 
way to it from the first floor store at 
305 Prospect Avenue. 


NOVELTIES OUTSELL STAPLES 


A Big Stimulant for Retail and 
Shoe Manufacturing Business 


That novelties aze outselling staples 
in several Lynn lines is a fact which is 
revealed by this week’s survey of Lynn 
styles. 

“If it weren’t for the novelties in my 
line,” remarks a salesman, “I would 
have been skunked on my last trip.” 
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Cleveland 


Well Lighted 


The basement is well lighted, is fur- 
nished in mahogany and the customer 
cannot help but get a favorable impres- 
sion when he first views the commodious 
quarters and the conveniences provided 
for him. 

Speaking of the value of the base- 


‘ment store, Mr. Synenberg said: 


Advantages Enumerated 


“The basement store is an important 
factor in developing trade. I feel that 
the wisest move of my business career 
was taken when I established the de- 
partment. First, it operates as a 
relief department for the ground floor 
store. Odd sizes can be sent down 
stairs and it is surprising the amount 
of business that can be done by fea- 
turing lower prices than are charged 
above. 

The basement operates in harmony 
with upstairs department. We have 
many customers who express a desire 
for lower priced shoes after looking 
over what we have to offer on the 
ground floor store. We send these 
people downstairs. Many times those 
who enter the basement want some- 
thing better, and they are escorted to 
the floor above. In opening such a 
department the important point to 
emphasize is that lower priced shoes 
will be featured. And then the mer- 
chant must give good values and good 
store service, for those elements are 
vital to success.” 


Increased Business 


Mr. Synenberg is optimistic about 
the future. He says that in the first 
six months of the present year he went 
ahead of his record for the first six 
months of 1919, and that notwith- 
standing the slow-up which came dur- 
ing a long spell of warm weather this 
Fall, he will close the year with a sub- 
stantial increase in sales over the 
previous year, which was a big one. 





Lynn 


How many stores might make a similar 
report? How many are missing sales 
because they lack the novelties that 
are selling? 

Of forty new samples in one Lynn 
shop, only one shoe is black, and that 
is a fancy strapped shoe, with novelty 
buckle, so it cannot be called a staple 
style. A while ago this factory was 
making walking shoes, and last July it 
showed low heel oxfords to buyers in 














Where to Buy 


Men’s Shoes 














WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
4 % Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes to. 


A.H. Riemer Shoe Co. 


MILWAUKEE, WIS. 
Established 1887 
















Stock Dept. 5 <¢ 
Is at Your Service cy 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








153 8 TYLES 

MEN’S-WOMENS 
SEE OUR CATALOG 

WELTs mace __196 CHURCH STREET,N.Y. 


InN OVR 
BROCKTON 
FACTORIES S 











BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 
Send for Catalog and 
Prices 


REECE SHOE COMPANY 
Columbus, Nebraska, U S.A. 











Welt 
and 
Nailed 


For Men %e2¢for 


Catalog 
Manufactured by 
La Crosse Boot and Shoe Mfg. Co. 
La Crosse, Wisconsin 


















Where to Buy 


Shoes at Auction 


























HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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Where to Buy 


Children’s Shoes 

















“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H. FREELAND 





A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W2C.Goodger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89 Allen St... Rochester, NV. >7% 








SOFT SOLES 


A Wonderful Line 

for the Wholesaler 

At present time we 

are allowing a 10% 

discount on all lines. 

NU BABY SHOE CO., East Lynn, Mass. 








HAVE YOU SEEN OUR LINES? 


FACTORY 1 FACTORY 2 
Hubber Boot dock 
Foot Comfort Slippers 
(Double Eiderdown) 
In Stock Now—Nature Lasts 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
ROCHESTER NEW YORK 
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Boston market. Now it is driving for 
business on novelties. 


Gray Gaining Favor 


Gray is looming up as a color leader. 
Many shoes are of gray suede calf all 
over. Other gray shoes have trimmings 
of patent leather. Gray satin also is 
here. 

Combinations show up in strap pumps 
with vamps of blue kid and quarters 
and straps of blue suede; also combina- 
tions appear in brown kid boots, with 
brown satin cuffs. Combinations will 
also be seen in the 1921 sample lines. 
Some shoe men are predicting that 
next Easter trade will bring the biggest 
novelty trade ever. 


SATIN CUFFS 


In Black and Brown Kid Boots of 
Eleven Inches 

Rialto Shoe Co., Lynn, is making a 
line of eleven-inch boots, some of black 
kid with black satin cuffs, and some of 
brown kid with brown satin cuffs. The 
cuffs are two or three inches deep. 

Also, the company is making a long 
line of strap styles, ranging from one- 
strap pumps to six-strap sandal boots, 
81% inches high. The uppers are of 
gray, brown, brown and black, in one 
and two tone effects, and of suede calf 
and smooth kid leathers. The shoes 
have flexible bottoms and high heels. 


Low Heel Welts 

The company is fitting up a factory 
to make low heel welt shoes exclusively. 
The Winter production will be made up 
of brogue oxfords and walking boots, 
and the Spring and Summer produc- 
tion will be made up of white buck and 
white canvas oxfords, with novelty 
leather trimmings and leather soles. 


SOME STRAP STYLES 


In Gray Suede Calf—Of Blue Kid 
and Suede 


Among the samples of shoes for 1921 
from the Travers Shoe Company, of 
Lynn, are these: 

A gray suede calf pump, with two 
instep straps, the straps being stitched 
to the sides in an overlapped pattern 
effect and lasted into the shoe with the 
upper. ; 

A pump with a vamp of blue kid 
leather and a quarter of blue suede calf 
has two instep straps stitched to the 
side of the shoe and lasted in. 


Brown Kid and Suede 
A pump with a brown kid vamp and 
brown suede calf quarters has two straps, 
the straps being stitched to the sides 
and lasted in. 
An anklette of gray suede calf, with a 
patent leather insert at the throat and 
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a patent leather insert on the ankle 
strap. 
Other Models 


Similar shoes are of white glazed 
calf, white buck, fawn calf and fine 
black kid. Some green kid shoes are 
coming through. 

Also, among the samples is a street 
oxford of patent leather, with a gray 
suede insert for the lace stays and a 
gray suede collar. This shoe has a 
military heel, 14-8 high. 


Black Novelties 


A new line of samples from Briggs & 
Hutchison Co., Inc., Lynn, makes a 
strong showing of novelties in black kid 
and suede calf leather, such as strap 
pumps. Mr. Briggs started on another 
selling trip last week. He mentions 
that a bit of cold weather is needed to 
brace up the sales of ten-inch boots. 


Novelties in Turns 


George E. Coffin Shoe Co., Lynn, 
has made up new samples of strap 
pumps and fancy pattern boots of gray, 





The Heel Question 


Whatever may have been said 
for or against high heels, the 
facts are that the percentage of 
shoes with high heels is higher 
than ever. That’s the way the 
Lynn trade stands on the heel 
question. 











brown, blue and black kid and suede 
leathers. A. J. Mahoney, salesmanager 
of the firm, left for Chicago last week. 
carrying the new samples. 


In Vamp Building 


Cruise Shoe Company, a new con- 
cern, is to make women’s comfort 
shoes, in the Vamp Building. Richard 
Cruise, its manager, was with J. L. 
Walker Company. 

Lane Shoe Company is in the Vamp 
Building, having come up from Mechan- 
ic Falls, Me. It makes misses’ and 
children’s McKays. Miss Lane, its 
manager, was formerly with John R. 
Donovan Company, Lynn. 


A Slogan Contest 


“Tom” Baker of Baker’s Family 
Shoe Store, Lynn, hit upon the idea of 
a slogan contest. He offered shoes 
as prizes for the best essays on adver- 
tised slogans, or trade marks, used by 
Lynn retail merchants. 

One idea he had in mind was to get 
children, and their parents, to read the 
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idvertising pages of the newspapers, 
and to call for advertised brands of 
zoods. 


White Oak Bottoms 


Some Lynn shoes, which look pretty 
nice on the feet, have brown suede 
uppers and white oak bottoms, with 
high arches, and perfectly finished heels. 
The high arches reveal the white 


leather in contrast with the brown’ 


uppers. 


Green and Greener 


One Lynn firm made a green shoe 
ior 1920, and a competitor made one 
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that is greener. Not that they expect 
to sell these shoes by the thousands of 
cases. But they are just showing their 
customers what they can do with 
colors. 

Harry Read Elected 

Harry M. Read of Gregory & Read, 
shoe manufacturers, Lynn, was elected 
vice-president of the Lynn Chamber of 
Commerce, at its recent annual meet- 
ing. 

S. J. Barnet of J. S. Barnet & Sons, 
tanners, was elected a director. Charles 
F. Sprague of Hoague-Sprague Cor- 
poration, manufacturers of boxes for 
the shoe trade, was re-elected president. 


Denver 


SHOE SALES 


Prove Business Stimulant—Bright 
Business Outlook 


Many shoe stores in Denver and 
other parts of Colorado are at this 
time conducting shoe sales as a means 
of enlivening business and also to clean 
up their old stocks and make room for 
new. Local shoe merchants report 
business fairly good just now with the 
outlook ahead bright. Colorado has 
harvested a record-breaking crop this 
year which has brought many thousands 
of dollars into the state which will soon 
be put into circulation and all lines of 
business will be bettered just that 
much. The state’s wheat crop alone 
this year is valued at $52,000,000. 


NEW SHOE STORES 
Weaver Shoe Store and H. Sukman 


Denver has a new shoe store which 
is known as the Weaver Shoe Store, and 
is located at 912 Sixteenth Street. The 
new establishment is an organization 
catering exclusively to the woman who 
is particular as to her footwear, and 
who demands newness in style and the 
utmost in quality. In a statement 
given out as to the policy of the new 
store the following points were brought 
out: “Our prices are based on today’s 
market, not yesterday’s; our styles 
portray the present and future, not the 
past; our service is expert, efficient and 
caretaking.”” The new store is at- 
tractively arranged, situated in the 
heart of Denver’s down-town district 
and a credit to the shoe store family of 
this city. 

H. Sukman, a Texas es merchant, 
has rented the store room at 24 South 
Broadway, Denver, and will open a 
high-class shoe store for men. He will 
also operate a shoe repair shop. 


Dissolves Partnership 


The Downey & Schultz store, 822 
Eighth Street, Greeley, Col., is at this 
time conducting a dissolution sale. 
T. W. Schutz is to retire from the firm, 
while E. H. Downey will re-organize 
the business and continue it after the 
stock is reduced and settlement made 
with the retiring partner. The store 
handles men’s and boys’ clothing and 
has a large shoe department. After 
the sale, however, Mr. Downey an- 
nounces that the line of boys’ shoes 
will no longer be carried in stock, but 
that men’s shoes will be handled as in 
the past. 


To Quit Business 


Word has reached this city to the 
effect that the Elgin Shoe and Clothing 
Company, Casper, Wyo., is about to 
become extinct according to the an- 
nouncements of C. M. Elgin, owner of 
the establishment, who will retire from 
business after 31 prosperous years, 12 
of which have been in Casper. Mr. 
Elgin opened the first exclusive men’s 
store in Casper and has kept pace with 
the growth of the town until the pres- 
ent time. A sale is being conducted 
in order that the stock may be dis- 
posed of and the store closed. 


Denver Briefs 


S. F. L. Snyder, representing the 
Endicott-Johnson Shoe Company, was 
a recent visitor in Denver and other 
Colorado points. 

The Ray-McKinney store, 519 North 
Main Street, Pueblo, a firm which has 
conducted a men’s clothing shop there 
for some time past, is to discontinue its 
line of shoes. 

The Tober Shoe Store, 1521 Law- 
rence Street, Denver, is at this time 
conducting a big shoe sale. The sale 
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Children’s Shoes 














STICKLES 


KO- 


"TOE 


TRADE MARK 
AES. us. PAT. 


THE L. _ Stee SHOE CO.,. Mfrs. 





ng, Minnesota cuss 





“In Stock Turns” 
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JOHN 7S AHEARN SHOE CO. 
Atlantic Ave. 








“HIGH CUTS, TURNS” 
Pat. lace gray suede top cir. fox spring 


heel 4-8 
Pat. lace gray kid top cir. fox spr. heel 4-8 $2.60 
Pat. lace gray buck top cir. fox spr. 


Terms 0: Nei 
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H.C. Brown ComMPANY 


CHILDREN’S SHOES 
CONERAL OFFICES. 185 LINCOLN STREET. BOSTON MASS 














Where to Buy 


Ballet Slippers 














“Jronclad’’ 


GYM SHOES 
Almost impossible 
to wear them 


BROOKS SHOE MFG. CO. 








BALLET SLIPPERS 


Women’ 's Black, 
” Black, - 
Child’s Black, 


- $1.65 and $1.75 grades 
$1.60 and $1.65 grades 
- $1.55 and $1.55 grades 


Boudoirs, Black, - $1.50 and $1.60 grades 


JOHN E. McNAMARA 
HAVERHILL, MASS. 











VERY BEST IN BALLETS 


RY OURS 
YOU SURELY WILL BE PLEASED 


Women’s Real Black Kid Box Toe $1. .75 


Misses’ 
Child’s “ “ 


1.65 
“ “ “ $1. 55 


Whites Ten Cents a Pair More 
Fine Boudoirs in Black, Tan and Red, $1.65 


PURITAN SHOE CO., Inc. 


74 Reade St, N. Y.C_ 
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Where to Buy 


Standard Shoe Materials 
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The One 

Waterproof 

Leather That 

Takes and Re- 

tains a Polish 

Creese & Cook Co. $S2ut fiz33' 


Tanneries at Danversport 








GUARANTEED 
TWO YEARS 


Hub Gore means Quality and 

Service, because the Best of 

Materials and Highest Skilled 

Labor are Used. 

NEW YORK OFFICE 
395 Broadway 


BOSTON OFFICE 
=: 52 Chauncy St. 














Colored 
Chrome 
Sides 





Beggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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is being extensively advertised by full 
page ads in the local newspapers. 

The Gordon-Buskirk Clothing Com- 
pany and the T. R. Alvord Cloth- 
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ing Company, of Montrose, both firms 
dealing in shoes, have adopted a new 
policy and will henceforth do a strictly 
cash business. 


Texas 


COMFORT SHOES POPULAR 


Satin Pumps and Women’s Brogues 
in Secondary Place 


Satin pumps and brogue oxfords 
alike have found themselves relegated 
to secondary places so far as the young 
women students of the University of 
Texas at Austin are concerned. Within 
the past two months the broad, round- 
toed, flat-heeled comfort shoe has come 
into its own. Last year a visitor to the 
campus of the University might well 
have commented upon the incongruity 
of the high-heeled satin oxfords too 
often seen, sometimes even worn with 
sport clothes or the standard Hofflin 
suit of college girls. Now, however, 
the orthopedic shoe has come into first 
place, and bids fair to hold its preced- 
ence. 


Physical Training Responsible 


This change has come about largely 
through the efforts of the college 
physical training authorities, with the 
co-operation of the Y. W. C. A. Dur- 
ing the latter part of the spring term of 
1920 a special series of demonstrations 
and lectures was given, featuring “‘Foot 
Follies.” Girls were urged to try the 
orthopedic shoes during their summer 
camps and other outings, and thus a 
number of converts were gained. With 
the beginning of the Fall term, however, 


came the real surprise. It was an- 
nounced by the physical training 
department that all girls taking sports 
for credit must wear the approved shoe 
for their out-door exercise; in addition, 
all students registering for ‘“P. T.”— 
three years of which is required—were 
informed that they must possess a pair 
of the approved type of shoes. 


College Girls Leaders 


Compulsory-conversion, perhaps. But 
it was soon a matter of comment thai, 
however unwillingly the shoes were 
bought, they were willingly worn, after 
just one trial—and worn only when 
required during periods of sport and 
out-door exercises taken for credit, but 
constantly. So popular have become 
the “‘solid-comfort” shoes that it seems 
the high heel and pointed toe is about 
to be banished forever from the campus 
of the University of Texas. As there 
are more than thirteen hundred women 
students at this University this year, 
such tendency toward sanity in foot- 
wear should have widespread effect in 
the State. 

Four retail shoe merchants in Austin 
are carrying lines of orthopedic shoes 
approved by the authorities: Carl H. 
Mueller, Burt Shop Company, Dilling- 
ham Shoe Company, and E. M. 
Scarborough & Sons. 


Memphis 


Most. food stuffs in the harvest season 
are bringing good prices, but there has 


FALL STYLES DISPLAYED 


Shoe Prices Hold at Good, Firm 
Levels 


Several of the leading Tennessee shoe 
stores have featured Autumn sales and 
all the display windows are now show- 
ing the latest Fall and Winter styles, 
both blacks and tans. Fine slippers for 
the house and evening wear, cloth 
specialities, tweedies and fine hosiery 
also come in for attention at practically 
all the shoe stores and department 
stores which handle shoes. 

Despite the drop in some of the 
Southern products, the shoe trade holds 
up at good, firm levels. Cotton has 
gone up a little; the outlook is for a good 
trade in wood-working products be- 
tween now and the holiday time, 
though hitherto it has been very dull. 


been a decline in a few items. Many 
think that this will stimulate business. 
Some of the clothing stores have 
made voluntary reductions, but shoes, 
millinery and jewelry seem to hold 
their own. 

Automobile prices have declined and 
street car fares have gone up. ‘This is 
true, not only in Tennessee cities, but 
even at New Orleans where street. car 
fares have gone to eight cents. This 
seems to at least give the laboring cle- 
ment more cash. 


Clever Publicity 


On October 30 at Memphis numerous 
theatrical artists from the ‘“Nightie 


Night” show at the Lyric Theatre 
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appeared for an hour at Memphis shoe 
and department stores, and their en- 
dorsement of special shoes admired by 
stage folk received recognition in the 
daily press, in the form of letters and 
half tone pictures of these well known 
stars. It was novel and unusual. 
Memphis is wide awake on all adver- 
tising stunts and has one of the livest 
advertising clubs in the country. A. 
Arthur Halle, a shoe man, heads the 
club. 


Store Improvements 


Charlie Smith, manager of the shoe 
department of the Shop of Culture, who 
went with these people from the 
Florsheim Store, is making many 
changes and improvements there. His 
first assistant is Mr. Wise. The store 
now occupies the entire sub-basement 
of the Shop of Culture’s magnificent 
steel and plate glass structure, Main 
and Monroe Streets, opposite the 
Peabody Hotel and Western Union 
Telegraph office. Elevator service, con- 
cealed electric lights, fine display ar- 
rangement and the highest quality of 
shoes make this one of the show mer- 
cantile places of Memphis. 


Local Association Active 


The Memphis Shoe Retailers’ As- 
sociation meets regularly each month. 
Arthur Spring, head of the shoe depart- 
ment at B. Lowenstein Bros., Inc., is 
president of the body. On October 29 
a session was held at the lunch hour, 
attended by most of the Memphis 
dealers. Plans for the entertainment 
at the annual convention of the Tri- 
State Shoe Retailers’ Association to be 
held at Memphis, March 14-15, also 
advertising and salesmanship and effi- 
cient business methods were discussed. 
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MEMPHIS BRIEFS 


Little News Items of Shoe Men and 
Shoe Stores 


Max Weiss, wholesaler, South Second 
Street, Memphis, has returned from a 
trip to Chicago. He reports Southern 
business on shoes good but some im- 
pairment to trade in the cotton sec- 
tions. This firm also exports some 


shoes. 


J. P. Kallagher, who conducted for a 
short while the place on North Main 
Street later acquired by the Rosen Boot 
Shop, has joined the salesforce of the 
Queen Quality department at Bry’s 
department store. 


Grover O’Conner, lately with Bir- 
mingham and Memphis shoe stores of 
prominence, has taken a position with 
Kempner’s, a leading Little Rock re- 
tail shoe store. 


M. F. Kramp, formerly identified 
with Kansas City shoe circles, is the 
new and efficient manager at the Walk- 
Over Shoe Store, Memphis. Among 
other recent additions here as salesmen 
are: Messrs. Hanna, Manning and 
Sugg, formerly identified with other 
prominent Memphis stores. 


Sam Heyman is making fine success 
at the shoe department, first floor of 
Halle’s Fashionable Millinery store, 
105 South Main Street, where a very 
fine line of Miller’s shoes for women is 
carried. 


Castner-Knott Company, at Nash- 
ville, large department store, staged 
their twenty-second semi-annual clear- 
ance sale in October, carrying space on 
almost every page of the Nashville 
dailies and in the shoe and hosiery sec- 
tions and had big success with this 
sale. 


Rochester 


STYLE SHOW COMING 


Scheduled for* Week After Mil- 
waukee N. S. R. A. Convention 


With the date set for the week fol- 
lowing the Milwaukee convention, plans 
already are under way for Rochester’s 
semi-annual shoe style show. It is ex- 
pected that the enthusiasm of the 
Milwaukee conclave will be transferred 
to this eity and that it will give the 
exhibition a great impetus. Even at 
this date, it is apparent that the show 
here will attract more attention than 
ever before. 

Manufacturers in Rochester are talk- 
ing about the show already, and plans 
to have full exhibits on display. 


ANOTHER $10.00 PRICE 


Gould, Lee & Webster, Inc., Adver- 
tise With Attractive Slogans 


Gould, Lee & Webster, Inc., on Main 
Street East, also have come out this 
week with an announcement of reduc- 
tions. 

Under the headings, “The Same 
High Quality but Lower in Price” and 
“Our Prices Reflect the Reduced Cost 
of Shoes,”’ two styles are being featured. 
For men, there is a calfskin shoe, oak 
sole, broad walking heel, medium toe 
of the English type, in all sizes and 
widths for $10.00 and for the women is 
being shown a mohagony brown, calf- 
skin boot with welted sole, military heel 


Where toBuy 


Engraving and Printing 


+ UNIVERSITY © 
ECrRotyet FOUND RY 





183 Enaex St. Boston 
71 Bertie St. Brockton 

















ATLANTIC PRINTING CO. 
Shoe Printers 


waees out this ad and mail for details of 
ur Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Trim Material 
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Window Displays 
BACKGROUND _ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO., Ine. 

30 Reade Street, New York 








DISPLAY MEN 
Attractive Windows— Use Win-Dece 
~ + ai a aclices Ieoeer 
WIN-DECO DISPLAY SERVICE 
98 Federal St., Boston 


220 E. Lex. Baltimore 
Consumers Bidg., Chicage 
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Miscellaneous 





—! 
SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 














“SILVERITE”’ 
ool Soles—Bound and Cord Edge 
HEEL a. Insoles—HEEL Linings 
‘or Catalogue and Price List 
L.G. ass 0, cir oh meee 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
Write for samples 
PROVIDENCE - - - R.I. 








OHIO AND VICINITY SHOE 
DEALERS ATTENTION! 


Distributors of 


AMOESANS 


(TOE SAN- cas ron moosam mooTwesn) 





Carried in Stock. Quick service. 


THE R. & S. RUBBER CO. : 
1267 W. 6th St., Cleveland, Ohio = 


OFFER FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
= Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 
SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Besten : 














A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











MEYER’S THREAD 
Is the Safe Thread 
For dependable shoemaking 
Don't tate our yess for ie 
ite 
on tent it r= Bg = 
Used in 156 different indus- 
including shoe trade. 


tries 
J. C. MEYER THREAD CO. Lowell, Mass. 
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SHOE BUCKLES | 
OFEVERY DESCRIPTION | 
BEADED AND METAL 

BUCKLES _ | 
OUR SPECIALTY | 


FASHION ORNAMENT CO. | 


198 MONTAGUE ST BROOKLYN NY 
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and new shorter forepart English last at 
the same price. 

“‘When shoe prices were on the up- 
ward trend, Gould’s prices advanced 
only as costs forced them up,”’ says the 
announcement. ““Today with the down- 
ward trend of prices, Gould’s prices are 
lowered with every cost reduction. On 
this basis all Gould’s shoes are sold— 
the best value for the amount expended 

*—and quality always.” 


PRICE REDUCTIONS 


William Eastwood & Son Company 
Feature Shoes at $10.00 


The shoe stores of William Eastwood 
& Son Company here have been featur- 
ing sensational reductions in shoes 
during the past few weeks in spite of 
the unfavorable comment passed at the 
shoe retailers’ meetings. This week 
2,000 pairs of Eastwood shoes for men 
formerly selling at $13.50 and $14.00 
were placed on the shelves at $10.00 
These are service shoes for business and 
dress wear in all assortments of leather 
and color, representing all sizes and 
widths. 


At Chamber of Commerce 


The Rochester Retail Shoe Dealers’ 
Association attended the dinner of the 
Chamber of Commerce to which all 
groups in the city were invited before 
holding their regular meeting on Friday. 
Plans for the new chamber building 
were explained at the time. 


New Shoe Store 


A new shoe store has been opened at 
No. 35 South Avenue by Westcott- 
Whitmore Company of Syracuse, whole- 
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salers in women’s shoes and slippers. 
“Two Pairs of Shoes for the Price of 
One’”’ is the advertising by-word of the 
store, and shoes are advertised at from 
$2.85 to $7.45, said to be valued at 
$6.00 to $12.00. 


Clever Ad Campaign 


The last word:in the much-talked-of 
advertising campaign of William Pid- 
geon, Jr., to link the interest in national 
politics with shoe comfort and shoe 
service appeared last week in the street 
cars. On a card suspended by a string. 
there appeared on one side “Elected, 
for National Peace, Warren G. Hard- 
ing,”’ and on the reverse, ‘‘Elected, for 
National Foot Peace, Willia, Pidgeon 
Jr.”’ It was the last word of a campaign 
that has put the glare of the calcium 
on one of the city’s most enterprising 
retail shoe merchants. 


Success Through Publicity 

Face to face with the proposition of 
selling shoes to a large city from a store 
quite remote from the heart of the 
business district, August Schreiner of 
696 South Avenue, nevertheless is 
achieving splendid success. Some time 
ago, Schreiner’s little paid reading 
notices at the bottom of news columns 
in the papers told the story of his shoes, 
and now and then there appeared a 
paragraph that said that Schreiner was 
ready to pay your fare if you took the 
trouble to board a South Avenue car 
to buy your shoes from him. Now, he 
has graduated from the little paragraph 
marked “‘Adv.”’ to the display-advertis- 
ing stage, and he is still making the 
most of his business. This week he is 
featuring orthopedic shoes in a three- 
column display ad ten inches deep. 


Salt Lake City 


BUSINESS IS. FAIR 


Generally Speaking, ‘‘Brisk” Is Re- 
port On Style Trade 

The shoe business in Salt Lake City 
may generally be described as “‘fair.”’ 
The prevailing belief among the public 
is that prices will take a decided drop 
in the very near future and this, to- 
gether with the lack of snow and rain is 
given by the local shoe men as the 
reason for the present rather quiet con- 
ditions. 

Those merchants who cater to the 
style trade, however, are in some cases 
reporting business as quite brisk. 
Men are much more conservative than 
the women buyers. The women seem 
to be always on the look out for some- 
thing new and unique. Nevertheless, 
there is a slight tendency to buy ser- 


viceable shoes in preference to “freaks,” 
even among the women, and the future 
may see a decided change in the opinion 
of some of the prominent shoe men. 
The $20.00 shoe has already lost caste. 
The uncertainty as to styles and 
prices is responsible for the slump in 
store buying just now. None of the 
Salt Lake City merchants are buying 
anything worth mentioning for the 
Spring trade. This is an unusual situa- 
tion here, as other years buyers are 
giving their orders freely by now. 


SPECIAL SALES 


**Reconstruction”’ ‘Slash’? Shoes 
at $8.85 and $6.85 

Special sales which have not been 

fashionable in the shoe trade for 

months seem to be coming into their 
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own again. Two or three prominent 
merchants are advertising sales on a 
Jarge scale. Hirschmanns’ on Main 
Street are announcing a “‘Reconstruc- 
tion sale.”” Robinsons’ are advertising 
a “slash” in prices. ‘‘Business must be 
forced today,” as one man put it. One 
firm is offering $10.00 to $12.00 values 
at $8.85, and $8.00 to $10.00 shoes at 
$6.85. It is felt in some quarters that 
it will pay to reduce stocks now on ac- 
count of the fall in prices that is to take 
place. It is pointed out that last 
season’s goods were bought at the peak 
of prices. 


**6lst Anniversary Sale’’ 


The Walker Bros. Department Store’s 
“6lst Anniversary Sale” is now on. 
This store has an up-to-date shoe de- 
partment which is under the manage- 
ment of T. P. Hunter who has in- 
creased the turnover 200 per cent or 
more during the past year or fifteen 
months that he has been in charge. 
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Mr. Hunter is one of the “‘live wires.” 
He has a round table conference with 
his clerks every Wednesday morning 
which lasts about an hour, ending just 
as the business of the day is about to 
begin. At these conferences the men 
are requested to express themselves 
freely and some valuable information 
for the conduct of the department, is 
gained thereby. “The truth” is the 


keynote of this shoe department, and 


new clerks are cautioned to tell the 
truth concerning sizes and styles and 
other points on which they may have 
an opportunity to give information. 
This store carries Hanan & Son’s 
shoes as the top grade. The prices of 
the shoes which they carry range from 
about $13.50 to $17.50 at present. 


New Front 


The Walk-Over Shoe company has 
put in a new front and remodeled the 
entire store. This store is doing a good 
general trade. 


Haverhill 


An Attractive Brogue 


The “‘Seville’’ two-strap brogue welt 
pump with military heel made up in 
mahogany Russia with nickel buckles 
is one of the new artistic patterns being 
brought out for immediate and futuré 
delivery. This pattern, which makes 
an especially attractive shoe for window 
display, is being featured by Welch, 
Moss & Feehan Company of this city. 


To Another City 


The Proctor Sole & Counter Company 
of this city, through E. A. Proctor of 
the concern, has purchased factory 
buildings on North Ninth and Clinton 
Streets, St. Louis. The newly acquired 
property consists of a three-story brick 
factory 50 by 100 feet and an additional 
one-story building 40 by 100 feet. The 
Proctor Company will remove to St. 
Louis about January 13. Mr. Proctor 
states that the change is made to better 
serve the large Western trade with 
which his firm is identified. 


To Larger Quarters 


The Oriental Boudoir Company has 
removed from its former location on 
Essex Street to 118 Phoenix Row where 
the factory quarters are located on. the 
street floor, and increased facilities are 
available for the production of women’s 
boudoir slippers and an enlarged stock 
department. This concern is having an 
especially good call at the present time 
for pink and blue boudoirs. 


Building Making Progress 


The Witherell & Dobbins eight-story 
factory building on River Street, which 
has been for several months in process 
of construction, is rapidly approaching 
completion. Major Root, head of the 
construction concern which is building 
the factory, states that it will be ready 
for occupancy early the coming year. 


Men’s Welt Production 


The Harry E. Adams factory is 
having a good production of the men’s 
Goodyear welts with which this firm 
is identified and which are sold to lead- 
ing wholesalers in the principal cities. 
Mr. Adams, head of this concern, says: 
“‘We have built up our business and are 
continuing it on a value received basis 
with our customers.” 





An Inviting Name 


The Walk-In Boot Shop is the name 
of a Buffalo, N. Y., shoe store. It is 
located at 388 William Street and is 
conducted by Jack Dautch and Harold 
Greenstein: This store with the very 
inviting name is also called ““The Home 
of Foot Comfort.” 





Variety Spice of Cobbling 
A country cobbler has this sign before 
his establishment: | 
“Boots & Shoe Repaired. Rubbers 
Mended. Scissors Ground. Apples 
For Sale, Cider For Sale. Flowers For 
Sale.” 


Where to Buy 


Miscellaneous 























XELLYEARDS 


Have been the standard retailers’ 
window cards for eight years 


ASK US ABOUT ccc, 
“The Signs of L 
F. B. KELLY co., INC. 
508-512 St. Paul Rochester, N. Y 











Perfection Pneumatic 
Arch Cushion 


— - - to Prevent 
allen Arches 





ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 





LOWER PRICES 0 ON WOMEN’S» 
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Where to Buy 


Shoe Polishes 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 
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These SUPER-VALUES, listed below. 
HIGH QUALITY BOOTS---PRICED on the LOWEST MARKET. 


If not familiar with our LASTS, then send for SAMPLE PAIRS, or 
SAMPLE DOZENS. 


# 
Qu 
ct 
a 
n 


Stock No. Last 
793 Blk. Kid 10" Lace Rajah AA, 
710 Blk. Kid 9" Lace Rajah AA, 
7O6N Blk. Kid 9" Lace, Polo 
131 Bik. Kid 7" Lace Sensible 
1803 Blk. Pony Kid 9" Lace Gloria 
131P Blk. Pony Kid 7" Lace Sensible 
711N Bro. Kid 9" Lace Rajah 
769 Bro. Pony Kid 9" Lace Rajah 
737N Bro. Kip 9" Lace Rajah 
738N Bro. Kip 9" Lace Polo 
672 Blk. Kip Cab 9" Lace Polo 
top 
5000 Blk. Kid 9" Lace Laurel AA, 
5004 Bro. Kid 9" Lace ‘Laurel 
5002 Blk. Pony Kid 9" Lace Laurel 
5007 Bro. Kip 9" Lace Laurel 


Also see our new SPRING LINE of 
BOOTS, OXFORDS, STRAPS, PUMPS, ETC. in 
IMITATION TURNS, IMITATION WELTS, and GOODYEAR WELTS. 


MANCHESTER, N. H. 
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Pittsburgh 


TRADE CONDITIONS READJUST- 
ING 
Higher Grade Quality Shoes Have 
_Been Reduced 

A good many of the stores over town 

and surrounding districts have con- 
(inued to show low cuts of. every de- 
cription, during the past week. Sales 
iveraged about 4 per cent in low-cuts 
‘nd the remainder in boots. It is 
hought that the percentage of low cuts 
for the coming weeks will average from 
i5 per cent to 25 per cent, for cold, 
snappy Winter weather has made its 
much needed appearance. 

The higher grade quality shoes 
shown in the shop windows have come 
in for reductions. The reductions have 
come as near replacement costs as pos- 
sible. The public was made acquainted 
with the new price conditions through 
advertising mediums which read as 
follows: 





How Ads Read 


“Now that the pinnacle of high 
prices has passed and prices are 
adjusting themselves, we are de- 
termined to assist the good work. 
We are simply waving aside our 
profits for the time being and 
cutting prices.” ‘ 


Another reads: 


“All Walk-Overs Now Re- 
duced at Replacement Values. 
What does this mean? Regard- 
less of cost or when bought, the 
price of every Walk-Over for this 
season is marked down for $1 to 
$4 a pair to agree with today’s 
manufacturing cost.” 


Still another: 


“Never before in the history of 
our business have we offered 
Verner’s quality shoes at such 
drastic price reductions and at 
this time. .at’ the very beginning 
of the season.” 











It is expected that other shoe mer- 
chants will follow in the steps of the 
above. 


A RECENT VISITOR 


W. H. Gascoigne of Liverpool, Eng- 
land Addresses Merchants 
A representative from Liverpool, 
England, in the person of W. H. Gas- 
coigne visited the city recently as a 
guest of Lazarus-Mensch Walk-Over 
Stores. 


Mr. Gascoigne who manages all 
the Walk-Over stores in the provincial 
districts in England arrived in the 
city after visiting different stores in 
Chicago, Cleveland, Buffalo, Wash- 
ington, Baltimore and Philadelphia. 
He was pleased with the cordial recep- 
tions extended him everywhere through- 
out his stay here in America. At a 
recent meeting of the Shoe Retailers’ 
Association of Allegheny County, Mr. 
Gascoigne not only told in an interesting 
manner of shoe conditions in England 
but also of the political situation in 
America as viewed by Englishmen. 


SELF-SERVE STORE 


The First of Its Kind in Allegheney 

‘ County 

Vandegrift, Pennsylvania, boasts of 
its novel shoe store as conducted by 
Mr. Blair. Customers have found the 
idea of “‘waiting on themselves” to be 
very advantagous. “Catch signs, good 
window displays and a wide-awake 
spirit of its proprietor is causing the 
store to literally walk-away with more 
trade,”’ was a recent report made by 
Marshall C. Riggs who represents the 
Wizard Foot Appliance Company. 


PETTY’S BOOTERY 
212 Stanwix Street—An Exclusive 
Women’s Shoe Shop 


Another exclusive women’s shop 
recently opened at 212 Stanwix Street 
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by D. F. Petty, inaugurated their 
initial sale of women’s shoes. All 
Stetson tailored makes valued at $14.00 
were marked at $12.50; fifteen hundred 
pairs which were on sale at $10.50 in- 
cluded high and low brogues, and black 
and brown nine-inch boots. Twenty- 
four hundred pairs in all leathers and 
styles sold at $8.50 and 400 pairs in 
black kid boots with military heels 
retailed at the latest price, $7.50. 


Bowling League Formed 


A bowling league for shoemen over 
the city was recently organized. The 
teams entered for a series of eighty- 
four games include three members from 
the following stores: Sorosis, Regal, 
Rosenbaum, Books, Federal and Arco. 
The teams which meet weekly at the 
Club Alleys are well organized and the 
season promises not only recreation 
“for men of the stool’’ but a silver lov- 
ing cup to the victorious team. H. L. 
O’Brien, vice-president and _ hustler 
of the bowlers’ organization speaks 
highly of Sorosis’s chances for victory. 


At Ross & Jamison’s 


Mr. Jamison who manages Ross & 
Jamison’s store at Beaver Falls reports 
excellent trading during the past few 
weeks. Cordovans both in the medium 
and English lasts are going strong. 
Brogues for women are just fair with 
occasional demands for novelties. Satin 
slippers with tie Louis XV heel at $12.00 
selling very well. 


Detroit 


NEW ASSOCIATION BORN 


Retail Shoemen and Salesmen 
Organized at Ann Arbor 


A’ baby” retail*shoe -merchants’ »asso- 
ciation was born at Ann Arbor Octo- 
ber 29. It was christened “‘Michigan 
College District Retail Shoe Dealers’ 
Association,’”’ and comprises the shoe 
merchants and salesmen of both Ann 
Arbor and Ypsilanti, Michigan. Al- 
most without exception, every mer- 
chant and shoe salesman of these towns 
were present. 

The organization of the association 
was preceded by a banquet at the 
Michigan Union, Ann Arbor’s new 
club house. About sixty shoe mer- 
chants were present from Detroit, 
Chicago, Jackson, Flint, Saginaw, 
Ypsilanti and Ann Arbor. 


President Wilson Talks 


Wm. Purfield, of Purfield & Co., was 
chosen chairman of the evening. After 


the inner man had been gratified, he 
called upon Past President J. E. Wilson, 
Detroit Walk-Over stores, for the open- 
ing remarks. Mr. Wilson stated that 
he “ had * been: away ‘ on' an ' Eastern 
buying trip but had “cut it short’’ to 
be present at this meeting. He said: 
“T am always glad to assist in forming 
such organizations because I feel that 
much of my success in business is due 


Where toBuy 


Boys’ Shoes 





J. PINSKER 


127 Duane Street - New York 
. SALESROOM 


Little Gents’ and Boys’ Shoes 
Made by 


C. F. STAHLER SHOE CO. 
Allentown, Pa. 
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Model B 301 


Dark Brown Calf Uppers, Fine Oak Tanned Soles, Parkway Last 





In-Stock Service 


We are prepared to give our trade quick shipment from the floor on all Crossett 
styles carried in stock. 

Our Saturday Evening Post co-operative advertising stimulates sales on our 
popular models. Keep your sizes and widths in good shape by using our at-once 
service. 

Honest shoes—co-operative national advertising—efficient In-Stock service: these 
advantages we offer our dealers in fullest measure. 








Write for catalog and appointment with salesman 


CONSTANT IN QUALITY — NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO. 
NORTH ABINGTON, MASS. 


New York Salesroom San Fr i Sal Chicago Branch Boston Salesroom 
606 Marbridge Bldg. 463 Pacific Bldg. 19 South Wells St. 58 Lincoln St. 
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tothem. I have learned more through 
my association with the shoe merchants 
in these local, State and the national 
associations than in any other way. 
They are our chief medium of exchange 
of ideas.” 


President Jackson Talks 


J. T. Jackson of Detroit, president 
of the Michigan State Retail Shoe 
Dealers’ Association, followed; ‘speak- 
ing of the benefits to be derived from 
such an organization as that propcsed, 
and chiefly of the benefits a close asso- 
ciation with the State and national 
associations would bring. He enu- 
merated many of the good things the 
National Association had accomplished 
and some that organization was trying 
to do today. 


Salespeople’s Education 


Steven J. Jay, of R. H. Fyfe & Co., 
president of the Detroit Retail Shoe 
Dealers’ Association, spoke chiefly of 
the education of the salespeople, show- 
ing how they stand between the mer- 
chant and his customers. He illus- 
trated the value of co-operation in the 
store by means of a bundle of sticks. 
He showed how easy it was to break 
single sticks, but. that it was impossible 
to break a number at one time. He 
said that co-operation meant a strong 
store organization. 

“T believe, also,”’ said Mr. Jay, “that 
when anyone asks us, ‘How’s business, © 
we should reply, ‘Business is good.’ 
If we say ‘Business is rotten,’ he imme- 
diately begins to think everything is 
rotten, that business is bad./Af we 
think business is good we will find it is 
far easier to do business than if we 
saturate our minds with the thought 
that it is bad.” 





Speakers Enthuse Meeting 


J. E. Ertell, of Ertell & Butler, 
Detroit, complimented the shoe men of 
Ann Arbor for the splendid showing 
they were making at this banquet and 
enumerated several benefits from organ- 
ization. 

Frank E. Rutledge, through whose 
efforts the gathering had been made 
possible, spoke of the importance of 
organization and of having the sales- 
men ~beeome «members of the same 
organization with the merchants. 

C. W. Hooper, of Scholl Manufac- 
turing Company, Chicago, also pointed 
out the importance of salesmen learning 
proper shoe fitting. 

As soon as the speakers had enthused 
the gathering with their messages, 
J. E. Wilson began an active campaign 
for the organization and the associa- 
tion was formed and the following 
officers elected: 
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Election of Officers 


President, Wm. P. Purfield, of Pur- 
field & Co., Ann Arbor; first vice-presi- 
dent, Reuben J. Hoffstetter, Ann Arbor; 
second vice-president, John Willough- 
by, Ypsilanti; secretary, Edward A. 
Schneider, of Mack & Co., Ann Arbor; 
treasurer, Ray Cotton, of Minnis & 
Cotton, Ypsilanti. Directors: Charles 
Wahr, Ann Arbor, chairman; Frank 
Minnis, Ed. Cannon and Earl McNutt 
of Ypsilanti; Charles Gross, Harold 
Finkbinder, Herman Gokenbach, 
Adolph Hoffstetter and Emanuel Gross 
of Ann Arbor. Chaplain, Samuel Davis, 
Ann Arbor. 


Automatically National Members 
One of the important things to every 

association brought out was the idea 

of-making the fees for merchants $10 
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and for salesmen $5, from which fees it 
is proposed that the association pay 
the necessary fees to make every local 
member also a member of the Michigan 
State Association and the National 
Association. If this were done in all 
local organizations, the State and 
national associations would prosper 
and every member become automati- 
cally a member of all three organiza- 
tions, with full privileges. 


A Rosy Future 


Owing to the lateness of the hour 
speeches of acceptance of the officers 
were cut short, but the association 
started off amidst a great burst of 
enthusiasm and with a very rosy future. 

This is perhaps the first organization 
of the kind where two near-by cities 
amalgamate to form an association. 


Boston 


PLUGGING THE GAME 


Retail Shoe Merchants Working 
Consistently for Active Business 


An inquiry made to the average retail 
shoe merchant at this time as to the 
method which he is adopting to promote 
business will invariably bring forth the 
reply: “I am plugging the game just 
as hard as I possibly can. I am offering 
as low prices as are consistent with the 
figures at which I purchased my stock 
from the manufacturer. Some of my 
stock was bought way back last Janu- 
ary and February, when prices were at 
their high peak—I am offering specials 
wherever I can; I am selling novelties 
in goodly number, I have commenced to 
display my holiday stock.” 


ATTRACTIVE WINDOWS 


Show Fall and Winter Footwear— 
Christmas Shopping in November 
Urged 

The windows have been very attrac- 
tive the past two weeks. Already a 
holiday atmosphere has been imparted 
and this is emphasized by editorials in 
some of the daily papers advising the 
public to buy practical gifts this year, 
and thus help the retail merchants to 
move their stock, place orders for new 
goods with the manufacturers, and 
by keeping the wheels of the factories 
turning, give employment to thousands 
and in turn replenish the pocketbooks 
of the public. 

Reasons for doing Christmas shop- 
ping in November are advocated by 
merchants in the newspapers. It is 
stated that selections may be made 
now much more leisurely and comfort- 
ably; that assortments are at their 


newest and best; that salespeople have 
more time and opportunity to render 
the service that managers and sales- 
force are anxious to give, and there is 
less tension upon delivery. 

As an additional inducement some 
of the stores are offering to those having 
charge accounts the privilege of paying 
fer merchandise purchased between 
November 1 and Christmas as late as 
January 1, 1921. 

At the shoe department of Jordan 
Marsh Company, the regular Christ- 
mas commission of one-half of one per 
cent to each of their salespeople on 
total sales is effective from November 1 
to December 25. The non-selling 
workers will benefit in their Christmas 
bonus proportionately with salespeople. 





THREE BIG DAYS 
Franklin, Simons & Co., New York, 
Visits Vendome 

A high-grade New York department 
store, Franklin, Simons & Co., made its 
first visit to Boston last Thursday, 
Friday and Saturday. For six years 
previously they have visited one of our 
colleges—Wellesley, but this year they 
decided to invade Boston proper. With 
their attractive showings in women’s 
gowns, wraps, laces and lingerie, they 
brought along some attractive footwear. 
This was arranged on a small table 
between two of the front parlors oc- 
cupied by them. Miss Harriet Strong, 
a veteran style demonstrator, told 
about the merits of the footwear dis- 
played. 


Footwear Harmony 


“Shoes are chosen according to 
gown,” said Miss Strong, ‘‘so is hosiery. 
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: ) 32 So. Wells St. CHICAGO Novelty Shoe Bldg. 
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ANOTHER ONE OF OUR 
SPECIAL VALUE OFFERING 


ONE AND TWO STRAP HOUSE SLIPPERS 


ON THE FLOOR READY TO SHIP 
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No. 511—Women’s Black Cab. One Strap No. 515—Women’s Black Cab. Two Strap 
House Slipper, Leather Quarter Lining, House Slipper, Leather Quarter Lining, 
with Bow, Sizes 3-8... ..... 0.0.0 5200e: $1.70 Within Maw, Tames SB... ccc cwces $1.70 




















“THE FASTEST GROWING SHOE HOUSE IN THE MIDDLE WEST”’’ 


FEATURING WOMEN’S NOVELTY AND STAPLE FOOTWEAR 
ON THE FLOOR ~ READY TO SHIP 


NOVELTY SHOE CO. 
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We dye the hosiery to match the leather 
in the shoes, or to harmonize with the 
shoe or gown. The baby Louis heel is 
a favorite on both afternoon and eve- 
ning styles. We sell many full Louis 
for evening wear, but more baby Louis 
heels.” 


Baby Louis Heels 


A bronze pump with a baby Louis 
heel was shown; a black kid oxford 
with suede cut-outs at the lace stay; 
a light tan brogue, and a black satin 
pump, were all popular models. The 
black satin carried the full Louis heel 
and a34-inch vamp. There were three 
types of high lace boots in 84-inch top, 
lace, in plain and combinations. A 
brown brogue pattern was displayed. 
The sale was a record breaking one. 
J. Cassidy was in charge. 


Snyder in Europe 


M. W. Snyder of H. S. & M. W. Sny- 
der, leather merchants, is now in 
Europe, visiting the agencies of his 
company. 


Buyers in Boston 


William Everett and Mr. Box, Eng- 
lish leather buyers, are in the Boston 
market. 


MOTION IN WINDOWS 


Sales Increased By Clever Device— 
Endorsed By Merchants 


A clever device, known as the Elec- 
tric Window Salesman, is making a 
direct appeal to passers-by in many of 
the shoe store windows in and around 
Boston. This is an eight-inch, machine- 
turned, ball-bearing nickel table, and 
machine-cut gears. It is rotated by a 
small, special, high-grade motor, 
through a drive shaft. It is furnished 
with a 30-inch display table’of hand- 
polished mahogany. The machine 
carries a weight up to 150 pounds. It 
is portable, scientifically timed, and 
moves the merchandise at a speed of 
five revolutions to the minute. The 
cost of operation is three cents a day. 


At the Elite 


The Elite Boot Shop operates seven 
of these turn tables, and had the fol- 
lowing to state—‘‘They not only attract 
attention but sell the goods displayed 
on them. They are by far the best 
moving fixture we have ever tried.” 

The best results are obtained by mer- 
chants who price their goods in con- 
nection with this device. These de- 
vices can be attached to any fixture 
now in use in windows or in shoe stores. 
No belting is required. The machine is 
placed on the floor of window and three 


times the amount of merchandise is 
displayed as in the ordinary method. 
The entire effect is artistic and a mov- 
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ing picture merchandise story is told 
which increases footwear and footwear 
accessories sales. 


Brockton 


LOCAL FACTORY IMPROVE- 
MENTS 


Brockton shoe manufacturing con- 
cerns are taking advantage of quiet 
conditions in manufacturing to repair 
and otherwise improve the condition 
and appearance of their plants. Several 
of the factories have been recently 
painted until they shine like new. 
Practically all the larger shoe: manu- 
facturing concerns in Brockton own 
their plants. In this respect they dif- 
fer materially from most concerns in 
other shoe manufacturing centers. 
Brockton shoemen take pride in their 
factories and expend large sums yearly 
to maintain their efficiency as well as 
their appearance. 


A Personally Designed Shoe 


George E. Keith, president of George 
E. Keith Company, designed as a 
frontispiece of “‘Walk-Over Prints,” a 
magazine published by the concern, a 
woman’s high top boot. This was 
shown in colors with a band of solid 
gold leaf near the top, burned into the 
leather. It isn’t often that the head of 
so large a business as that of George E. 
Keith Company ever takes time to 
personally design a shoe pattern. Mr. 
Keith, however, is one of those men 
who is never too busy to attend to de- 
tails concerning the great business of 
which he has so long been the active 
head. 


Quick Shoemaking Service 


Realizing the necessity of quick de- 
liveries of seasonable shoes, Brockton 
manufacturers are making special ef- 
forts to serve their customers in this 
direction. A notable instance is a plan 
developed at Field & Flint Company’s 


factory for an emergency quick delivery 
service. This concern undertakes to 
make up shoes according to customer’s — 
specifications and to ship within two 
weeks after the order is received. They 
statethat such goods are in every respect 
as high in quality as if several months 
had been occupied in the making. By 
careful planning they have developed 
this idea as thoroughly workable in all 
details. : 


Addition to Last Factory 


The Mawhinney Last Company are 
to make an addition to their factory on 
Spark Street in the Montello district. 
The new buildings will be used for the 
process of kiln drying last blocks and 
will give additional facilities for this 
work. 


New Factory Nearly Completed 


The new No. 11 factory of George E. 
Keith Company of this city is nearly 
completed. This building, which will 
produce women’s footwear, is 400 feet 
long, 60 feet wide with the addition of a 
large L. The cost will be approximately 
$500,000 and the capacity of the plant 
about 6,000 pairs daily. Its modern 
construction will make it one of the 
finest factory buildings in the United 
States. 


Trade Visitor from Philippines 


Leo Cotterman of Manila, Philippine 
Islands, accompanied by his family, is 
in Brockton. Mr. Cotterman, who is 
connected with the George E. Keith 
Company’s Walk-Over store in Manila, 
is making his first visit to the factory in 
this city since 1910. He was formerly 
employed in the office of the local 
plant. 


St. Louis 


E. A. PROCTOR LOCATING HERE 


E. A. Proctor of the Proctor Sole & 
Counter Company of Haverhill, Mass., 
has purchased the buildings fronting 115 


feet on North Ninth Street and 150 feet . 


on Clinton Street, now occupied by the 
Diagraph Stencil Corporation, the 
Northwestern Brass Foundry Com- 
pany and the Acme Pattern Works. 
The buildings include a_ three-story 
brick factory, 50x140 feet, and an ad- 


ditional one story building, 40x100 feet. 
The Proctor Company’s Haverhill fac- 
tory will move here about January 1. 
The Chamber of Commerce has been 
in touch with Mr. Proctor since last 
Fall when he made his first trip to St. 
Louis. Talking of the reasons which 
led him to move to St. Louis, Mr. 
Proctor said: 
“Some time ago we saw the hand- — 
writing on the wall and realized that — 
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NO. 4134 
NKLE, BLACK KID POL- 
5 i. TOP, 
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SH, 74 LAST, G. W., 8-IN. 

-IN. CUBAN HEEL. IN ST 
, E. PRICE 











NO. 4131 
BROWN SIDE POLISH, 89 LAST, 
1%-IN. GOODYEAR WINGFOOT 
RUBBER HEEL, REAL TIP. IN 
STOCK: A, B, C, D. PRICE. .$6.30 








A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON OFFICE . 428-430 ALBANY BUILDING 
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DAVIS IMPROVED CUSHION SOLE 
SHOES, DR.A. REED, PAT- FAMOUS 


NEW PROCESS ENTEE, 1900, 1901. THIS IS 
A FLEXIBLE NOT THE ORIGINAL DR. A. Crumbs of Comfort 
CUSHION SOLE REED CUSHION SHOE PRE- (Reg. U. S. Pat. Of) 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. SHOES 
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unless we were better located to serve 
our large Western trade, built up 
through many years, that we were 
going to lose it. We, therefore, began a 
study which extended over fifteen 
months and embraced every prominent 
shoe producing center in the country 
outside New England. 

“We decided on St. Louis, largely 
because of the continuous -and rapid 
growth of the shoe industry here. St. 
Louis is rapidly encroaching on the finer 
grades of footwear controlled in the 
past by Eastern manufacturers. 

“St. Louis manufacturers have ex- 
hibited broader foresight than Eastern 
manufacturers. While St. Louis fac- 
tories have continued operations, for 
example, there has not been a shoe 
made in Haverhill for several months.” 

Mr. Proctor also stated that increases 
in freight rates, uncertain deliveries and 
the long haul from the East were re- 
acting heavily on eastern manufactur- 
ers. He said the St. Louis advertising 
campaign is helping to awaken Eastern 
industry to the disadvantages of their 
location for economical and satisfactory 
service to their Western patrons. 

“T believe other manufacturers will 
soon be on their way in this direction,” 
Mr. Proctor said. 


Frank Nobel With Vinsonhaler 


Frank Nobel formerly of the Nobel- 
Moder Shoe Company, and who for a 
quarter of a century has been engaged in 
the retail shoe business in St. Louis, 
has after a period of a year’s retirement, 
returned to the shoe business but in the 
wholesale end. Mr. Nobel has ac- 
cepted the position of city salesman for 
Vinsonhaler Shoe Company, taking the 
place of John L. Sullivan who will 
travel Wisconsin and Nebraska. 


Special Banquet Plans 


The monthly banquet and meeting 
of the ‘““‘Walk-Over Boosters” Club will 
be held Wednesday, November 10, ata 
place yet to be selected. President 
Miller is preparing a special program. 





Salesmen Return for Election 


The past week brought a large num- 
ber of shoe salesmen back to St. Louis 
to vote. The few days in the house 
gave many an opportunity to become 
imbued with a more optimistic feeling 
and they are returning to their terri- 
tories with renewed vigor and a deter- 
mination to “hit the ball’’ harder for 
the remainder of the season. 


H. J. Nicholl, Vice-President 


H. J. Nicholl, formerly with Van 
Kleeck, Inc., has associated himself 
with Pedigo-Weber Shoe Company 
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and has been elected vice-president. 
Mr. Nicholl covers the larger cities in 
the West where he has a wide acquaint- 
ance among the large retailers. 


Missouri Factory Statistics 


The shoe industry of Missouri shows 
the total factory production of 55 plants 
was $142,382,215 in 1919 with the ag- 
gregate of pairs reaching 38,667,253 
according to the annual report. St. 
Louis is the center of the industry, al- 
though there are factories at St. Joseph, 
Hannibal, Jefferson City, Louisiana, 
Carthage, DeSoto, Columbia, Poplar 
Bluff, Cape Girardeau, Brookfield, 
Moberly, Kirksville, Mexico,. Union, 
Hermann, Washington, Marshall and 
St. Charles. 

By far the greater proportion of these 
outside plants are operated by St. Louis 
concerns. Factories operated by St. 
Louis houses in Illinois practically 
balance the production of Missouri- 
owned factories not controlled by St. 
Louis houses so that it may be taken 
from the figures that the aggregate of 
the St. Louis concerns was equal to the 
total quoted for the entire state. 

These figures do not include any shoe 
jobbers’ figures. The total reported is 
to be contrasted with a total in 1914 of 
$52,522,066 or a grain of approximately 
172 per cent. The number of em- 
ployes in 1919 in Missouri factories was 
19,500, drawing a total wage of $20,- 
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593,018. The invested capital for 1919 
was $43,792,985, as compared with $28,- 
033,802 for 1914. Of the total output 
for 1919 in Missouri 26,053,678 pairs 
had a total value of $106,743,114, or an 
average value per pair of $4.10. The 
payroll for 1914 was $9,978,610 to 17,- 
062 employees, making an average per 
employee of $585 as against an average 
of $1,056 in 1919. This shows that 
the average increase in income per 
worker was $471 or more than 80 per 
cent. 


REDUCTIONS OF 50 PER CENT 


Wholesalers Sell Merchandise 
Amounting to Millions 

At last the. ball has started rolling 
down hill on the price situation. 
Millions of dollars worth of merchandise 
has been disposed of by St. Louis 
wholesalers along Washington Avenue 
in their pre-inventory sales at decided 
reductions from the recent peak prices. 
These reductions are said to range as 
high as 50 per cent in some cases. 
Twenty-five hundred buyers from all 
parts of the country have been at- 
tracted to St. Louis by this price cutting. 
The sudden drop in temperature com- 
ing while the market was filled with 
merchants tended to spur them into 
more liberal buying. The shoe houses 
participated in this selling event in a 
greater or lesser degree, depending on 
their immediate shipment stocks. 


Louisville 


COLD WEATHER NEEDED TO 
STIMULATE TRADE 


Election Fails to Promote Buying 


Clear, slightly cold weather has re- 
sulted in business being more seasonable 
with Louisville retailers, but a bit of 
sloppy weather would make it much 
better according to some of the leaders 
in the business. The fact that-election 
is over is helping a little, but election 
bets, consisting of hats, although the 
retailers could possibly turn it into 
shoes with a little featuring of the idea, 
according to the opinion of one retailer 
who failed to think of it in time to try 
it out this season. 

It is held that the result of the elec- 
tion is not likely to have much material 
effect one way or another, or make for 
much lower prices. It is felt that busi- 
ness will now steady a little, but while 
it is believed that prices will gradually 
work lower, and conditions get gack to 
a nearer normal policy, it is not ex- 
pected that any big breaks will come in 
anything. The principal trouble right 
now is uncertainty, and refusal of job- 





ber, dealer and consumer to buy, while 
the manufacturer isn’t stocking raw 
material. Locally, business is active 
in most lines, and there are not many 
people out of employment. 

However, the writer overheard an 
employer remark that he had about 85 
answers to an advertisement during the 
week for five salesmen, to handle a 
retail proposition, which would indi- 
cate that there are either men out of 
work, or men dissatisfied with their 
present environment. 


Prominent Shoe Merchant Passes 
Away 


Louisville shoe men were saddened 
on November 4th, to hear of the death 
early that morning of Henry J. Mullins, 
60 years of age, head of the Hub Shoe 
Company, 202 West Market Street, a 
charter member of the Louisville Retail 
Shoe Association, president of the or- 
ganization in 1919, and for 23 years in 
the shoe business at one location. Prior 
to that he operated a drygoods and shoe 
store on Portland Avenue, which he 
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BUSINESS—AS USUAL 


WITH 


“CONSTANT COMFORTS’? 


Don’t miss sales on account of being out of 
staple merchandise. You take no chances in 
anticipating your wants on these Safe-Sellers. 
Every one a Business-Builder. These shoes 
are priced on today’s leather market and 
represent values that are not excelled by 
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No. o- Kid,{Pl. Toe, 9-8 R. H., 
No. =. Kid, Stk. Tip, 9-8 R. H., 


No. 1D Black Kid, 11-8 C at’ s Paw Both In Stock, C, DAE. 


R. H., Polish. In Stock—B, C, D, E. Price $4.50 


Price $5.50 ~ No. 201—Same Shoe as No. 20, lower 
s grade. 
No. 200—Same Shoe as No. 2, lower 
grade. 
Both In Stock, D, E, EE. 


Price $3.60 


No. 5—Black Kid, % Fox, Pl. Toe, 8% 
inch, Polish. 

Price $7.00 
No. 31—Black Kid,}% Fox, Pl. Toe 
7% inch, Polish. 

Price $6.50 
No. 34—Black Kid, % Fox, Imt. Tip, 
7% inch, Polish. 

Price $6.50 


All In Stock—A, B, C, D 


: 
: 
: 
; 
: 


No. 65—Blk. Kid, Stk. Tip, 9-8 R. H. 
Oxford. 
No. 61—Blk. Kid, Pl. Toe, 9-8 R. H. 
xford. 
Both In Stock, C, D, E, EE. i Kid, Wh 1 I 
: No. 52—Blac i ole Qtr., Imt. 
Price $3.50 Tip, Oxford. A grade. 
No. oe Kid, win Qtr. ia 


N ‘oe Oxford, A grade. 
o. 90—Same as No. 65, lower grade. Both InSeck A.B, CD 


No. 91—Same as No. 61, lower grade. 


Both In Stock, C, D, E. 
Price $3.15 Price’ $5.25 


No. oe Re. Pl. Toe, Oxford, 11-8 
No. “s.- Kid, Stk. Tip, Oxford, 11- 
Both In Stock, B,C, D,E. 


Price $4.10 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 
AUBURN MAINE 
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started with a shoe string, and de- 
veloped quite a large business, featur- 
ing working shoes, and strong sub- 
stantial merchandise, but also carrying 
aline of dress shoes. Mr. Mullins came 
to Louisville as manager of a brass 
foundry from Covington, Ky., a good 
many years ago. 

tle was a good business man and 
exceptionally clever at picking .good 
men and training them well, resulting 
in some of his youngsters being found 
throughout the trade here. Death was 
due to a form of pneumonia resulting 
from poisoned bronchial tubes. Mr. 
Mullins was sick five weeks and in the 
hospital the last week. He was a mem- 
ber of the Board of Trade, Market Street 
Improvement Association, Knights of 
Columbus and other organizations. Mr. 
Mullins had no children and ‘is sur- 
vived by his wife and two sisters. 

Resolutions will be adopted and 
spread on the minutes of the meeting 
of the Louisville Retail Shoe Associa- 
tion on November 9th, in connection 
with the death of Henry J. Mullins, 
former president of the association. 
Manager Jacobs Urges ,Liquidation 

Manager Jacobs, of the Louisville 
Dan Cohen Company store, has been 
offering some big sale values, stating 
that the company has made some big 
purchases in the open markets, and is 
calling on local store managers to re- 
duce prices, and unload excessive stocks 
for cash. “‘Red Cross’’ women’s shoes 
are being offered at $8.95 a pair; ex- 
cellent men’s Munson last army shoes 
at $4.95; spats at $1.69 a pair. 


Price Reduction Sale 
The Petot Shoe Company has an- 
nounced a reduced sale price on 2,000 
pairs of women’s shoes, adjusting prices 
from one to three dollars a pair, under 
the opening prices of the season. 


Election Day Holiday 
Herman Straus & Sons Co. closed 
all day election day, giving the girls a 
good chance to make their first vote, 
and allowing every ‘one a day’s rest at 
full pay. 


Kentucky Fair Price Committee 
Dissolved 

The Kentucky Fair Price Committee 
has been discharged, and from now 
forward there is not much prospect 
of any further regulating of prices. 
Locally the District Federal Court 
killed all prosecution months ago by re- 
fusing to prosecute under the Lever Act. 


Group Insurance On All Employes 


Kaufman Straus & Co., on November 
4th, announced that the company had 
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taken out group insurance on all em- 
ployes, policies ranging from $500, for 
for six months’ work; to $1,500 for older 
employes; this being the second depart- 





ment store in Louisville to distribute 
insurance among their employes, the ° 
Stewart Dry Goods Co. having been 
the first. 


Bufialo 


Trade Confidence Increasing 


Election day and the warm weather 
are over and shoe dealers in Buffalo 
are viewing the future with more 
optimism. 

Shoe men here are feeling more 
confident in tbe future. Traveling 
salesmen report that they are getting 
more orders now than they did before 
election. 

The cold weather has put more snap 
into the shoe trade. The warm spell 
which lasted so late into the Autumn 
hit the sale of high shoes a hard blow, 
and sales of oxfords and brogues did 
not make up the deficit. And so the 
colder weather was welcomed by the 
dealers. 

Afternoons now find the stores 
crowded with customers who keep the 
clerks busy. The slump in business, 
owing to plants laying off their help, 
has not been felt as keenly here as in 
some other cities. This is due to the 
fact that Buffalo is not a one-industry 
town. There is a greater diversity of 
industries here than in almost any 
other city in the United States. And 
so, when one particular branch of 
manufacture lays off its men, they can 
be pretty sure of getting some sort of 
work in another shop. Wages are good 
here. 


Convention Plans Progressing 


Plans for the State convention of 
retail shoe men, which will be held 
here next July, will be discussed at a 
meeting of the Buffalo Retail Shoe 


Dealers’ Association, on the evening of 
November 10, at the Hotel Iroquois. 

William Pidgeon of Rochester, presi- 
dent of the State association, and Harry 
Phelan, its secretary, were to be here 
at the meeting, together with delega- 
tions of shoe dealers from Rochester 
and Syracuse. 

Frederick Becker, president of the 
local association, sent out notices to all 
business men in any way connected 
with the leather industry. 


Live Association Meeting 


The Buffalo association of traveling 
shoe salesmen are planning to have 
record attendances at their meetings 
this Winter by securing interesting 
speakers. 

The first meeting since September 
was held November 6 at the Hotel 
Iroquois. The speakers were Frederick 
Becker, president of the Buffalo Retail 
Shoe Dealers’ Association and C. S. 
Valentine, who has charge of the 
Associated Service Building here. 

Mr. Becker urged the co-operation of 
the traveling salesmen in the coming 
retail shoe men’s convention here. Mr. 
Valentine spoke on the advantage of 
the Associated Service Building, which 
gives manufacturers a downtown place 
.to display their wares. 

A. F. Jenks, president of the Travel- 
ing Men’s Association and R. J. 
McDonald, its treasurer, will attend 
the national convention at Des Moines, 
Ia., in January, as delegates from this 
city. 


Utiea 


Unemployment Seriously Injures 
Buying 


Shutting down of practically every 
large knitting and cotton mill in the 
city, throwing thousands of people out 
of work, is reacting on the trade in 
Utica and shoe dealers as well as others 
have been hit hard. 

Business has been practically at a 
standstill in the retail lines for the 
last few days, those out of work not 
buying anything because of lack of 
income and those fortunate enough to 
have employment not purchasing, as 





there are prospects of other local in- 
dustries being hit. 

Only a few of the large merchants 
have heavy Fall stocks on hand and 
they are congratulating themselves, in 
view of the turn taken by the knit 
goods industry, which is practically the 
heart of Utica’s business. 

Until last week, Utica was experienc- 
ing mid-Summer weather and business 
was dull because of this at that time. 
Just when Fall weather sets in, the 
mills close down and the merchants are 
given another wallop. 
(Continued on page 125) 









BOOT AND SHOE RECORDER Nov. 13, 1920 





sepeg? theeconls AEE A RCIA aa 


BIG REDUCTIONS IN BOUDOIRS AND 
SANDALS FOR 10 DAYS ONLY 
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LOW HEEL 


Stock No.101 Red $1.35 
Stock No.102Tan 1.40 


IN STOCK IMMEDIATE SHIPMENT—ALL TURNS, GOOD CLEAN MERCHANDISE 
TERMS, 2% 10 DAYS—NET 30 


The above prices are less than cost to make. Our 
loss your gain. Order at once. They will go quick. 


The Bay State Slipper Co., Dept. 10. Haverhill, Mass. 
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”T°RU-ARCH SHOES mean satisfied customers. Made on 
accurate fitting combination lasts with a “flexible shank” that ‘ 
fits the arch and _gives..adduction: Perfect exercise for the Senpqese Shes Stceen, Ine. St. Pest, Minn. 


muscles, nerves and blood vessels, so that they will function ~ ALES M ADE E ASY 


properly. gi y 
The final analysis of complete satisfaction and “Every Pair a f ‘i ip pat fs 
Picture.” American Interlocking Shoe Store Chairs 


IN STOCK—N Oo ] 5 5 Black Kid Lace—Medium Toe, Bodily discomfort distracts the customer’s attention and 
oe ° 12-8 Mil. Heel. Sizes— $9 00 many times loses a sale. Sales are easily made when 
3 to 8—Widths A-B-C & D—PRICE ° your customer is seated comfortably in one of these 





luxurious chairs. 


|| JACOBS & THATCHER CO. | AmeRICAN SEATING COMPANY 


| LADIES’ SHOES a 
ina AD *’ SH , 
| Fist Avenue & Bebelc Suect BROOKLYN, N. Y. 1016 Lytton Bldg., Chicago Room 601, 119 W. 40th St., New York 
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BROGUES HAVE THE CALL 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
Stock No. 524—Brogue hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
Last. Gallun’s 4 Nor- A. B.6to11:C. D, Stoll 
wegian Brogue Bal. Raw- bide sii ast ns” ; : 


—_—— 
a 
tl 
a 
= 
s 
s 
# 
ca 
s 
” hide Slip Sole. 
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IN STOCK—GET OUR PRICES 
SHOES AND PRICE WILL PLEASE YOU 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegi 

Brogue “5 Rawhide Slip Sole, be te nae ats Stock No. 679—Regent Last. Brown Cordovan 
Stock No. 693—Brown Cordovan Ox. Rawhide Slip Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
Sole. Sizes and Widths: AA, 7 toll; A, B,6to 11; A, B,6to11;C,D,5toll. 


C, D,5 to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 661 Marbridge Building Chicago: 1415 Great Northern Building 
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The Stepping Stones to 
Profitable Business 
with shoes made of 


NOVILLA KID Bip... 








They look good. 
They feel good. 
They sell good. 


Because 
They are good. 


Shoes made of Novilla 
Kid assure a most liberal 
profit to manufacturer, 





retailer and wearer. 


Write us to-day for 
full particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN, N.J. 
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ekly of Leather 
Supplies and Prices 
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Little Change in Leather Market 


Scattered Sales of Sole Leather---General Im- 
provement Expected When Public Begins 
to Replenish Footwear Supplies 


Considerable improvement has been 
noted in the sole leather market dur- 
ing the past week. There have been a 
number of scattered sales which made 
considerable business in the aggregate. 
The price on sole leather is not so much 
of an obstacle, and it is believed by 
tanners to have reached its lowest 
mark. Of all leather sole leather was 
the lowest in percentage of advance, 
and it is not unreasonable that it 
should show the smallest measure of 


decline, particularly in view of the: 


fact that it never advanced in price 
proportionately to hides. 

No.. 1 hemlock dry hide leather is 
quoted at 48c per pound. Union steer 
backs are quoted from 75c per pound 
downward according to tannage, and 
cowbacks 65c to 70c. The purchasing 
has been mainly on hand to mouth 
order and manufacturers have thus far 
been afraid to stock ahead for fear of 
further declines. 

The oak sole market still continues 
high on bends, the best grade of bends 
for the findings trade ranging from $1 
to $1.15. Scoured oak backs of the 
best tannages are quoted from 72c to 
75c per pound. Quyotations vary con- 
siderably in different localities. Busi- 
ness appears to have taken a little 
spurt since the election, and it is 
noticed that the demands are the largest 
for makers of heavy staple shoes. This 
class of goods has enjoyed the most 
activity all during the dull spell. 


Leather Situation Un- 
changed 


Upper 


The upper leather situation shows no 
appreciable change from our last report. 
Business continues dull and featureless, 
and_the matter_of price is hardly an 
obstacle as most excellent purchases 


could be made right now for the sake 
of effecting a trade. The lack of orders 
from shoe retailers is holding up busi- 
ness all along the line and the answer 
to this seems to be that the shoe and 
leather business will show a greater 


ee Sy MMT 


1 
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degree of prosperity when the public 
decides toreplenish its footwear supplies. 


Readjustment -of Wage Schedule 
Probable 


_ One of the largest Eastern tanners of 
upper leather, whose example is usu- 
ally followed by many others, has in- 
formed the local Leather Workers’ 
Union that they will not renew their 
wage arrangement with the Union for 
a period of six months from November 
first, or for any other period. Their 
reply to the Union also intimates that 
better quality and greater efficiency 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide 
range and absence of active trading, we give herewith a list of prices of re- 
ported sales as compared with ruling quotations of a year-ago: 


Upper Leathers (Price per foot) 


ee ae ar 
Calfskin (colors) 

Calfskin (black) 

Glazed kid (colors, best quality) 
Glazed kid (medium, black and colors) 


Glazed kid (cheap to medium)................. 


Side leather (colored) 


ae en NIN 60s lta ec Saat oes 
Se I EIN os ioo shake 6-55 sleeserdeee ween ees. 
i Bt o ko hcl 23 bebe ae ele ee 


Patent leather sides, No. 1 


Nov. 1, 1919 Nov. 1, 1920 
$1.35 @$1. 60 $0. 80@$0. 90 
1.35@ 1. .65@ .70 

1. 4 .55@ .60 

i —@ .60 

1 —@ 1.00 

—@ .35 

.45@ .50 

—@ .50 

.40@ .48 

.60@ .65 

-.65@ .70 


Sole Leather (Price per pound) 


US OTE ORS Rr to ears ot Creag aE Pe 


Hemlock seconds (mid) 


NE ta) ih oc die ka 4-5)aees Sb Rod 
Genin DHE. 5 ik wee. 
Se TUG ISIE 6. Na bp %.c wrrsdieweg’ ss eo ote who kh 


$0. 56@$0.: 3@ — 
5 .40@$0. 41 
50@ 
. 80@ 
.60@ 


Raw Hides and Skins (Price per pound) 


Native steers, as used in sole leather, harness, etc. 


Heavy Texas steers, for sole leather 


Light native cows, for side upper leather........ 


Branded cows, for light sole leather. . 


No. 1 buffs, for heavy upper and side Decelds .. 


—@$0. 48 22@$0. 2 
—@ .40 .17@ 
45@ .48 19@ 
—@ .39 .15@ 
—@ .34 .10@ 


No. 1 Chicago City calfskins, for fine calf lesither .70@ .85 .10@ 


Kips, for upper leather . 


B.A. hidés for hemlock oiler leather. 


.50@ .67 .10@ 
--—@-—.43 —@ 
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Stroller 





How have we run full time 
during the dullest period? 


We save overhead expense by special- 
izing on two good types of shoes. 


ALL OUR SHOES GUARANTEED 
TO CARRY 10 OZ. DUCK LININGS 


We make shoes for jobbers only. Case lots of 
our shoes open right because we are operating 
our factory on a new standard efficiency basis. 
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might be expected. With tanners 
operating at their present small capacity 
there is not the need for so much help, 
and the present readjustment of general 
conditions will be more likely to include 
a lower wage schedule rather than a 
higher one. 


Calf Leather 


The sales of calf leather have been 
very meager during the past few weeks. 
Some job lots have been picked up by 
shoe manufacturers, who are supplying 
only their immediate needs. This 
applies to most grades of upper leather, 
such as glazed kid patent leather, 
glazed horse and the leading side 
leathers. The quotations are nominal 
as given below. Tanners will continue 
to operate on a short time schedule 
until conditions improve. They do 
not seem inclined to accumulate large 
supplies of leather while such uncertain 
demand exists. 





UTICA 
(Concluded from page 119) 


Epidemic of Shoe Sales 


As a result of conditions, this week 
saw an epidemic of shoe sales to stimu- 
late business. 

Department stores, especially, staged 
big sales in women’s lines, while other 


shoe merchants are advertising great 


reductions in the men’s lines. 


Boston Store Offering 


The Boston Store, which only re- 
cently added a shoe department, adver- 
tised for Friday and Saturday of the 
week of November 1 women’s $10 
boots in black and brown kid at $5.95. 
Boys’ and girls’ $5.50 footwear was 
sold for $3.98. A few styles in men’s 
boots went at $4.98. 


Saturday Specials 


Robert Fraser’s, Utica’s second larg- 
est department store, offered women's 
$10 boots in gray kid, patent leather, 
black kid and brown calf vamps with 
buckskin top to match at $6.95 for 
Saturday only. The same store offered 
child’s $3 boots at $1.98. 


Fall Shoe Sales 


Wicks & Greenman, handling shoes, 
offered special for the entire week all 
$10 shoes at $8.50, all $12 shoes at $10 
and all $14 shoes at $12. All of the 
Fall line shoes are included in this sale. 

The Utica Newark Store offered all 
of its $7.85 shoes at $5, all of the $8.95 
shoes at $6 and a special bargain in 
women’s boots of a Havana brown kid 
with military heel at $5. 
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Walk-Over Boot Shop, New Bedford, Mass. 








Hunter’s bargains for the week-end 
included women’s high cut lace vici 
kid boots, regularly priced at $10.50 
for $7.48; women’s high cut lace tan 
kid vamp cloth top, regularly priced 
at $9.50 for $8.48 and women’s high cut 
boots with black vici kid vamp and 
white reignskin top, regular price, 
$6.50 for $4.48. 

The Boston Shoe Store, who re- 
cently opened a popular-price shop, 
announced a great price reduction sale, 
selling men’s and women’s high-grade 
boots at prices ranging from $6.95 to 
$8.95 and cheaper grades at $5.95. 


Prettiest Shoe Window in Utica 


Tector’s, one of the city’s highest 
class shoe stores has a neat window 


display of Fall and Winter stocks. 


The store is featuring new brogues 
for women in black and tan at $10 and 
$12. Tector’s has, without exception, 
the prettiest shoe window in Utica 
this week. 


Featuring Women’s Lines 


The Utica Walk-Over Store, in its 
windows and in newspaper advertising, 
is featuring women’s lines this week 
and has a nobby window display. The 
public being informed ‘During 46 
years Walk-Over service has been 
brought to a high standard. We are 
still seeking new ways to serve you 
better.” This store is pushing a 
women’s sport shoe model with smart 
low heels, selling for $10. 
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ANKLE TIES, SUEDE THEOS, BROGUE 
OXFORDS: AND FALL BOOTS---IN-STOCK 


FOR IMMEDIATE SHIPMENT 


231—Black Suede Theo Tie, Cov. Full Louis Heel. >. 
$7.00 
232— Brown 25 Nubuck Theo Tie, Cov. Full Louis 5%, 


360 Blac sk Kid Theo Tie, Cuban Heel. 
110—Black Kid Theo Tie, Cuban Heel. 
261—Patent Theo Tie, Cuban Heel. 


460—Back Kid 9-inch Lace, 
elt 


491—Gray Kid 9-inch Lace, Military ee 
Welt $7. 


450—Hav. Brown Kid Lace, Brown ter 

Top, Im. Tip, Military Heel........ $5.00 
447—Black Kid Lace, Gray Cloth Top, 
Im. Tip, Military Heel $4.50 
406—Patent Lace, Gray Buck Top, Cuban 
| $6.00 





No. 0299—Black Suede Anklet Tie with Instep 
Strap, Full Louis Heel, Turn. AA—C 0 
No. 0294—Dull Kid Anklet Tie with Instep Strap, 
Full Louis Heel, Turn. D $6.00 





219—Black Suede 2-Eyelet Tie, Cov. Full Louis a. 


-C 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full Louis 
Heel. B-D 7.00 
236—White Kid Theo Tie, Cov. Full Louis Heel. B—D. 


235—Black Kid Theo Tie, Cov. Full Louis Heel. 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D.. 


204—Patent Theo Tie, Leather Louis Heel. A-D... 
109—Black Kid Theo Tie, Leather Louis Heel. B-D 


50 
B-D. 
$6.00 
£5.00 
"5.00 
3. 


75 





FELT SLIPPERS | Cuban H 


OVERGAITERS 
IN-STOCK 








A-D.. 





Style 417 


417—Mahog. Lotus 8%-inch Brogue Lace, 
one Im. Wing Tip. A-D .00 
Tip, 418—Gun Calf, 8%-inch Brogue Lace, Im. 
$7.00 Wing Tip. D $7.00 


456—Same with Extra Ankle, Tip, br 





Special Prices Quoted on 
Case Lots—Write Us Today 





Complete List of High and Low Shoes 
* In Stock Sent on Request 


Similar Styles with Louis Heels 


THE BOARDMAN SHOE 


BOSTON (9) 


564 ATLANTIC AVE. 


Style 279 


5 king ms ga J anand Oxford, Im. Wing Tip, 
A- 


io mins in Dull Calf. 
and 273—Same in White Nubuck. 
218—Black Suede — Plain Toe, Cov. Full Louis 
Heel. A-D.. $7.00 
224— Black Suede Oxford, ‘Im. Tip, ‘Lea. Cuban Heel. 
D $6.00 


Style 493 


493—Patent 9-inch Lace, Mouse Kid Top, 
Lea. Louis Heel, Welt. A-—D . 86.50 
| alg te og 9-inch Lace, Mouse Kid Top, 
Louis Heel. A-D 
a re 9-inch Lace, Gray Buck Top, 
Lea. Louis Heel. A-D 00 
469—Hav. Brown Kid 9-inch Lace, Mouse 
Top, Lea. Louis Heel, Welt. A-D. .$7.50 
411—Hav. Brown Kid 9-inch Lace, Mouse 
a Lea. Louis Heel. A-D $7.50 
Hav. Brown Kid 9-inch Lace, Br. 
Buck Top, Lea. Louis Heel. B-D. . $6.50 
484—Patent 9-inch Lace, Dull Top, Lea. 
Louis Heel. B-D $5.50 
Similar Styles with Military Heels 


COMPANY 


MASS. 


Nov. 13, 1920 
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ONE TOWN ENOUGH 


H. C. Wick Concentrates All Energy 
on Milwaukee 


H. C. Wick spends all of his time 
and energy in the selling of ‘Foot 
Fitters’’ in just one city— Milwaukee. 
Mr. Wick formerly traveled in Iowa and 
decided that he would prefer to sleep 
in his own bed each night. He is also 


H. C. WICK, 
Edmonds Shoe Company 


home for breakfast, luncheon and 
dinner each day. In spite of the in- 
conveniences of a confined territory, 
coupled with home accommodations, 
Mr. Wick is selling more shoes than he 
ever sold in his life. In a letter to the 
“Recorder,”” Mr; Wick states: 


Miracle Age Old 
“Retail buying is again beginning in 
good’earnest. So much nonsense has 
been. published in the newspapers about 


lower prices for shoes that many people 
have now become impressed with the 
fact that the age of miracles is over. 
Tanners and shoe manufacturers are 
taking their losses and the retail mer- 
chant is just one link in the chain. 
Business at retail is rapidly improving 
with all live dealers. The live buyer 
realizes that it is not good business to 
refuse to anticipate his future require- 





The traveling shoe salesman 
whose picture appears in the 
circle at the top of this page is 
A. A. Betts, secretary of the Penn- 
sylvania Shoe Travelers’ Asso- 
ciation. 

Send in your photos, boys. We 
want ’em for this department. 











ments and he realizes that it pays to 
co-operate with the manufacturer in 
order that the latter may maintain his 
organization and thus be in a position 
to handle the filling-in requirements of 
the merchant himself.” 


TEXAS CONDITIONS 


By A. H. Yarrington, Representing 
Ogden Shoe Company 


A. H. Yarrington, representing Ogden 
Shoe Company of Milwaukee, in Texas, 
says that the cotton crop in Texas is 
very large but farmers are holding the 
crop owing to the low prices offered. 
Many renters are forced to sell in order 
to meet obligations of banks and mer- 
chants. Wheat and other crops are 
good. Farm wages are high and unless 
adjustments of cotton prices and farm 
labor prices are made a small acreage 
will be planted next year. 

Merchants hesitate to buy freely for 
future in face of present conditions. 
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GAUTIER IN “SHOW ME” 


Howard P. Boosting Milwaukee 
1921 Convention 


Howard P. Gautier who sells ‘‘Foot 
Fitters’’ in Missouri, is an everyday 
booster for the big N. S. R. A. Conven- 
tion to be held in Milwaukee, January, 
1921. “I always make a point,” writes 
Mr. Gautier, “to advise my customers 


HOWARD P. GAUTIER, 
Edmonds Shoe Company 


to be sure to attend this conyention 
and I even go so far as to “ask the 
window trimmer if he is ‘going, to 
attend. I call the trimmer’s attention 
to the beautifully set up exhibits and 
displays which will be exhibited and 
the window trimming displays which 
will be conducted by men who ‘know 
their business. ’. 

“T believe that the display window is 
the merchant’s best advertisement be- 
cause in his show window the dealer 


u 
ti 
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A BLUCHER OXFORD 





Representing the new Van Dyke shade 
of Russia Calf made into a six eyelet 
Blucher Oxford. The Blucher style 
promises to be one of the bright lights 
among next season’s low cuts—espe- 
cially in the heavier leathers. 


The style above is made in black, col- 
ored calfs and kids. 
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OUR SALESMEN ARE NOW SHOWING THE COMPLETE 
LINE FOR SPRING, 1921 


PUMPS — OXFORDS — STRAPS — BOOTS 


Johnson Bros. Shoe Mfg. Co. 
HALLOWELL 
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talks to the prospect when he is right 
in front of the store. Many window 
trimmers in small stores are planning 
to attend this convention and a host 
of them intend to pay their own 
expenses at that. This interest on the 
part of the window trimmers them- 
selves speaks well for the future growth 
of retail shoedom.”’ 


‘SURVIVAL OF FITTEST”’ 


“A Victory of Quality’? Says George 
Keith 


Walk-Over Factory Prints gives space 
to extracts from what Harold C. 
Keith, treasurer of the George E. 
Keith Shoe Company, said to depart- 
ment heads and to the salesmen for the 
concern on the eve of their starting out 
for the Fall trips. 

The gist of it was that for some time 
past the quality of product in the trade 
had not been up to the standard either 
in material or workmanship, but: the 
demand for goods had been so keen that 
retailers had bought almost anything 
that looked like a shoe. 


A Seller’s Market 


“Today it is no longer a seller’s 
market but a buyer’s market, and the 
shoe production problem necessitates a 
right about face. The concern -which 
will obtain the business from now on,” 
said Mr. Keith, ‘‘must deserve it. It, 
is to be a survival of the fittest, a vic- 
tory of quality, and all concerned in 
making a shoe must centribute to 
setting and maintaining a_ high 
standard.” 


SUCCESSFUL BUSINESS 
REPORTED 


Sales Manager M. S. Klein Pleased 
Over Pennsylvania Campaign 


George Blume, assistant sales man- 
ager of the Kleistone Rubber Company, 
reports that letters received from M. S. 
Klein, vice-president and sales manager, 
who is covering the entire State of 
Pennsylvania, in company with other 
salesmen for the house of Kleistone, 
state that business is exceptionally 
good, and that he is very much pleased 
with the results attained thus far. As- 
sisting Mr. Klein in Pennsylvania are: 
F. J. Rodes, A. L. Meyers and F. E. 
Dockerty. 

Mr. Meyers arrived in Boston on 
Sunday, October 24, after a tour of 
New York State and reported a very 
successful trip, stating that he made a 
big bunch of new acquaintances and 
that the Kleistone products were well 
received. The company sells through 
the jobbers and do much missionary 
work among the retail shoe trade. 





“JIM”? STONER OPTIMISTIC 


Says “The Girls Are Not Going 
Barefooted This Winter”’’ 


“Jim” Stoner, a member of the 
National Shoe Traveler Association 
and eastern traveling sales manager of 
the Boyd-Welsh Shoe Company, has 
been in New York for several days re- 
cently looking things over. 

“Jim” reports a nice business and 


‘says that the merchants will have a 


live trade this Fall. He has failed to 
find any girls who contemplated going 
barefooted this Winter, and he has 
asked quite a few. 

“Lightweight boots and low shoes in 
high heels are growing more popular 
every day and there is no doubt but the 
demand will be much greater than. was 
anticipated,”’ said Mr. Stone. “This 
is due to the extreme short skirt and 





What of the Weather? 


“‘Of course,’ says a Lynn sales 
manager,” the mild weather of 
this Fall has given a multitude a 
chance to keep on wearing last 
Summer’s shoes. And-on the 
other hand, it has started an- 
other multitude to wearing novel- 
ties. We can’t improve the 
weather. We have to make the 
most of it, and sell novelties.” 











the light weight materials from which 
they are made. One, two and three 
strap patterns have proved the most 
popular patterns for both street and 
dress wear. Plain operas are also find- 
ing their ysual place among the patterns 
shown for evening wear.”’ 


HEEL SALES DOUBLED 


Optimistic Report E. E. Furstenau 
of Goodyear Company 


E. E. Furstenau, representing the 
Goodyear Tire & Rubber Company for 
Cincinnati and vicinity in the sale of 
Neolin soles and Wingfoot heels, re- 
ports a big increase in the use of rubber 
heels as a part of the original equipment 
in the manufacture of both men’s and 
women’s shoes. He states that he 
finds the increase more noticeable in 
women’s lines. ‘My sales in heels for 
the past year ending with October,” 
said Mr. Furstenau, “Shave more than 
doubled those of the year previous.” 


MEMPHIS NOTES 


Regarding Harwood, Yerkes, Kern 
and Tidwell 


Ike Harwood of Memphis is now 
traveling for the International Shoe 
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Company and reports business holding 
up well in the rural counties of the 
Mississippi Valley. 

H. C. Yerkes of Goodbar & Co., shoe 
wholesalers, Memphis, has returned 
from a business trip North. 

H. F. Kern is representing the F. A. 
Mayer Boot and Shoe Company of 
Milwaukee, with headquarters at Mem- 
phis. 
George M. Tidwell, formerly promi- 
nent in the retail trade at Memphis is 
now representing the Pennington- 
Crowell Shoe Company of Manchester, 
N. H., in the Tri-States territory of 
Arkansas, Mississippi and Tennessee 
with Memphis headquarters. Mr. Tid- 
well’s office and salesroom is located 
at 1680 Madison Avenue. 


NICHOLL WITH PEDIGO- 
WEBER 


Will Carry Line in Chicago Terri- 
tory and Western Cities 


The Pedigo-Weber Shoe Company 
has acquired the services of H. J. 
Nicholl, who has been connected with 
Van Kleeck, Inc., as vice-president. 
Mr. Nicholl will carry the Pedigo-Weber 
line in the Chicago territory and in 
other large cities of the west. He has 
for a number of years, prior to connect- 
ing himself with the Van Kleeck or- 
ganization, been carrying high style 
lines and has also been regarded as an 
expert in the designing of style foot- 
wear. Some new samples will be taken 
out by Mr. Nicholl, the results of his 
own suggestions, on his first trip early 
in November. 


LEATHER SALES MANAGER 


Horace Blanchard at Binghamton 
for American Hide and Leather 
Company 


Horace Blanchard, who has had 
charge of the Flexible Innersole Depart- 
ment of The American Hide and 
Leather Company at the Boston head- 
quarters, and who has been with this ’ 
firm since its formation twenty years * 
ago, has recently moved to Bingham- ~ 
ton, N. Y., where the flexible innersole 
plant is located, and will there act as 
sales manager for this department, 
covering the entire country, in co- ° 
operation with the various selling 
branches in principal shoe manufactur- 
ing centers. 


Ten-Inch Boots 


Charles Wagner, Cincinnati sales- 
man for The P. Sullivan Company, ’ 
reports an exceptionally good business 
during the past few weeks in colored 
kid, ten-inch boots. 
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FENTON STYLES IN STOCK 


The Nominee 


3366—Blue Cabretta 10-inch Boot, 
Taupe Nubuck Insert, 18-8 Covered 
Louis Heel, 33 Last, New Process 
High-Grade McKay. A, 4% to 8; 
B, 4 to 8; C, 3 to 8. Price $9.7 


3370—Same with Blue Nubuck Insert, 18-8 
L. L. Heel. AA to B. Price 9 


3358—Same in Brown Kid, Brown Nu- 
* buck Insert, 18-8 L. L. Heel. A, 4% 
to 8; B,4 to 8; C,3 to 8. Price.... 9.00 


3359—Same in Black Glazed Kid, Black 
Suede Insert, 18-8 L. L. Heel. B,3% 
to 8; C,3 to 7. Price £8.25 


CM 
10 
Ship 


The ‘‘Damozelle’’ 


3369—Brown Kid Vamp and Quarter, 
Brown Nubuck Collar and Facing, 
18-8Louis Covered Heel. New proc- 
ess high-grade imitation turn. 
Ot FRO iin ok SET es Ob 


The John Fenton Shoe Mfg. Co. 


Columbus, Ohio 
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UNITED STATES RUBBER MEN 


Sales’ Staff of the Sole and Heel De- 
partment Optimistic 


The members of the sales staff of 
the sole and heel department of the 
United States Rubber Company’s or- 


Photo by While 


Cc. H. SHANNON 
Brockton Territory 


ganization are busily engaged at this © 


time in boosting their line to the manu- 
facturing trade throughout their various 
territories. z 


Photo by White 


WALTER R. MURRAY. 
Massachusetts and New 
Hampshire Territory 


Northern 
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H. A. Derry is the sales manager. 
Mr. Derry is the man who sets the 
wheels a whirring and he is assisted in 
his activities by E. F. Greene. C. H. 
Shannon covers Brockton; Walter R. 
Murray, Northern Massachusetts and 
New Hampshire territory and Ray- 
mond B. Tompkins travels Lynn and 
Maine territory. 

Salesmanager Derry has made a 
survey of conditions in the rubber heel 
and sole field and had the following to 
say on his findings: 

“*There is every indication that manu- 
facturers are obtaining big orders from 
retail merchants for shoes with rubber 
heels. These are the men who are 
going out with the right plan of ad- 
vertising and will soon be running their 


Photo by White 


H. A. DERRY 
New England Salesmanager 


factories at full capacity. There is 
business, not only in shoes, but in shoe 
accessories, if we go after it in the right 


way. We must have confidence in the 
future. This is surely no time for lack 
of courage, nor for retrenchment in 
publicity plans. At a time like this, 
it is only natural that many people 
should consider retrenching, but this 
feeling should be put aside. 
“Confidence is contagious; if the 
man at the top has optimism and makes 
good use of publicity, the men all along 
the line will do this; what makes busi- 
ness for one, makes business for all. I 
see no reason if all will put their should- 
ers to the wheel in earnest why normal 
conditions will not be with us by 
January 1. We have based our selling 
plans on our conclusions as outlined 


above. 
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“We believe that representative 
manufacturers of rubber heels have 
realized the necessity of being in a 
position to take care of the shoe manu- 
facturer’s requirements promptly. In 
the past, there have been delays on the 
part of some of the rubber manu- 


Photo by White 


E. F. GREENE 
New England Field Representative 


facturers which-have retarded the de- 
livery of shoes by the shoe manu- 
facturer to the retail shoe merchant. 
I am strongly of the opinion that there 


Photo by White 


RAYMOND B. TOMPKINS 
Lynn and Maine Territory 
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DO YOU WANT 


THE EXCLUSIVE AGENCY IN YOUR TOWN 
FOR THE 


SEMLOH HEALTH SHOE 


FOR WOMEN? 


A Flexible Welt Shoe— 
made of the finest grade 
of Plump Kid Stock. 
Heavy Sole. A twelve 
months in the year seller. 


A SHOE OF MERIT THAT 

WILL INCREASE YOUR 

SALES AND MAKE NEW 
CUSTOMERS 


1055—F ull Toe, Anatomic “\ Long 
Arch Support Counter. C, D, E. 
9 


HEALTH SHOE 





Sample Pairs Upon 
Request 


START HANDLING 
THESE IN A SMALL WAY 
BUILD UP A BUSINESS 


A Handsome Glass 
Window Sign Given to 


1050—F ull Toe, Cat’s Paw Rubber Agencies 


pee: Co DR GF se $7.00 


W. T. HOLMES COMPANY 


EXCLUSIVELY WOMEN’S SHOES 
Fifteen North Fourth Street PHILADELPHIA, PA. 


1065—High Heel. C, D, E. 4 to 9. 
$7.00 





1060—High Heel, Wide Top. C, D, E. 
4to9 $7. 
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js no reason why any shoe manufacturer 
should delay the delivery of shoes to 
his retail merchant because of his in- 
ability to put in high-grade, nationally 
advertised heels. A large supply of 
the best product in the market is avail- 
able and the rubber manufacturer is 
now giving a 24-hour service to the 
shoe manufacturer. 


As to Prices 


“Now as to prices, there is not likely 
to be a great change in the prices of 
rubber heels, for the reason that labor 
costs are high and there has been prac- 
tically no advance in rubber heel prices 
during the war. Our rubber heels to- 
day are selling at about the same price 
asin pre-war days. Considering quality 
and service, rubber heels are very 
reasonable as to price. . 

“Our new Spring Step Heel carries 
with it certain features which are meet- 
ing with approval. The eight nail 
holes mean securely attached heels 
and the nail location follows the United 
Shoe Machinery Company’s nailing, 
allowing these heels to be attached by 
machine if desired. ; 

“Another product which is being de- 
veloped by this organization is the 
Uskide sole, the bottoming material of 
which is especially adapted for giving 
an added wearing service to the shoe. 
The Uskide material as a toplift on 
women’s footwear is very favorably. 
received by many retail merchants and 
manufacturers. 

“Uskide is of vital interest to the 
consumer who is anxious to obtain 
additional wearing qualities. In the 
past many so-called fabric soles have 
lacked certain fundamental qualities 
vital to a bottoming stock. Rubber 
companies generally realized this and 
are striving to embody in their sole 
product these necessary qualities. The 
manufacturers of Uskide have to a 
large extent overcome features that 
were lacking in fiber soles in their early 
development and retail merchants 
would do well to investigate the newer 
soling materials developed by rubber 
manufacturers, as there has been a vast 
improvement over their early products. 
Retail merchants should bear in mind 
that there is a strong possibility that a 
material other than leather will event- 
ually be used for a bottom stock to a 
very large extent.” 


Hygrade Sales Manager 


W. Rauchman has been appointed 
sales manager of the Hygrade Shoe 
Works of this city, succeeding J. L. 
Richter, who has resigned in order to 
develop a chain of army and navy stores 
in New York City. 

Mr. Rauchman comes to his new 
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position well qualified not only as a 
shoe man, but as one fairly familiar 
with the work and policies of the Hy- 
grade Shoe Works through his previous 
connection as manager of the Chicago 
branch of that organization. 


LOWER HOTEL RATES 


Also Transfer Companies’ Rates 
Urged By Wisconsin Travelers 


Traveling shoe salesmen residing at 
Conway, Arkansas, headed by E. F. 
Edwards of the Nunn, Bush & Weldon 
Shoe Company, have started a move- 


‘ment for the reduction of hotel rates 


and exorbitant fees for sample rooms 
and other services rendered them while 
at the hotels; also against the transfer 
companies’ rates for hauling passen- 
gers and baggage. A signed statement 
has been made by the following travel- 
ers, who will give the widest possible 
publicity to the matter and ask that 
all other commercial travelers take 
action upon this matter: E. F. Edwards, 
E. H. Allison, D. L. Young, C. W. Mar- 
tin, P. P. Talley, Rosco Crafton, L. S. 
Dunaway, T. M. Moore, R. A. Rey- 
nolds, L. F. Holt, William Van Valken- 
burgh, C. C. Pinson, E. L. Hinton, 
J. D. Dunaway, W. N. Jones, W. E. 
Jumper. 


To Wholesale Trade 


John W. Holmes, representing Wall, 
Doyle & Daly, Inc., started November 
8 on an extended selling trip among 
the wholesale trade in the principal 
cities. 





Merchant and Civic 
Upbuilder 


Development of Miami Means More 
Customers for Merchants 


E. G. Sewell, a prominent shoe mer- 
chant of Miami, Florida, president of 
the Chamber of Commerce, and a live 
booster for the land of palms and sun- 
shine, together with Mrs. Sewell has 
been this week in the New York and 
Boston markets. He says the outlook 
for the big Winter season is excep- 
tionally propitious. 

Miami, by its extensive publicity, ex- 
pects to become a community of 100,- 
000 people by 1925. As president of 
the Chamber of Commerce, Mr. Sewell 
recently laid out twenty-six points of 
achievement that he expected to ac- 
complish this year. Already, twelve of 
his recommendations have come to pass. 
On his trip north he went to Washing- 
ton to emphasize the importance of a 
governmental dredging of Miami har- 
bor, and he is optimistic over the out- 
come. It is an excellent thing for a 





_ treated while in this city. 
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business man to be strongly interested 
in his community welfare. 


A Pioneer in Miami 


Mr. Sewell came to Miami when it 
had a population of twenty in 1895. 
In 1920, its permanent population is 
29,549, which increases in the Winter 
season to over 65,000. 

We like to hear a good town booster 
express a pride in his home town and we 
are herewith publishing his national 
letter: 


“‘We Miamians should certainly feel 
very proud of the record which has 
been made by this ‘Wonder City’ during 
the past ten years. This record should 
spur us on to do greater things the com- 
ing ten years. We have the ball rolling 
at a 440 per cent gait; why not speed 
up a little? Miami leads them all. 

““We mean by this that the 1920 Cen- 
sus gives Miami a greater percentage of 
increase than any other city in the 
United States which is not the result of 
suburban overflow from a larger ad- 
joining city. 

“We mean that Miami leads all sea 
coast cities in America. We mean that 
Miami leads all Winter resorts in the 
United States. We mean that Miami 
leads all cities in increased population, 
because it stands on its own bottom, and 
is many miles away from any larger 
city. 

“Now in my opinion it will be a 
simple matter to keep Miami going at 
a 440 per cent gait. This may be 
accomplished by carrying out the 
following plans by the Miami boosters 
in a co-operative, substantial manner 
as follows: 

“Advertise Miami’s many advantages 
and charms to the limit. Entertain 
our Winter visitors in the best possible 
manner and see that they are properly 
Promote the 
establishment of desirable manufac- 
turing plants, which will give a year 
round weekly pay roll for our mechanics. 
Promote new building operations by 
keeping the cost of building down to a 
minimum which will encourage build- 
ing. Promote the development of our 
back country, including the towns and 
villages within forty or fifty miles, and 
especially promote the cultivation of 
sugar cane and the building of sugar 

ills in the Everglades adjacent to 
Miami. ; 

“Obtain adequate transportation fa- 
cilities and especially water transpor- 
tation. Twenty-five feet depth of 
water in our harbor to the Municipal 
Docks should be secured at the earliest 
possible moment, so that coastwise 
ships may make Miami a port of call. 

“Regarding the work of the Chamber 
of Commerce, I wish to state that, with 
this issue of The Miamian, I believe 
we have taken a step which will be of 
great benefit to the future prosperity 
and progress of this ‘Wonder City,’ as 
by having an official publication of this 
kind, I hope we will understand each 
other better, believe it will assist us in 
poling teqetes and in speeding Miam 
on at better than a 440 per cent gait. 

“May every Miamian be for 
and work for Miami. 

“E. G. SEWELL, 
“President of the Miami Chamber of 
Commerce.” 
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212 ESSEX STREET 


Consolidated Shoe Company 


Pat. Vamp and Fox, Mat Top, Button, 
Corrugated Sole, Foot Prints center. 
Last 90. Spring Heel. 


No. Q 216—4-8 D............. $1.75 
No. Q 416—8}4-11 D.......... $2.20 


Pat. Vamp and Fox, Blumenthal White 
Kid Top, Button, Corrugated Sole, 
Foot Prints center. Last 90. Spring 
Heel. 


No. Q 210—4-8 D............. $2.10 


C. H. DANIELS, Pres. 


INCORPORATED 


Boston, Mass.,U. S.A. 
Children’s Shoes 


Black Kid, Kid Tip, Button, Corru- 
gated Sole, Foot Prints center. Last 
90. Spring Heel. 


No. Q 200—4-8 D............. $1.75 


In-Stock F or No. Q 400—8}4-11 D.......... $2.20 


Immediate Delivery resins ine e Ten 


90. Spring Heel. 
Close Edge Turns No. Q 2204-8 D............. $1.85 























THREE FAST SELLING gg 


Epa They are particularly in demand now--- 


GRIFFIN 
“RAPID”? 
BLACK 


A quick dye that dyes to a 
jet black any color leather. 
Leaves no disagreeable odor. 
3 oz. size, per gross, $22.30, 
per doz. $2.00. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - - _NEW YORK, U.S. A. 


SHOE DRESSINGS Sy f 


and all are of ‘‘Griffin’’ quality 


TUBE- cK | 
ma SY Oy 


naan | 


GRIFFIN LOTION 
CREAM 


GRIFFIN In white, black, light tan, 


Havana brown, dark brown, 


‘J Er T b 9? light gray and dark gray. 
nh- > u e Cleans, softens and polishes 
all kid leather. Contains 


BLACK SHOE CREAM no injurious acids. It is to 


ve ‘ renee the leather what cold cream 
Polishes easy, requires no liquid, keeps <i the aba 


indefinitely, remains soft to the last. 3 oz. Size, $21.00 per Gross, 
Per gross, $15.00 Per doz., $1.30 $1.80 per Doz. 
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Kast Indians Against Slaughtering Cattle 


Antagonism Born of Religious Prejudice May Have Effect on 


Washington, D. C., Nov. 11—Not 
to be underestimated in its_ potential 
eifect on the export trade of India in 
raw hides, one of India’s principal items 
ot foreign trade, is the present agitation 
egainst the slaughter of Indian cattle. 
.ntagonism of Hindu religious senti- 
ment has been invoked, and has had, 
for political reasons, the support of 
Viohammedian and other Indian inter- 
ests of nationalistic tendency. 

Protests by both Hindu and Moham- 
medan have gone up all over: India. 
The protestants number some of the 
most prominent Indians, merchants, 
professional men and leaders of thought. 
So potent has been the movement, that 
a large brokerage concern has with- 
drawn as agent from the specific project 
under public criticism. 


Raw Hide Exports, Are Large 


The sacredness of animal life has 
been a tenet of Indian faith at all 
times. Nevertheless, the slaughter of 
cattle to provide raw hides for export 
has grown to be one of India’s greatest 
industries. : 

Davenport and Company, a Euro- 
pean concern with headquarters in 
Calcutta, is managing agent.for two 
tannery projects recently floated. The 
Central Provinces Tannery proposed to 
locate at Saugor in the United Indian 
Provinces. The Rajshahi Tannery 
proposed the amalgamation of four 
slaughter houses in Bengal, at the town 
of Bogra. 

Meetings of protest followed. Bom- 
bay citizens petitioned the government. 
The Marwaris of Calcutta organized a 
business boycott of the brokerage 
house, which ‘yielded by withdrawing 
from the association with the project. 
At Karachi resolutions adopted urged 
the government of- the United Prov- 
inces to retract sanction already given 
to the scheme. 


Amendment Is Adopted 


A prominent Hindu, the Honorable 
Harchandrai Vishindas, a city council- 
lor, presided at the largely attended 
assembly of protestants in Karachi. 
With him on the platform were equally 
prominent Mohammedan citizens. Of 
great significance was an amendment 
added to the resolutions before their 
unanimous adoption, as follows: 

“In the event of non-compliance 
with the wishes of the people in this 


Leather Market 


matter, the meeting apprehends that 
an alarming situation will arise in the 


. country.” 


Establishment of the proposed tan- 
nery and government slaughter house 
at Ratona, in the Saugor district of the 
Central Provinces, was the object of 
these objections. The resolutions set 
forth that the slaughter of thousands 
of cattle “for the purpose of flaying 
hides and skins, etc.,’’ would be calcu- 
lated not only to ‘“‘deeply offend the 
religious susceptibilities of millions of 
people in India, but will greatly harm 
the economic and agricultural interests 
of the country, which would be pro- 
moted better by breeding and preserva- 
tion of cattle in the country.” 


More Policy Than Piety 

There is probably more policy than 
piety in the Muslim adherence to this 
essentially Hindu school of thought. 
Also considerable doubt attaches to the 
authenticity of cattle statistics pre- 
sented by proponents of the movement. 

The promotion prospectus was quoted 
to indicate that 60,000 cattle a month 
would be slaughtered in the Ratona 
enterprise. It was asserted that the 
price of a cow had advanced from 20 
rupees, $6.48, to 200 or 300 rupees; 
$64.88 to $97.32, in a short time. 

A rich Mohammedan, conspicuous 
agitator for non-co-operation, expressed 
sympathy with the Hindu sentiment 
against animal slaughter as a human 
as well as a Mohammedan. He was 
overjoyed, he declared, to find the 
Hindu and Mohammedan making com- 
mon cause. 

And Is Pledged 

He further declared his willingness 
to devote his property and influence to 
further the cause. If Indian interests 
combined against tanneries and even 
against slaughter of cows even for 
ordinary purposes, in his opinion, that 
opposition would prevail. 

He charged the British government 
of India with having tried to sow dis- 
sention between Hindu and Mohamme- 
dan, poisoning their minds against each 
other as opposed in interests. Four 
years ago, under this influence, he might 
have hesitated to give the support he 
now promised. 

British commentators belittle the 
economic aspects of the argument 
present in opposition to the slaughter 
of cattle. 


Shoeman Appointed Vice- 
Consul 


Daniel J. Sullivan Has Sailed for 
Danzig, East Prussia . 


Daniel J. Sullivan, son of D. F. 
Sullivan, president and treasurer of the 
firm of D. F. Sullivan (Inc.), is now en 
route to Danzig, East Prussia, where 
he is to assume the duties of United 
States Vice Consul. Mr. Sullivan is 
24 years of age and is one of the young- 


_ est men ever appointed to such a 


responsible post. The appointment by 
President Wilson followed as the result 
of a competitive examination taken 
some time ago. 

He was secretary of his father’s firm, 
having become associated with the 
retail shoe business inmediately after 
his discharge from the service. Mr. 
Sullivan is very popular in his home 
city. 

Fine War Record 


In 1916 Mr. Sullivan was a student 
at Yale University, and during that 
year, when the Yale ambulance unit 
was formed, he enrolled and went to 
France, where the unit was for six 
months attached to the French army, 
and saw much active service. Coming 
back to the United States in 1917, Mr. 
Sullivan enlisted in the United States 
army, and was assigned to the Aviation 
Corps, sent to a training camp and — 
commissioned as a first lieutenant. He 
was about to be sent ‘“‘across’’ when the 
Armistice was signed. For the past 
several months, he has been in the 
employ of the State Department at 
Washington. 





Up to date General Wrangel of the 
Crimea has captured by actual count 
(in the dispatches) about 551,869 Bol- 
shevists. No successful Russian hero 
needs an army and a treasury as long . 
as he has a lively press agent, a good 
fountain pen, and a pull with the press. 





“‘Walking the Plank,’’ was one of the 
pleasing indoor sports, popular in the 
good old days among the buccaneers 
of the Spanish Main. The sport will be | 
revived after March 4, 1921, under the 
pleasant name of “Turn ’em out.” 
Texas and North Carolina papers please 


copy. 
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hatch our ads 
and see our seri- 
als associating 
our company 
with Brockton, 
the leading 
Shoe City of 
the East. 




















This is a picture of Main St., 
Brockton, where twenty sur- 
rounding towns, with a popu- 
lation of nearly a quarter of a 
million people, do their shop- 
ping. 


UR shoes are unusual. Made in live, up- 
O to-date styles, up-to-the-minute lasts and 

patterns and best sellers. Mr. Shoe Man, 
write us about our factory-to-merchant propo- 
sition. Our new method will save you real 
money on your Fall and Spring purchases. Side 
leather shoes from $4.50 to $5.25. Genuine 
Calf, oversize soles, $5.50 to $6.50. 


) BROCKTON 


SHOE MFG. CO. 


BROCKTON. MASS. 
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Our Salesmen 


are just starting on their usual routes 
prepared to show you the most complete and exten- 
sive line of 


— “Onyx” Hosiery 


for § ‘pring 


that we have ever offered. Comprising numbers in 
every material at every price, the line is designed to meet every need 
of the retailer. 


In addition to the usual well known and dependable 
“ONYX” sellers there is a large selection of new and unusual do- 
mestic and imported designs. 


The entire line is priced at the lowest possible point, 
and will retail at an exceedingly attractive figure. 


We advise an early selection, especially as the most 
desirable lines are limited. 


Emery 6 Beers Company, ine. 


SOLE OWNERS OF “ONYX” HOSIERY 


BROADWAY AT 24th STREET 
NEW YORK 


Chicago Office Philadelphia Office Boston Office Buffalo Office San Francisco Office 
North American Bldg.. 1033 Chestnut Street 31 Bedford Street | 210 Pearl Street 259 Geary Street 


State and Monroe Sts. Mutual Life Bldg. 








Buyers’ Easy Reference Directory 





xe" Jhose totally different shoes” — 


No. 7177 
IN STOCK 


Black Kid, 8 inch Polish, 
Cuban Heel, Flexible 
Goodyear Welt, B to E. 


$6.00 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. No. 7177 
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R. A. CHENOWETH & CO. 
147 Lincoln Street, Boston, Mass. 
Mfgrs. of TOP GRADE TURNS 


: A 
Winning Style 








ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


D Ff 7 
PJ. BARNEY | 


ent 


HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 














BOSTON OFFICE: 10 HIGH STREET. 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


St. Marys 


332 Summer St., 


A FIRE LOSS 


may take the profits of much hard work. Be 
protected against loss by fire by having one 
of our special ‘policies in your safe. This 


} 

i 

! 

' 

i 
policy saves you money on its cost as well as | 
Investigate! j 
i 

| 

| 

! 

i 


against fire loss. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 
The city of 141 diversified industries 99%of which are locally owned 








Relieved Customers—Better Business 


| | 
|. 
| 


bled with sore and abused feet will lead to more 
business. Write for facts about FOOT-GUARDS. 


foot tards 


FLEXIBLE ARCH SUPPORT COMPANY 
69 E. 12th Street New York, N. Y. 


One little suggestion to customers who are trou- 








oo 
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GENUINE VICI KID COMFORTS 
PRICED RIGHT 


Blk. Vici Whole 

Blk. Vici Oxford E 
Bik. Vici Blu. Oxford 3.25 
Tip or Plain Toe, Cushion Rubber 
Heels. Sizes 24-8. 

Widths C, D, E, EE. 


Made to your order in 
36 pair cases only. 


PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 





























DON’T LET YOUR CHILDREN’S SHOE STOCK GET TOO LOW 


“B & P” SHOES MEAN MORE BUSINESS 


GOOD SELLERS IN STOCK NATURE LASTS 


Don’t Lose Sales 


—use our Stock Dept. 
‘and keep your stock 
complete 





—IT WILL 


SOFT SOLES and Hand-Made Moccasins PAY You 
218—Patent Foxed Button, with white, pink, 
blue or black high grade cloth tops at $6.60 
per dozen pairs. RIGHT WALK Turns. Spring Heels (3-8) 
se Tenet Button Shoe, white leather . Bleck Kia B — 
top, at per dozen pairs. 00— Blac! utton 
speisiihiss'tin. ate dbvitne ton: diene SPECIAL JOBS Sp Spake eae 
pagne and gray leather, at $8.40 per doz. pairs. ' 821—All Tan Kid Lace, Plain Toe. 

M ae Bae | SASS Ry oer 2.25 
pete ea pe A tn plat oy wth a for “Leaders,” write "ee Fox, Mat Top Button: 
boa, at $8.40 per dozen pairs. Dept. Y for a list of 
339—Hand-Made Dresden Silk Moccasin, s s s 
sometimes called fancy quilted satin, at $9.00 Discontinued Lines. 
per dozen pairs. 


we... THE B & P FOOTWEAR CO., i 


5% 10 Days 


Factory 2, Dept. , OSWEGO, N. Y. ae pag mas 
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IN-STOCK 


Ready for Delivery Now 


ALIVE NUMBER 
FOR THE ENTER-. 
PRISING SHOEMAN 


Just as sure as a man is known by the friends he 
keeps, you as a retailer are:judged by the shoes 
you carry. Therefore, be sure they are proven 
values with a good reputation. To say it in 
less words “‘be sure they are La Crosse Shoes.” 
This number well displayed will make a mighty 
fine showing in increasing the numbers of cus- 
tomers that come into your store and buy. 











La Crosse Boot & Shoe 


No. 748—A value hard to equal in a 6-inch, bark- 
tanned, English Grain Blucher with box toe, over our Mfg Co 
No. 88 ‘last; 9-iron single sole welt. The upper stock in e e 
this y dong: 4 En ye ippete, oe in ‘let in pee ancoed 
t 
ingly tough and durable andy seller in p fake wor LA CROSSE rn . WISCONSIN 


shoe for city wear at the attractive price of 
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Biltmore 





—IN STOCK— 


FOR IMMEDIATE DELIVERY 


MEN’S and WOMEN’S 
Romeos and Everetts 


Made of Fine Grade of Genuine 
Kid with Soft Buckskin Soles. 
that wear like a pig’s nose 
Brown Kid, Sizes 1-6 
“é ““ é 6-11 


Black Kid . . . 10 cents per pair less 
TERMS 5% 10 DAYS NET 30 DAYS 
Buy by Comparison 


CO-OPERATIVE SHOE CO. 


Office and Salesroom, 301 Bell Block 
CINCINNATI, OHIO 
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A LEADER 


Glazed cabretta, turned soles,{ Bailey’s 


The Best Shoe on the 
Market at this Price 


$2.90 
STOCK 











‘“‘won’t slip” rubber heels, cushion inner- 
soles. Sizes 4-8. 18 pr. or 36 pr. case 
lots only. Terms 3% 10, Net 30. 


Xmas approaches; get big business on 


this number. 
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You Always F igure Overhead 
How About Underfoot? 


Most merchants can tell you off hand the 
] but many forget th 
ight 


cost of doing business, 
importance of carefully selecting the ri 
sellers at right prices. The styles illustrated 
(two old-timers that are continually renewing 
their youth) are your answer to that problem. 
lassy outlines and the price 


Just note their clas 
nd you may safely neglect to sharpen th 


ur cata- 


= copy oO 
logue while the supply lasts. 


Stock No. 954 


Siger Last, Dark (Boarded) 
ussia Bal, Single Sole, 41-inch 


T. D. BARRY COMPANY 


BROCKTON, MASS., U.S. A. oo 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. 








187 WEST MADISON STREET) | | B¥Ay Il 
y 
ee) | 
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STUDY THE ILLUSTRATIONS. 
THEY TELL THE STORY. 


In order to give your display boots that smooth, smart, snappy 
appearance, form up your boot tops with “‘“AJUSTO BOOT Y 
FORMS.” Quickly and easily OF No springs to get out of 
order or screws to adjust—the SLIDE does the trick—it expands 
the form, thereby removing all unsightly wrinkles, and your boot 
tops assume smooth, graceful lines. Model No. 2 for 8 and 9 inch 
boots, A and B widths. Model No. 3 for 8 and 9 inch boots. C 
and D widths. For 10 inch, 11 inch and 12 inch boots in all widths, 
use Model No. 3. Model No. 5 forms up Spats, sizes 1 and 2. 
Price $3.00 the dozen, Net, f. o. b. West Somerville. Order enough 


for your windows today. 


U. S. SPECIALTY MFG. CO. 


115 Josephine Ave., West Somerville, Mass. 


(Formerly of Pittsburg, Kansas) Showing Boot Formed Up 


With Ajusto Boot Top Form. 


Showing ‘‘Ajusto” Boot Top 
Form Before Boot Is Laced. 
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AN Hh Qo 


Specially 


% 


These Price Reductions 


Will Interest You 
In Stock 





Nature Lasts 


FIRST WALK (1-5) Feather 
ge Turns 


400—All Black Kid Button at $1.10 
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Priced 


1809—Black Glazed Kid 9- 
inch Lace Boot— Made over 
newest perfect fitting last— 
New Model, 15-8 Cuban 
Heel—One of the best sell- 
ers of today. AA to D 
widths. 2%to8. Special 
$5.85 


Sample Pair on Request 








x 
x 
N 
RY 
N 
Ny 
N 
NY 


Novelty 
Footwear 
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Tober-Saifer Shoe Co. 


1312 Washington Avenue St Louis, Mo. 
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401— Whole Quarter Tan Kid But- 
ton at $1.50 
410— Patent Vamp Mat Top But- 
ton at $1.20 
420—Black Kid Lace at..... $1.25 
461—All Patent One Strap Ankle 
at $1.12% 
611—Patent Vamp White Kid Top 
Button at $1.50 
614—Patent Vamp Gray Kid But- 
ton, with tassel, at 45 
640— Whole Quarter White Leather 
Button, with tassel, at $1.50 
First Walk (1-5) 663—Pat. 3 S 
(2-4), only 


Don’t Lose Sales—Keep your stock complete. 
Use our Stock Dept. Often. Our Prices and 
Quality will make you a regular customer. 


Terms 5% 10 days—F. O. B. Factory. 


The B & P Footwear Co., Inc. 


Dept. 3, Factory 2 OSWEGO, N. Y. 
See Our Other Footwear Adv. Pages 88-139 








of quality. 


But you don’t know. 

But you don’t know. 

But you don’t know. 
irculations. 


But you don’t know. 
Better Be Sure. 





PIECE OF TABLEWARE may be solid silver without 
the “sterling”? stamp, the accepted “Hall Mark” 


A Bank might be honest and efficient without Government inspection. 
A business concern may be absolutely responsible without a commercial rating. 


A publication may have the circulation it claims without verification by the Audit Bureau of 


The circulation of the Boot and Shoe Recorder is verified by the A. B. C. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical ‘science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- - 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of = and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 
with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
lohnson City, N. Y........ 124 Main 
Mass 
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4 ‘ shoe: 
s The PRESTON B. KEITH SHOE COMPANY \ type 
/ BROCKTON (Campello Station), Mass. ) oe 
() New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street () tions 
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Pump Converting Instep Straps The Tongue Pad lar 
° of th 
They change the plain pump to You Are Looking mean 
the fashionable low cut strap F =/ : \4 belie 
effect. Simply attached by a or—— Se is de 
button on each side of the pump. = 2 te 
DOUBLE THICKNESS 0 
Heavier than any other very 
on the market. _s 
The above strap comes in Black Satin with a Made With Two Elastic E| Th 
Steel Beaded Design. Price is $12.00 per dozen Bands ‘a the ne 
pairs. : i out ir 
So that the tongue of the ih ai tan 
shoe can slide through retail 
easily Fue reduc 
i i factur 
$1.50 per dozen pair He : a 
$18.00 per gross pair belief 
The above strap is made in Black Satin, White likely 
Satin, Patent Leather, Gun Metal and Glazed tg a that 1 
Kid. Price $7.20 per dozen pairs. Colors: Black, Dark Brown ; Se i 
Delivery in One Week and Waites ee as ating 
H. L. HYMES COMPANY _ 19 East 17th Street [BRS Retail 
Manufacturers of Shoe Novelties NEW YORK 
Ret 
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Late St. Louis Notes 


MARKING TIME 


In Local Shoe Manufacturing 
Circles on New Business 

St. Louis shoe manufacturers might 
aliuost be said to be marking time, so 
far as new business is concerned, for 
while orders are coming in directly 
and are being received from the men 
on the road they are in nothing like 
the volume that is ordinarily to be 
expected at this season of the year in 
normal times. According to the best 
information that is available from an 
investigation of the market as a whole 
the advance orders coming in for the 
Svring season are not even 25 per cent 
of the usual requirements. While the 
factories are operating on perhaps a 
50 to 60 per cent basis this is chiefly 
due to the fact that so many of the St. 
Louis concerns are general line houses 
and have a sufficient volume of work 
shoes, children’s shoes and other staple 
types whose demand is one of necessity 
and, therefore, does not fall off so 
sharply as style goods do under condi- 
tions like the present. 


Depends on Public 


The general feeling in tke trade is that 
nothing like active buying can be ex- 
pected until after the turn of the year 
and that the volume then will very 
largely depend upo: What the attitude 
of the buying public has become in the 
meantime. There is a disposition to 
believe that the retail trade generally 
is determined to make stocks in the 
stores go to the utmost limit before 
purchases are made and that these 
stocks are sufficiently large to defer 
very materially the necessity for buy- 
ing under such pressure as now exists. 


At Present Prices 


The lack of a very sharp demand for 
the new novelties that are being brought 
out in the sample lines is also taken as 
an indication that both public and the 
retailer are still holding off for further 
reductions. The St. Louis manu- 
facturing and wholesale houses assert 
that their prices have been put on a 
replacement basis and also that their 
belief is that materials and labor are not 
likely to be liquidated further. Hence, 
that when buying does begin it will 
have to be at the prices that are now 
being made. 


COLDER WEATHER 


Retail Merchants’ Narrow Margin 
of Profit 

Retail trade in St. Louis has been 

helped in-the stores and departments 


somewhat during the past week by 
colder weather which has brought about 
some increase in the demand for sea- 
sonable footwear, but the aggregate 
increase in business has not been ex- 
treme in its volume to say the least. 
Shoes continue to be offered at about 
the same range of prices as have been 
reported in recent weeks and the same 
interference of job lots and manu- 
facturers’ sales that has been the case 
for some time is still a feature of the 
retail field. The price cuts on regular 
stock which have been made by the 
St. Louis retail trade have not been 
such as to put the stocks on a replace- 
ment basis, although the profit margin 
has been narrowed. 


Reduction of $2.00 


As an instance, perhaps, may be 
cited a man’s shoe of well-known make 
which has heretofore been selling at 
$22.10 including war tax has been 
marked down to $19.90 including tax, 
which is in other words a reduction 
from $21.00 to $19.00, or $2.00 per 
pair. In the high-grade women’s lines 
prices all the way from $15.00 upward 
continue to be made and. the price 
cuts are about on the same basis as 


. that noted on the men’s line just re- 


ferred to. About the same proportion 
of reductions is noted in other grades 
and most of the cheap prices that have 
been made have been on special lots 
which have been obtained from manu- 
facturers and jobbers and sold on a 
basis of the low purchase price with 
perhaps some few shées from stock 
mixed in to move them out in the 
general selling. 


Lack of Advertising 


Not much is being done in the way 
of offering new novelties, but the best 
possible use is being made of those 
shoes in stock and received on last 
Spring’s orders in an effort to merchan- 
dise present stocks down. Advertising 
is not playing any prominent part in the 
retail operations, the space used not 
being anything unusual. In fact some 
of the largest users of space declare 
their attention is devoted to getting the 
most they can out of the momentum 
gained from past advertising and thus 
balance their reduced profits with 
savings in advertising cost. The ad- 
vertising being done by most of the 
stores and departments just now is 
chiefly for the purpose of not letting 
the name of the store become unfamiliar 
to the general public. 


RETAIL MEN MEET 


Local St. Louis Association Signing 
Reservation Cards 

The November meeting of the St. 
Louis Shoe Retailers’ Association was 
held Wednesday of the past week at 
the American Annex Hotel with the 
usual good attendance of officers and 
members. The principal speaker of the 
evening was T. L. Mauldin of the Lund- 
Mauldin Company, manufacturers of 
men’s shoes exclusively. Mr. Mauldin 
discussed market conditions with refer- 
ence to the price and supply of materials 
and finished goods, as seen from the 
manufacturing end of the business. In 
addition there was considerable dis- 
cussion of the subject among the mem- 
bers present. The association took 
further cognizance of the coming con- 
vention at Milwaukee of the N.S. R. A. 
and cards were distributed addressed 
to the Hotel Committee at Milwaukee 
for those intending to go to fill in and 
forward direct in order to make sure of 
reservations. 


Club Entertains 


The Shoe and Leather Club enter- 
tained its members and guests election 
night with open house and the club 
house was filled until a late hour. The 
entertainment provided served excel- 
lently the purpose of whiling away the 
wait for the early returns and later on 
was well suited to relieving the monot- 
ony of the figures as they came in. 
President A. A. Tilden and his officers 
were out in force to look after the mem- 
bers and their guests and the evening 
proved a very successful affair. 

Cut Rate Store 

A new cut rate shoe store is to be 
opened shortly in the down-town dis- 
trict, according to announcements. 
Space has been leased on a second floor 
of the S. S. Kresge building at Sixth 
and St. Charles Streets. The store will 
be operated by the Cut Rate Shoe 
Company, which has stores in other 
cities, but the date of its opening has 
not been announced. 


$1,000,000 Addition 

The new million dollar addition to 
the department store of the Stix Baer & 
Fuller Dry Goods Company, which 
has been under construction for about 
a year, was formally opened the current 
week with suitable ceremonies and a 
special sale which reached through all 
the departments. The completion of 
the addition has made possi*le the re- 
arranging of the shoe departments, 
both women’s and men’s, and Manager 
S. G. Hinckley now has one of the 
most complete and efficient sections to 
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IN STOCK 


BRANDED OR UNBRANDED 


B529—Cherry Calf Bal, Perforated Vamp, 


B515—Cherry Calf Bal, Carlton Last, with Pointer Last. Widths AA to D. 


Goodyear Wingfoot Rubber Heel. 


~ 


B538—Mirror Patent Oxford for Dancing and 
B647—Cherry Calf Brogue Oxford, Tremont Dress Occasions. Lightweight construction 
Last. Code—Classic. Widths AA to D. with Flexible Sole, Windsor Last. AA to D. 


CHARLES A. EATON COMPANY 


“‘ The Sterling Shoemakers of New England ”’ 
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be found in any department store of 
ihe country. The arrangements sepa- 
rate the men’s section entirely from the 
vomen’s and children’s section, but 
both are on the main floor and easily 
accessible from the street or from the 
remainder of the store. The men’s 
section is close to the men’s clothing 
department and the furnishing goods 
section which has proved desirable in 
attracting men’s trade. 


TRUNK TROUBLES REDUCED 


J. R. Rodgers, with Brown Shoe 
Company, an Inventor 


J. R. Rodgers, who travels western 
Tennessee for the Brown Shoe Com- 
pany, with his headquarters at Union 
City, has made application at the 
patent office for a new method of 
handling the shoe sample situation for 
traveling salesmen, reducing the trunk 
troubles of the man on the road. Mr. 
Rodgers says of his plan that it applies 
more directly to the general line house 
than it does to the specialty and style 
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house. Ina general way it contemplates 
the carrying of but one shoe of a line, 
the remaining numbers in that par- 
ticular classification being handled by 
means of samples of leather, photo- 
graphs of different shapes of toe, heel 
types, etc. The idea is one which has 
been applied to samples in dry goods 
lines, but has not been utilized in shoes. 


Applicable to Shoes 


The features which Mr. Rodgers 
makes a basis of his application for a 
patent are largely in the manner of ap- 
plying the plan to the shoe field. Under 
it he and others with whom he has 
discussed the idea believe that the 
volume of samples which would have 
to be carried could be very heavily 
reduced, thus cutting traveling ex- 
pense, reducing the expense incident 
to the production of samples and their 
mating up and sale after the close of 
the season, and in various other ways 
lending to the minimizing of cost from 
the beginning of the season to the end, 
in the house and on the road. 


Late Cleveland Notes 


Business Improving—Oxfords 
Favored 


Retail business in this city was stimu- 
lated somewhat last week by colder 
weather and the approach of the holiday 
shopping season. 7 

The biggest volume of trade con- 
tinued to be in low shoes, with oxfords 
selling better than pumps. Straps went 
well, although with the advent of lower 
temperatures, there was a slackening of 
demand for this model. 

The sale on boots was light for this 
time of year, and there is no discounting 
the fact that the consumers are shopping 
closer and that they have been led to 
believe by propaganda that is being 
spread broadcast that lower prices are 
in store for those who wait, despite price 
declines that have been sweeping. 

An example of the arguments being 
handed out to the public is the following 
from Finance & Industry, the business 
paper of this city: ‘‘Some business au- 
thorities are of the opinion that the 
present rapid downward movement of 
commodity prices may slow up shortly, 
and that there is a possibility that some 
prices have already fallen too low 
through underestimates of demand. 
This belief is held in respect of retail 
prices more than of wholesale prices. 
In many quarters it is heard that retail 
prices will have to go lower before the 
reductions will correspond to wholesale 
price declines. As measuring the length 





of time that may be expected to elapse 
before demand increases materially, 
the further reducing of retail prices is 
considered of great importance. An- 
other element of weight enters into a 
consideration of demand. It is the 
public’s attitude toward prices. When 
the public believes that prices will go no 
lower for the time, a substantial basis 
for an increased demand will have been 
established. This applies generally to 
buyers and consumers of all kinds, per- 
sons and corporations.” 


Propaganda of this kind has had an 
effect, and price reductions on shoes 
bought for the Fall season have been 
made in practically every Cleveland 
store. 

The same is true of clothing, dry 
goods and furniture stores. Reductions 
in prices in these three classes of stores 
have been played up’ strongly in the 
papers, but it is doubtful whether they 
have profited to any great extent. It is 
evident that there is a feeling among the 
consumers that full benefit of reduc- 
tions in wholesale prices have not yet 
come down to the consumer, and this 
thought has been aroused by propa- 
ganda to the effect that it takes time 
for price reductions to get down from 
the top to the consumer. 








Basement Departments Increase 


The basement store is coming to the 
front in this readjustment period, and 
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it is used as a means for handling sur- 
plus stock. In addition, odd sizes and 
models, that are selected for specially 
low prices, are sent down to the base- 
ment to be disposed of. 

Before the year ends, it is expected 
that there will be more basement de- 
partments in operation than Cleveland 
has ever had before. 


An example of what is taking place 
in. Cleveland is afforded at the Stone 
store, one of the largest in the middle 
West. 

Here the downstairs department is 
being enlarged, while the ground floor 
room is undergoing remodelling. When 
improvements under way are completed, 
Cleveland will have in this store, one 
of the largest and best equipped in the 
country. This is the strongest kind of 
‘indication that trade conditions for the 
future are excellent. The management 
of this store is not the kind that throws 
out good money when a slump is on for 
extensive expansions. 


Price Policy Established 


The price policy of this store is illumi- 
nating. Lately the announcement has 
been made that $14 is the top price for 
boots in the store, while no oxfords will 
sell for more than $12. It is stated that 
these are the highest prices—nothing 
more costly in the woman’s section. 
No sacrifice of quality has been made 
and the newest productions of the hour 
are offered. In the downstairs depart- 
ment $5 and $6 shoes are featured. 


Chisholm Merchandising Plan 


At the Chisholm store, 1140 Euclid 
Avenue, the replacement value is taken 
into consideration in fixing special 
prices to make goods on the shelves 
move. 

At this store the announcement has 
been made that every pair of finer 
patent oxfords has been reduced in price 
35 per cent. 
to be of as fine workmanship and mate- 
rial as one can find. The heels are cov- 
ered French, soles are genuine turn or 
in some cases light welt. 

At all Chisholm stores in this city, 
trade was stimulated last week by the 
lower temperatures, and preparations 
are being made to handle a larger vol- 
ume in the next month or two on ac- 
count of the annual holiday shopping 
season. 


**Make You a New Person”’ 


G. W. Crouse, who conducts a shoe 
store at 1726 W. 25th Street, is setting 
forth in advertisements the cause for 
aching feet and how the same can be 
relieved, as a means for increasing his 
trade. In last week’s papers there ap- 





The shoes are guaranteed’ 
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peared a quarter page advertisement, 
setting forth the discomforts of fallen 
arches, flat feet and the symptoms. 
Then followed a statement about 
what shoes in the Crouse store would do 
‘or sore feet. “To make it short, our 
shoes will make you a new person in 
‘oot, body and mind by relieving that 
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tired, aching and broken down feeling 
of the feet and legs, which is due to im- 
proper support and tension at the 
proper place.” The whole was a strong 
appeal to those who suffer on account 
of their feet—and there are thousands 
of them in this city—and Mr. Crouse 
says the appeal went home. 


Indianapolis 


FALL WEATHER 


Comes Suddenly—Public Makes 
Rush to Buy Winter Apparel 


After a prolonged mild spell, the 
temperature in and around Indianapolis 
has taken a good-sized drop, giving the 
city its first real taste of Fall weather 
this year. The change has caused a 
great deal of relief in local shoe circles, 
and the stores are preparing to handle 
the rush of customers which they feel 
were delayed by the unseasonable 
weather. 

The cold weather, which came rather 
suddenly and which the merchants hope 
will continue, caught many Indianapo- 
lis residents wearing low shoes and light 
Summer clothing. A rush on the down- 
town shoe and department stores re- 
sulted, with big increases in the sales 
of high shoes, topcoats and other cold 
weather wear. Practically all of the 
local shoe merchants believe that with 
a continuation of the cold spell, un- 
usually good business will be done. 





Marott Wins Prize 


The Marott Shoe Shop in Indianapo- 
lis, the largest retail shoe store in 
Indiana, was awarded second prize for 
the best window display exhibited dur- 
ing the recent convention of the 
Florists’ Telegraph Delivery Associa- 
tion, composed of leading floral firms of 
the country, which was held in In- 
dianapolis. First prize was awarded 
to the William H. Block Company. 


INDIANA NOTES 


A Death—A Shoe Store 
New Store 


Sold—A 


Joseph A. Brewer, a retired shoe 
merchant of Warsaw, died at his home 
there last week after an illness of several 
weeks. Mr. Brewer, who was seventy 
years old, is survived by the widow and 
two sons. He was an active member of 
the Red Men and the Knights of 
Pythias. , 

S. A. Eckhart has sold his retail shoe 
store at Kendallville to the Volberding 
Shoe Company, composed of A. H. 
Volberding of Watseka, IIl., and W. D. 


Lovett of Kendallville. The new owners 
are brothers-in-law, and the former is 
the owner of a shoe store at Watseka. 
Mr. Lovett will be in charge of the 
Kendallville store. Mr. Eckhart con- 
templates locating in the shoe business 
in the South. 

The G. R. Kinney Company has 
opened a new retail shoe store at 410 
Third Street, Logansport, thus adding 
another to the chain of stores operated 


by the company in Indiana. The new 
store, which was recently opened 
is in charge of C. B._ Siffert, 


formerly a salesman in the company’s 
store in Fort Wayne. P. W. Landen, 
manager of the Kinney company’s 
Fort Wayne store, assisted Mr. Siffert 
in supervising the opening. 


MAMMOTH’S OPENING 


Pair of Silk Hose Given Each Cus- 
tomer 


Large crowds attended the recent 
opening of the Mammoth Shoe Com- 
pany’s new store at 1227 Calhoun 


New 


STRAP SHOES FAVORITES 


Current Demand Centers on Suede 


or Buck 


More seasonable Fall weather has 
stimulated the demand for new foot- 
wear in the Metropolis, but, contrary to 
general expectation, low shoes continue 
to sell in greater quantities than high 
shoes. Unless something occurs to 
change the prevailing style trend it 
appears likely that the present Fall and 
Winter season will pass into history as 
the greatest low shoe Winter season the 
local shoe trade ever has known. The 
many varieties of strap pumps, par- 
ticularly in suede are reported to be in 
the best demand, eclipsing the popular 
heavy oxford or brogue in many stores. 
The proportion of strap shoes sold 
seems to depend more upon how hard 
the retail merchant is pushing them or 
how well he has stocked them. 

Although all satin and combination 


‘clientele. 
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Street, Fort Wayne. Sixteen sales- 
people were kept busy throughout the 
day of the opening, waiting on cus- 
tomers and showing them through the 
establishment. As a special induce- 
ment a pair of silk hose was given away 
to each customer who bought a pair of 
shoes. Another unique feature of the 
opening was the exhibition of a shoe, 
size 46, which was said to be the largest 
in the world. E. Phillips is the manager 
of the new store. 


Third Anniversary 


The W. L. Douglas shoe shop at 
Mishawaka recently celebrated its third 
anniversary. The store, which is the 
only exclusive shoe shop in Mishawaka, 
was opened three years ago with Lester 
Hurwich as manager and has added a 
long list of satisfied customers to its 
A courteous staff of clerks 
and a strict adherence to truth in ad- 
vertising is said by Mr. Hurwick to 
have been responsible for the store's 
success. 


Gary Store Expands 


The United Shoe Market Company, 
which operates a large upstairs shoe 
store in Gary, announced this week the 
addition of departments for the sale 
of women’s and_ children’s’ wear. 
S. Mahler and I. Rubin, formerly asso- 
ciated with the wholesale ready-to-wear 
trade in Chicago, will have charge of 
the department, the former to manage 
the woman’s section and the other to 
have charge of the children’s division. 


York 


satin and leather strap sandals are sell- 
ing well, the bulk of current demand is 
centered on all suede or buck, par- 
ticularly in gray shades, ranging from a 
putty color to the darker tones, which 
some designate by the name “battle- 
ship” gray. Shoe departments with 
hosiery departments conveniently lo- 
cated report a good sale of hose in colors 
to match the shoes. The tendency to 
match hosiery with shoes is more pro- 
nounced than it has been for some time. 


The Tongue Pump 

Nearly all retail merchants, es- 
pecially those catering to the best class 
of trade, feel that the strap pump 
craze is now at its height and is likely 
to wane at almost any time. Already 
speculation is rife concerning what 
particular type of footwear is to suc- 
ceed it. The straight pump to be worn 
with buckles or other adornment is 
finding many sponsors. There are some 
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| Reg. U. S. Pat. Office 


Novelty Boudoir 
Slippers 


Style $5081 
Price—$3.25 Pr. 


Satin mule, emb. vamp. Pink, blue, 
old rose, Copen, lavender; black, 
rose lined; black, lavender lined. 


$5101—Price............$2.75 Pr. 
Same as above, without heel 


Holiday Business 


IN STOCK 


Hea Faydterg 


$5100 
Price—$2.00 Pr. 
Satin mule, plain vamp, without 
heel. Pink, blue, old rose, Copen, 


lavender; black, rose lined; black, 
lavender lined. 


$5077— Price 
Same as above, with heel 


5 Th Ave. New-Uou, 














NOW 


MISSES, CHILDREN’S GOODYEAR WELTS 


STOCK NO. 715 
All Brown Side Lace Hi Cut 
Size 8144-11, Broad Toe, $3.55 Size 1144-2, Broad Toe, $4.15 


Gun Metal Calf as above 
Size 814-11, $3.40 1114-2, $3.90 


Terms 5% 10 days, Net 30 days. Buy by Comparison 


CO-OPERATIVE SHOE CO., Cincinnati, 0. 


Fair Dealings Win damts 


























—=IN STOCK= 





Office and Salesroom: 301 Bell Block 








IN STOCK 


Ribbon Trimmed Moccasins 





CANNOT 
RIP 


Pink, Copen Blue, Old Rose, Orchid, 
Light Orchid, Lavender, Purple 
$1.50 
RED, BROWN, NAVY, MAROON, OXFORD 
$1.40 


ORDERS FILLED AS RECEIVED 
CASE LOTS ONLY (3 Color Assortment) 


3% Off 10 Days 


MAID-RITE FELT SLIPPER CO. 


(Rosemill Products) 
169 Livingston Street BROOKLYN, N. Y. 
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Shoe Dean Senator 


Massachusetts Districts Elect E. T. Wright by 
Overwhelming Majority 


Rockland, Mass., November 3—E. T. Wright, 
treasurer of E. T. Wright & Co., and one of the deans 
of the shoe industry of the country, has been elected 
to the Massachusetts Senate by the greatest majority 
ever piled up in the Norfolk-Plymouth Districts 
for any candidate. “Pop” Wright, as he is every- 
where known in this section, has served Massa- 
chusetts for two years in the House, and so well has 
he cared for the industrial end of the Commonwealth 
that his constituents were determined to send him 
higher up for the next two years. 




























many problems. 


affection. 





factory administration. 











Mr. Wright commenced to make footwear in 1875 
and has been continuously “‘at it’? ever since. 
has a wide experience in shoe manufacturing and its 
He is ever on the alert for the 
betterment of the working and social conditions of 
his employes, and in return he has their sincere 
““A square deal for labor’’ is his slogan, 
which he has demonstrated in his many years of shoe 


He 


STATE SENATOR E. T. WRIGHT 





















beautiful types of the tongue’ pump, 
with the tongue large, and placed out- 
side the pump. 










Low Prices Prevail 






The wave of price cutting has sub- 
sided to a certain extent, but low prices 
still prevail. In almost every instance 
the individual retailers assert that they 
have marked prices as far down as 
they can, and that in many cases they 
are just about breaking even. Com- 
plaints of poor business are common, 
yet shoes apparently are moving in fair 
volume. Undoubtedly shorter profits 
are the chief causes of complaint. 














MEN’S SHOE BUSINESS 












Volume of Sales on High Shoes at 
$9.00 or $10.00 







The colder weather has driven more 
men to high shoes and this branch of the 
business during the past week has 
shown more life than at any time since 
the sweeping reduction sales of last 
Summer. Despite the wide distribution 
of shoes to the public during those sales, 
a casual observer is forced to the con- 
clusion that the majority of men are 
prospective customers for the shoe mer- 

















chant, but have delayed purchasing for 
some reason, possibly for another drop 
in prices. From time to time special 
sales are put on by various merchants 
and where the price is made around the 
$9 or $10 mark a volume business re- 
sults. It appears impossible, however, 
to draw any sort of a large shopping 
crowd of men with a shoe sale in which 
prices are named above $10 a pair. 


Staples Not Selling 


Some retail merchants have noticed 
a decided trend among men toward 
black shoes, but in fancy models. 
Staple models are not selling par- 
ticularly well and it is reasoned from 
this that the man who buys shoes from 
sheer necessity either has an ample 
supply on hand or is waiting for still 
lower prices. 


Army Shoes Moving 


The large sale of men’s army shoes in 
eight Brooklyn stores is attracting 
much attention here. Comparatively 
little advertising was done in New York 
papers and the patronage is being drawn 
almost exclusively from residents of 
Brooklyn. According to an official of 
the Meade Shoe Company, one of the 


stores participating in the sale, there 
has been a generous response. 


Ornaments Are Popular 


Ornaments for evening slippers are 
receiving more attention. Cammeyer’s 
is displaying a large line of imported 
buckles purchased by L. A. Hart on his 
recent visit to France. Some of these 
buckles, mostly cut steel, are arriving 
now and are finding a fairly ready sale. 
Among the new ornaments are small 
ostrich tips, in a variety of colors. These 
are being sponsored by Franklin Simon 
& Co. A particularly effective orna- 
ment displayed at this store is a small 
curled ostrich tip of burnt orange used 
on a black satin opera pump. 


Nemours Sale Continues 


The Nemours sale in the old Siegel- 
Cooper Building on Sixth Avenue con- 
tinues. Officials of the company report 
satisfactory progress, but can give no 
idea of when the sale will be terminated. 
Apparently sufficient stock is in hand to 
continue the sale for some time to come. 
Other shoe men in the city advance the 
theory that. the general lowering of 
prices has taken some of the edge off 
this event. 
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Wear Three Times Longer 


ADWEAR PROCESS SOLE LEATHER MACHINE CO. 


MR. MANUFACTURER: We know how 
vital to your interest the question of WEAR 
is and also the uncertainties of the average 
run of Sole Leather. . 

THE ADWEAR PROCESS is the one thing 
you can absolutely depend upon to give your 
customers the assurance of Long Wearing 
Sole Leather. 

THE ADWEAR PROCESS is the one 
MISSING LINK to couple up that neces- 
sary element of GOOD WILL from you to 
the retailer and through him to the customer. 

THE ADWEAR PROCESS increases the 
wearing quality of Sole Leather ‘““THREE 
TIMES.” The added cost is very small. 

Now used and adopted by many of the 
largest manufacturers. 


WRITE FOR FULL PARTICULARS. 


Executive Offices, Finance Building, Philadelphia, Pa. 





























No. 400—Black. Glazed Kid, Tan Cushion 
Socks Lining, Rubber Heel, Heavy Turn Sole. 
5 << — ae repay $2.25 
No. 402—Black Glazed Kid, Stock Tip, 15- 
Eyelet Boot, 9-8 Rubber Heel, Heavy Oak Turn 
Sole. Wide widths. Price............. $4.00 
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FERNY POOR CO. Inc. 
; * NEWBURYPORT. MASS.» 
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Instead of button fastened, made with two in- 
step straps, fastened with metal buckles at side. 
Turn sole, full Louis heel. Price $4.50, net 30. 


In following run of sizes only: 


A 
B 


NEWTON SHOE CO. 


HAVERHILL 


IN STOCK 


At Once 
Shipment 


No. 907 


Patent 


Anklet 
Strap 


- - MASS. 
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What Are Shoes Worth ? 


How Should They Be Priced? 


By E. C. LOGAN, Western Editor “‘Boot and Shoe Récorder”’ 


The president of one of the most 
prosperous state associations of retail 
shoe merchants in speaking of the 
course which merchants should pursue 
in merchandising their stocks under 
present conditions, recently said, “It 
was very fine for the trade press and the 
officers of national and state associa- 
tions to advise merchants to mark their 
stocks up as prices advanced. It is an 
entirely different matter and a more 
delicate position in which each is 
placed to advise them to mark them 
down.” 

This is undoubtedly true, and yet, 
regardless of whether prices are ad- 
vancing or declining, shoes or any other 
merchandise are worth only their market 
value minus a depreciation on account 
of broken sizes, minus the depreciation 
owing to change in style, minus a de- 
preciation representing the cost of 
carrying the merchandise over the space 
of time during which it has been on the 
shelf. 

Even when prices were advancing 
these depreciations were at work all 
the while. Fifteen or eighteen months 
ago women’s patent leather boots were 
on long, outdrawn lasts, made with 17-8 
Louis heel, looked like a good bet and 
many merchants loaded up with them. 
There are lots of such shoes and simi- 
lar styles in different leathers still un- 
sold and on the shelves in retail stores 
today. What are they worth? The 
depreciation on account of change of 
style has been terrific. 

Where the lots are broken up, the 
majority of the middle sizes sold and 
only the end sizes left, the depreciation 
on account. of broken sizes is very 
heavy. 

Those shoes have now been on the 
shelves for at least a year. What has 
it cost to carry them during that period? 

Total overhead expense in the aver- 
age store is around 25 per cent. This 
overhead includes rent, heat and light, 
transportation, taxes and insurance, 
sales and management expense and 
various other items. 

The average sales expense including 
the management runs around 10 per 
cent in the average store. Overhead 
is of course figured on the volume of 
sales made or the gross volume of busi- 
ness transacted. Shoes that are sitting 
on the shelf have not been sold and 
consequently do not figure in the total 
volume of sales, and yet each pair of 


shoes on the shelf must necessarily 


bear its share of all the burden of over- * 
_ head excepting the actual selling cost. 


The expense, therefore, of carrying a 
pair of shoes on the shelf for a year is 
far beyond the 6 or 7 per cent at which 
money is obtainable at the bank, even 
if depreciation on account of change of 
style, broken lots and market value are 
left out of the calculation. 


Inventory Time Only Two Months 
Ahead 

No sane merchant would argue that 
shoes purchased at their market value 
six months ago are worth what they 
cost. Several declines have come in the 
meantime which have materially af- 
fected the replacement value. 

Merchants probably have on their 
shelves shoes purchased so long ago 
that they represent values equal to 
present day prices, but such calculation 
leaves out of consideration changes of 
styles that have taken place in the 
meantime, the depreciation on account 
of broken sizes and the cost of carrying 
the merchandisein stock over the period 
during which they have been on the 
shelves. 

There is another depreciation which 
too many merchants overlook in esti- 
mating the value of their merchandise; 
and that is the mental attitude of their 
sales force toward that merchandise. 
Sales people get tired showing the 
same old merchandise week after week 
and month after month. They always 
grab for the new ones first. 

A prominent Chicago merchant in 
explaining why he had taken such 
liberal markdown on his stock within 
the last few weeks said that he preferred 
to take his loss in small bites rather 
than at one big gulp. He knew that 
if he had any merchandise on his shelf 
at inventory time which was purchased 
during the first half of 1920 that he 
would have to show a tremendous loss 
on that merchandise on his annual 
inventory even though the style would 
still be good. Besides this, by liquidating 
his stock he would have the cash to 
reinvest in the same quality of mer- 
chandise at a lower price which he 
could sell at a profit and thus help to 
recuperate his loss. 


The Value of Cash 


It has been a long time since actual 
cash was worth as. much in buying 


merchandise as it is at the present time. 
A. B. Caspiri, president of the Mil- 
waukee Retail Shoe Dealers’ Associa- 
tion, and a director of the N. S.R.A., 
expressed the same thought a few 
months ago in a talk before the IIli- 
nois state association when he said, 
“A long pocket book talks louder to 
the manufacturers than a long stock 
on the shelf.”’ 

Some merchants have made the mis- 
take of trying to meet the demand of 
the public for lower priced shoes by 
buying inferior grades of merchandise 
and leaving their better grades marked 
at their former prices. While the public 
may not be able to judge within a dollar 
or two of what the price of a pair of 
shoes ought to be it can pretty 
readily tell the quality of workmanship 
and general appearance. The demand 
for a good quality of shoe, but at lower 
prices than prevailed several months 
ago, must be met if prosperous business 
is to result. 

This is a time when attractive win- 
dows and attractively arranged stores 
are sure to attract business if merchan- 
dise in that store is of the wanted style 
and quality and is rightly and reason- 
ably priced. It is time, therefore, to 
put an estimate of the value at which 
the merchandise now on the shelf will 
have to be taken up if it still remains 
on the shelf at inventory time and price 
it to the public now on that basis. 


Sacrificing ‘‘Paper’”’ Profits 


On the surface this looks like a 
sacrifice of profit, but as a matter of 
fact it is only a sacrifice of payer profit, 
because there can be no real actual 
profit until-the shoes are sold, the money 
collected, and placed in the cash drawer. 

A certain line of men’s Russia calf 
shoes, for instance, were quoted to the 
trade on March 1 at $10.25. These 
same shoes showing better finish and a 
smoother quality of stock are now 
quoted at $7.75. 

The retail price based on the former 
cost would generally be around $15.00 
to $16.00. The retail price based on the 
present cost would be $12.00 to $12.50. 

It is certainly good business judg- 
ment to mark the shoes $12.50 now, 


clear the shelves and re-invest the} 
money in the same shoes at the lower | 
price rather than to hold them on the} 7 
shelves, miss the business, and take the | 
loss all in one lump at inventory time. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 











Failures 
Boston, Mass.—Gurvitz & Gurvitz Shoe Co., 
wholesale shoes, reported called meeting of 
creditors for November 12 and offering to 
compromise at 35 per cent. 
Glick & Rosenbloom, shoes, reported re- 
ceivers appointed. 
Lynn, Mass.—Bernstein-Sullivan Shoe Co., shoe 
manufacturers, reported petitioned into bank- 


ru 
fi’ & Y. Shoe Co., wholesale shoes, reported 

assigned to Louis Shulman, liabilities, $6,000. 

— of creditors called for November 6 

ast. 

J. B. Thomas & Tarr, shoe manufacturers, 
reported offering to compromise at 45 per cent. 

Reading, Mass.—Hall & McFarland, shoes, re- 
ported offering compromise of 10 per cent. 

Somerville, Mass.—Abraham Levine, shoes, reported 
called meeting of creditors for November 5 last. 

Douglas, Ariz.—Sam Samuels, shoes, etc., reported 
assign 

Los Angeles “Cal.—Wm. Johnson, shoes, reported 


Dublin, ‘a —Union Dry Goods Co., shoes, etc., 
— into bankruptcy. Lia- 
bilities, $73,000. 
Chicago, III. —David Knaster (3222 South Morgan 
. etc., reported petitioned into 
bankruptcy. 


Jamestown, Kan.—Farmers Union Co-operative 
Co., shoes, etc., reported embarrassed. 


Bowling Green, Ky.—Sam Greenberg & Son, 
shoes, etc., reported assigned. 

Rayne, La.—Ernest Levy, shoes, etc., reported 
asking for general extension. 

Poplarville, Miss.—Joe Batson, shoes, etc., re- 
ported petitioned into bankruptcy. 

Kansas City, Mo.—Franklin Mercantile Co., 
shoes, etc., reported called meeting of creditors 
for November 1 last. 

New York City—Arrow Shoe Co., Inc., manu- 
facturers of shoes, reported petitioned into 
bankruptcy. 

Samuel Berman (92 Avenue C), shoes, re- 
ported asking for general extension. 
Brown soso Co., Inc. (35 Fifth Ave.), shoes, 
reported assigned. 

H. Goldfarb (204 Clinton St.), shoes, re- 

ported offering compromise of 80 per cent. 
is Morrison (106 Reade St.), wholesale 
shoes, reported petitioned into bankruptcy. 

Akron, Ohio—Samuel Jaffe, shoes, etc., reported 

offering a? — of 40 cent. 

Providence, R. I.—Biltmore Co., shoes, reported 
offering to com romise at 50 per cent. 

Dyersburg, Tenn.—Hubbard Brothers, shoes, etc., 
reported called meeting of creditors for 
October 22 last. 

Milwaukee, Wis.—American Co-operative Associa- 
tion, | Inc., shoes, etc., reported receiver 
appointed. 

Montreal, Quebec—Harry Cohen, shoes, reported 
petitioned into bankruptcy. 


Changes 


Boston, Mass.—Delano, Bartlett & Dexter, Inc. 
shoe manufacturers, reported capital stock in- 
creased by $197,000. 

Brockton, Mass.—Buckley Shoe Co., shoe manu- 
facturers, reported incorporated with author- 
ized capital of $150,000. 

Haverhill, Mass.—Harriman & Waning, shoe 
manufacturers, reported partnership dissolved . 

Compton, Cal.—J. R. Hann & Sons, shoes, re- 
ported succeeded by A. F. Hann. 

Woodlake, ~~ —A. P. Haury, shoes, etc., reported 

sold out to D. D. Smith. 

Chicago, Til. -—ohin K. Grbac, shoes, etc., reported 
succeeded by Grbac & Son. 

North we" Il.—Lulewicz & Wysocki Co. 
(124 14th St.), nnd = ” L rted partner- 
ship dissolved, succeed has. Lulewicz 

me or _— —D. W Saitt, yd etc., reported 
closin, 

Sidney, Ind. vd Paulus, shoes, etc., reported suc- 
ceeded by C. Hadley. 

—— ed —A. L. Shire & C a, 

eported discontinuing business. 

Wichita, Kan.—Paul L. Idman, shoes, reported 
discontinuing business. 

Detroit, Mich.—Philip Kahn (2476 5! Jefferson 
Ave.), ange. reported succeeded by Philip 

n 

Walnut Seeding *Minn.—J. W. Hirse hfeld, shoes, 

etc., reported closing out. 


shoes, etc., 
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Turn Everett 


DON’T MISS YOUR SHARE OF THE 
HOLIDAY BUSINESS 


Slippers of Every Kind 
IN-STOCK 
Ready To Go 





—ALSO— 





Imitation Seal Leather 
Men’s Slippers 
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Men’s Felt Leather Sole 
Stitch-down, Brown, Black and 





$1.25 and $1.50 





1160 Chocolate Tan.....$2.85 
1161 Black 2.85 
Same Styles as above, machine- 


= 
CHIPMAN-HARWOOD COMPANY 


564 ATLANTIC AVE. .*. BOSTON, MASS. 
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WOMEN’S FELT MOCCASINS’ IN-STOCK ALL COLORS 
POPULAR PRICES, SPECIAL DICOUNT ON CASE LOTS 
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B-110 
Black Satin 1 Strap 


2% $3.25 10 Days 


eee meee 42 


TURN SATINS otk 


Clean, fresh goods ready for immediate 
delivery. 

UNIFORM IN QUALITY 
MODERATE IN PRICE 
UNUSUAL IN VALUE 


B-110 B-100 
Colors, Black and White, leather lined, 
16-8 Half Louis heel, metal plate. c 
and D. 3 to 8. 








L 
BUY DIRECT FROM THE FACTORY 
inimum orders, one dozen pairs. 
Hannahsons Shoe Co. 
HAVERHILL, MASS. 


Send us your name. You can save money 
by having it on our mailing list. 








B-100 
Black Satin Pump 


2% $3.00 10 Days 











Lexington, Mo.—L. A. Weinstein, shoes, reported 

succeeded by A. Olevitch. 

Newmans Grove, Neb.—E. W. Hallgren, shoes, 
etc., reported sold out to J. P. Eagan. 

Andover, N. J.—V. B. Freeman, shoes, etc., re- 
ported succeeded by D. H. Lawrence. 

Heightstown, N. J.—S. Friedman, shoes, etc., re- 
ported will retire from business. 

Newark, N. J.—Rosenbaum & Welsoman, shoes, 
reported dissolving. 

West New York, N. J.—DePietro, seiies reported 
sold out. 

Brooklyn, N. Y.—Max Heller ane Fifth Ave.), 
shoes, etc., reported sold ou 

Barney Reuben (510 Gace Ave.), shoes, 

reported sold 

New York City. “Colonial Boot Shop (Unger & 
Tenger), shoes, Logg tee issolved. 

Harry Fishberg (4028 Third Ave.), shoes, 

reported sold out to Harry Goldberg. 

Siler City, N. C.—C. L. Brower, shoes, etc., re- 
ported succeeded by C. L. Brower & Co. 
Jamestown, N. D.—Matchie & Co., shoes, etc., 

reported sold out to J. C. Penney Co. 
Sheldon, N. D.—Alex. Weiser, shoes, etc., reported 
sold out to Johnson & Carter. 
Akron, Ohio—Hosfier & Rinker, shoes, etc., re- 
ported discontinuing business. 
Cc —— Ohio—Sam Sharff, shoes, etc., reported 
ed by Baskin & Kanel. 
Cc leveland, — Stern, shoes, reported will 


Saputea, “Okla. —Gindy & Wasseman, shoes, etc., 
closing out. 
Ne swhern, Tenn.—Williams Dry Goods Co., shoes, 
, reported retiring from business. 
Cc ‘edadiann Wis.—Jacob Froehlich & Son, shoes, 
Po dissolved. Succeeded by G. A’ 


Portage, Wis.—Edw. J. Klug, shoes, etc., reported 
succeeded by Klug Shoe Co. 

Redan Wis.—Paul Zalewski, shoes, etc., reported 
succeeded by Liberty Polish Comm. Corp. 


It is aes that the failures, embarrassments, 
etc., in the shoe, leather and kindred lines in the 
United States and Canada for the week ending 
November 6 numbered 22 against 28 for the pre- 
ceding week and 12 for the corresponding period of 
1919. The failures of the week ending November 6 
sens that of a small wholesale shoe house at 

ynn. 








MISCELLANEOUS 








ACTUALLY SELLS GOODS 


WE CONNECT YOUR 
$83 YOUR CASH REGISTER 
“Tt aioe sold $8.50 moccasins first 
two Moorhead, Quincy, Mass. 


WINDOW WITH 
$38 


ELECTRIC wieow SALESMAN co. 
4% Cernhill = - Boston, Mass 














MISCELLANEOUS 


MISCELLANEOUS 











SHOE STORE | 
CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








] plied. “No. Repair ‘hepartment should 


without them. 
The New Improved 
- * W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
= shoes. R 













across the base end or of ti 
4 greater height or wid = 
00 each. 


F. ‘W. WHITCHER CO. 












The Most Popular 
Size Stick 


“VARNUM” 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attractive 
fixture for the store, also a 
long wearing and useful one as 
well. 








Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


















EDITORIALLY 


The 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 

















Milbradt Rolling 
Step Ladders 


are made in a great many 
syine © on kinds of 
stores shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
ee “Jae store. 

ipped subject to ap- 
proval ond satisfaction 


showing 18 styles of 
ladders as well os chat 
store fixtures. 


Milbradt 
Manufacturing Co. 
2410 No. 10th St. 
ST. LOUIS, MO. 
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page per issue: 
1 time 7 times 13 times 
$4.00 $3.50 
8.00 7.00 
12.00 10.50 
16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“‘Recorder”’ rates for space less than one-eighth 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


to noon, W. 





postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ITIONS WANTED—Four cents a word for each insertion. 
Minimum amvuunt accepted, seventy- 
advertisements, seven cents per w 
amount ~ $1.25. Ads under this heading will be received up 
nesday. When advertisers desire answers to come in care 
of this office, twelve words must be allowed in each advertisement for 
address. When advertisers desire — forwarded direct to their 
address, each word of the address must 
and paid for accordingly. Answers to ads must be sent under letter 


ve cents. For other “Want” 
ord for each insertion. Minimum 


counted in the advertisement 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





7 ANTED—Side-line salesmen for infants’ and 
children’s popular price shoes in Illinois, 
Missouri, Wisconsin, northern Michigan, Pennsyl- 
vania, Kentucky. Commission basis. Little 
Chick Shoe Company, Chicago, III. 


ANTED—Experienced shoe salesmen with 

established trade for the following States: 
Indiana, Illinois, Iowa and Minneapolis and St. 
Paul, for factory line of men’s and Seon? popular 
priced Goodyear welt shoes, union made, carried 
in stock, at Chicago. Liberal commission. No 
objection to non-conflicting side line. Address 
C297, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, III. 


ESTERN POSITIONS open for shoe sales- 
_ men, managers or buyers. Attractive salaries. 
wae Business-Men’s Clearing House, Denver, 
O10. 


ALESMEN WANTED—Three real salesmen 
to sell oy priced in-stock line of Ladies’ 
Novelties. About 60 samples of live wire numbers. 
House well known and re ed by trade. Ter- 
ritories open are Iowa and Northern Illinois; Okla- 
homa and Arkansas; Indiana, Kentucky and Ten- 
nessee. Can carry as side line if can produce. 
Liberal commission paid. References required. 
F. L. Doerr Shoe Co., St. Louis, Mo. 


ANTED—Salesmen for Massachusetts, Con- 
necticut, Rhode Island and New Jersey on com- 
mission, to handle a line of men’s and ladies’ spats, 
men’s and boys’ canvas and waterproof leggings, 
and leather puttees. Ladies’ and misses’ and chil- 
dren's jersey leggings. Children’s jersey, angora 
and corduroy pantalettes. Give reference and ex- 
ience. Address The Brown-Warner Mfg. Co., 
ranklin, Warren County, Ohio. 


PROGRESSIVE New York Jobber has opening 
for three i inted with trade 
through Greater New York and New Jersey. 
Give experience, reference. Ad 276, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 
GALESMEN wanted to carry a specialty side 
line of men's fine Goodyear welts; two samples 
only; direct from factory in Brockton district; a 
strictly quality proposition, in stock; 6 per cent 
commission basis. Give full experience in first 
letter. Address C272, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 























Salesmen for Next Season 


We have a few established territories that will be open for the 
trip starting February, 1921. Good business on each territory, and 
a line of ladies’ shoes that is well known and liked. We want men 
with real road experience in the shoe game, yet still have their best 


years ahead of them, not behind them. Straight commission with 


traveling expenses advanced for first season. 


Applications con- 


sidered only when stating age, present connection, past connection, 
territories covered, annual volume of business. Treated confiden- 


tially and without reference to present employers. 
Address C286, care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. 


A FACTORY in Brockton district specializing 
on one shoe only has op gs for men in 
several territories. Every dealer handling a 
medium grade of men’s dress shoes is a prospect. 
The price is right. Volume can be obtained; 6 per 
cent commission. naive full experience when 


——tai— . 





RUSLIIUN WANILED 





Experienced salesmen in all territories to 
handle in stock line, infants’ and chil- 
dren’s turns, popularly priced. Commis- 
sion 6 per cent. Give experience, refer- 
ence. Address C277, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





CAN YOU SELL SHOE LACES? 


if so, write. We want salesmen to handle 
our advertised and trade-marked shoe 
laces in southern, southwestern and Paci- 
fic Coast states. Liberal comm . 
Only men of experience in selling shoe 
laces, who can give satisfactory references, 
should apply. , care Boot and 
Shoe Recorder, 207 South St., Boston, 


SALESMEN WANTED 


The Hannahsons Shoe Co., Haverhill, 
Mass., manufacturers of white canvas and 
satin on ee —y~ § one Pag he —— 
and staples, are loo ‘or grade 
resident salesmen in the large cities to 
handle their line. Must have established 
business with the big stores. This is an 
excellent p tion for a high grade man. 
Tell us the whole story in your first letter. 











POSITION WANTED 


ANAGER—Twenty years’ experience shoe 
business, would like to connect with concern 
where conscientious work is desired. A. Barth- 
man, Kensington Garden, Far Rockaway, N. Y. 


YOUNG married man, twelve (12) years’ experi- 
ence in shoe business with established trade 
in New Jersey and part of New York State, is 
desirous of connecting self with reliable manu- 
facturer or jobber. References furnished. At 
present employed. Address K362, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 














HELP WANTED 


ANTED—Partner with capital to start whole- 

sale shoe house, New York City, or will 
invest $10,000 with executive services in estab- 
lished manufacturing or wholesale house in New 
York. Address K360, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 














M E 
IN A NUTSHELL 


1. Honest 5. Sincere 
2. Thorough 6. Resourceful 
3. Optimistic 7. Ambitious 
4. Enthusiastic 8. Healthy 

9. Successful 


EDUCATED IN COLLEGE OF HARD 
WORK AND EXPERIENCE 


Fitteen Pend practical experience in retail 
t 


shoe craft—star man, salesman, buyer, mana- 
ger, merchandiser, good knowledge of adver- 
tising, —— ng plans. na 
the personality, and ability to ge ings 
done Koumentaniy.” 

At present with the sales tion depart- 
ment of one of the largest glazed kid concerns. 


I CAN HELP YOU 


Address C298, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











LINE WANTED 


WANTED— Manufacturers’ line for Pacific 

coast. Must be strong line with some estab- 

lished trade. If the line is right can produce busi- 

ness and satisf. ou as to my selling ability. 

— A., P. é. Box 504, Station C, Los Angeles, 
al. : 








WANTED—If you have any close-outs in men’s 
or ladies’ shoes in large quantities and wish 
to dispose of same to cash buyers, kindly com- 
municate with me at once. ave large list of 
customers in California who have been buying 
shoes from me for past sixteen years. Will handle 
sales on small commission basis pooviting — 
are attractive. Can furnish Al references. dress 
C294, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

INE WANTED—I will be open for a good line 
L women’s shoes for Fall, 1921, for the South from 
factory thes com suate Shese i Sand fe atte to 6° 
a large business. I will put on four or five men with 
me. "Address C291, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











FOR SALE 





Se ee On Ba 
en, New Jersey y ; 
12 John St., New York, phone Courtland 5921. 
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SHOE 


Annual Subscription in the United States, $5.00. Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only ‘“‘more”’ but “‘right”’; sold for the right purpose, to 
the right wearer, in the right fitting, = the right price, at the right profit. 


shoe merchants. The chief purpose of ‘ 
which depend# the progress of the entire allied industries relating to shoes an 


This is the great problem of the retail 


The Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
di leather; their production an iiettiction. 


Canadian, $6.00. 
No Subscription Accepted for Less Than One Year. 

Member of the Associated Business Papers, Inc. Member of the 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 

ISSUED EVERY. SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Root, Newspaper Ass’n. 
Entered at the Post Office, Boston, Mass., as second-class matter 


Foreign, $10.00 


Member of Audit Bureau of Circulations 








TO LET 


WANTED TO PURCHASE 





DART of loft and office to sublet in New York 

“< City; most —— spot in the shoe district; 
nt reasonable. Address C296, care Boot and 
hoe Recorder, 207 South. St., Boston, Mass. 








BUSINESS OPPORTUNITY 


OS a opportunity for live 
wire to buy the finest department store in Long- 
view, Texas. Established seven P ane volume of 
iusiness $100,000. Cheap lease, fine fixtures. Am 
losing out stock which | eee wet $75,000 October 
15th. Only reason for quitting, doctor’s orders. 
w rite or wire if interested. Triflers, don’t apply. 
. T. Johnson, Longview, Texas. 








Do You Want an Opportunity 
or a Berth? 


We want some men, young men, who are 
looking for opportunity—the chance to 
build a business for themselves. No 
established territory, but a strong line 
with a reputation behind it. We advance 
expense money, you advance your own 
drawing aceount: Trip starts February, 
1921, so we have plenty of opportunity to 
correspond prior to personal interview. 
Reply giving full details of past experience 
and personal details of age, etc. Replies 
strictly confidential. Address C295, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway w York City 
Phone ~-— 5160- sien 5162 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone, Stagg 1757 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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We Buy for Cash 


Manufacturers’. Jo b bers Ay 
Close-outs. 


NO QUANTITY TOO LARGE 


TTT * 


ie 






TE 





fe 











We also entire stocks 

Send us particulars of po 

have for sale. 7 _ 
Short Term 
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We pay Fishest Cash Velue Value. 
VAN PRAAG & CO. 
Telephone 2248-2249 Spring 
je TL MMMM MLNTU NL Le Lt MM Le OTD 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 
The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


















WILL Slow Sellers | FOR 
BUY ksdr'Stwce | CASH 





DO YOU CONTEMPLATE 


Retiring or going out of business? 


I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken over. 
Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 











PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


oo OF THE CORPORATION 
RLES G. PHILLIPS, President 


° » 2d 
ARTHUR D. ANDERSON, Secretary 


SWAIN, a we & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY, 
Associate Editors 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands and and Mexico. The price for Canada 
is $6.00 a year, including postage. 

roo SUBSCRIPTION—The price to all 
foreign countries except ag above is $10.00 
per year, including 
All subscriptions are pa in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





OFFICES IN 
eg ie OFFICE: 224 Moraine St. Geo. W. 
» Manager. Telephone 507. 


CHICAGO mgt 189 West Madison St. Tele- 
phone M 1089. B. C. Bowen, Manager. 
ST. LOUIS } OFFICE: 1627 Locust St. B. C. 

Bowen, Manager. 

NEW YORK OFFICE: Room 102, Graham Bldg., 
127 Duane St. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 
H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 

Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 
Bldg. B. C. Bowen, Manager. Telephone 
Main 655. 

ROCHESTER OFFICE: 609 Powers Bidg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C.Bowen, Manager. 

Poste Office: 2 Rue des Italiens. L. Hubbard, 


929 Chestnut St. 


Manager. 

London Office: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

Continental Office: William Salzman, Manager. 
Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, Leon Combacau, Ruaido 
Alfandega 204, Rio de Janeiro. 

CHILE: Santiago,,Las Rosas 1123-1127. Otte 
Fubrimann, Gerente. 

be Mr. H. Gomes, P. O. Box 422, Havana, 

uba. 

SPAIN: Gorgate. Lone < de Signe Librero 

Editor, 20 Fuencarral, M 


MEXICO: Gerente, Car ~<a: NE 4a Del 


Cipres 117, Mexico, D. F. 


—— 
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For Immediate Delivery 






Patent leather strap sandal. 
All sizes. Widths, A to C. 
If interested write at once 


for prices and proposition. 







KIMBALL & SHERMAN CO 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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NOT THE TOE, faz 
BUT THE ARCH 


is what creates comfort or discomfort in a shoe. When shoe- 
shank fits foot-arch perfectly—and STAYS FITTED—a 


man’s toes will take care of themselves! 


ARCH PRESERVER 
SHOES FOR MEN 


will eliminate many “hard fitting’ problems for you. The 
first and only shoes with double-anchored steel shank em- 
bodying the scientific principles of BRIDGE CONSTRUC- 
TlON—perfectly fitting and easily fitted from HEEL to 
BALL instead of from toe to heel. A handsome, stylish, en- 
during shoe that takes the Arch in a snug, comfortable em- IN STOCK! 
brace and provides a firm, even treadbase that can’t break A full line of pleasing ARCH 
down. A welcome new standard of value and selling appeal PRESERVER styles F ready 
in fine footwear. to ship AT ONCE. ig 

Send for Catalog and Prices 


E. T. WRIGHT & COMPANY, INC. 


ROCKLAND, MASS. 
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The Shoe 
That Put the 

nie ‘sWear” 
in Footwear 


HI 
| Good merchandising means a minimum stock—bul complete enough 
| lo insure satisfactory sales. Consider— 


Style No. 966—Dark Russia Calf Bal, Single 
Sole, 1-inch Broad Heel, Lakewood Last. A, B, 
C and D Widths. Sizes 6-10. Price.... $8.00 


| —Then send in your order. Just the shoe with which to sweeten up 


| your stock, Remember, too, on this number as well as on all Barry | 


ps | shoes, 
| 


T. D. BARRY COMPANY 


BROCKTON, MASS., U.S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. 


“One Pair Sells Another.”’ 


| _ BOSTON OFFICE 
| 183 ESSEX STREET 
| ROOM 204 





a “aM VA 


— 


CHICAGO OFFICE 
187 WEST MADISON STK: ©T} 
ROOMS 201, 202, 203 


SAN FRANCISCO 
Market and Fourth Sts. 
451 Pacific Bldg. 
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WELTS for WOMEN 


TWO SENSIBLE 
GOOD LOOKING 
STYLES 
IN-STOCK 
AT A FAIR PRICE 
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NO. 4136 
ARABIAN KID POLISH, 89 LAST, 143 
INCH LEATHER HEEL, WIDTHS 
A-D. PRICE 
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NO. 4131 
BROWN SIDE POLISH, 89 LAST. No. 4131 
1%-IN. GOODYEAR WINGFOOT . 
RUBBER HEEL, REAL TIP. IN 
STOCK: A, B, C.D. PRICE. $6.30 
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Plan to Meet us in Milwaukee Jan. 10-13 


A. H. BERRY SHOE CO. 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BUILDING 
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DAVI IMPROVED CUSHION SOLE 
NEW eatiliee SHOES, DR.A. REED, PAT- FAMOUS 
ENTEE, 1900, 1901. THIS IS 
A FLEXIBLE NOT THE ORIGINAL DR. A. Crumbs of Comfort 
CUSHION SOLE REED CUSHION SHOE PRE- (Reg. U. S. Pat. Off.) 
VIOUSLY PATENTED BUT 
McKAY HIS LATEST INVENTION. SHOES 
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Walk: Croft. 


PROCESS SHOES IN-STOCK 





No. 12—Black Kid 84-inch, % Foxed 

Lace. Pressed od Re orated vine os 

tip, blind eyelets, black fairstitch, 1 mili- 

a heel. Stylish street last $5.00 No. 11—Fine Russia Calf 8}4-inch, 34 Fox 
Lace. Pinked vamp and tip with perfora- 

tions, blind eyelets, white fairstitch, 10-8 

No. 8—Fine Russia Calf 5-Eyelet Oxford. military heel. Stylish street last... "$6.00 

Perforated straight tip, 14-8 Cuban heel. 

New last $4.50 

No. 3—Brown Kid 5-Eyelet Oxford. Per- 

forated vamp and tip, 14-8 Cuban hee!. 

New last....ceee 


Perfection Pump. A pertect pump for 
all occasions. Smart, Neat, New! 


No. 4—Black Satin. Full Louis covered 
] $6.00 
Newest Pump Last—very flexible 
C and D Widths Only 


ALL OTHERS No. 1—Black Kid 84-inch, % Fox Lace. 


No. 14—104-inch Brown Kid. c 
—41K- = Fudged edge, perforated vamp and tip, 
mepeene med A—4 8, 4-8, 44-71% blind eyelets, 14-8 Cuban heel. New last. 


No. 17—Same shoe, Black Castle Kid , . Ba 
$6.75 D—2 > ; We ae No. 2—Same as above in Brown Kid. $6.00 
F ‘ No. 9—Same as above in Fine oem it, 


10—Same as above, except 9-inch 
es Kid, Plain Toe $5.00 with white fairstitch 


ncrsr BANCROFT WALKER COMPANY s«t0« ome 


13 WORMWOOD ST. 
RICE BUILDING 


ee MAKERS OF SMART SHOES FOR WOMEN 
We invite you to try a dozen. We pay express if unsatisfactory. 
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The country is actually short 
of shoes right now. There 
has been restricted buying for 
two years. And people are 
going to keep right on wearing 
shoes. 


It is just as certain that there 
will be at least a normal:demand 
for shoes next 
Spring as that trees 
will take on foliage. 


Losses incident 
to readjustment of 
prices have already 


One Hundred Million 


Pairs of Shoes Are Wearing Out : 








able, hard to bear but not fatal. 





The one big problem now is 
production. The whole shoe 
industry must work to capacity 
from now on to supply the 
American people with shoes. 
Unless orders are placed at 
once, leather will not be tanned 

and shoes will not 


be made. 


The surest way to 
lose money in the 
shoe business is to 
be without shoes. 
The only way to 




















been __ liquidated. 
They were inevit- 








make a profit on 
shoes is to sell them. 








FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal Co. 


General Offices: 22 North Fifth Street, Philadelphia, Pa. 


Factories, Wilmington, Del. 





ROCHESTER 
123 Mill St. 


ST. LOUIS 


NEW YORK BOSTON 
911 Locust St. 


86 Gold Street . 103 South St. 
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ESTABLISHED FACTS 








ARTISTIC DISPLAY FIXTURES 


HARMONIZE WITH 
QUALITY SHOES 


A perfect setting bestows such a unique touch of beauty to your color scheme and window 
trims that the passing crowd is automatically attracted to your window by their silent 
yet ever screaming power. Such magnetic persuasion ultimately terminates in a closed 
sale and many new patronizers. 


Decorators’ supply catalog contains many invaluable suggestions, 
illustrations, descriptions and prices of show window display fix- 
tures, backgrounds, ceiling and wall fixtures that will lend much 
refinement to your window displays and general appearance of 
your retail store. 

Write today for Catalog T 


The Decorators Supply Co. 


Archer Avenue and Leo Street 
Chicago, U. S. A. 

















New Colonial productions 
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THERE NEVER WAS A TIME 


WHEN DEPENDABLE SERVICE, GOOD MERCHANDISE AND PROP- 
ER VALUES MEANT MORE TO THE SHOE TRADE THAN NOW— 


OUR IN STOCK STYLES 
ARE AT YOUR COMMAND INSTANTLY 


THEY HAVE BEEN ADJUSTED IN PRICE 
TO MEET PRESENT CONDITIONS. THEY 
ARE THE SHOES FOR WHICH YOU NOW 
HAVE A SALE. 








- Here are two styles that are 
representative—we have hun- 
dreds others. 


Don’t you think you 
should know us? 
1— 
bn P a sod ipcobde mea camenetnss jo. Ta e Om, Plai in oe Baten gat fom » 


711—Same with Tip. 3to8 .......... $2. 15 stdin. with Tip. 3to8........... $2.75 
as with Extension Sole with an ao 201% Some with Tip and Extension ae. 


HYGRADE SHOE WORKS 


108-110 Duane Street, New York 


FACTORY: 270 Willoughby Avenue, BROOKLYN, N. Y. | 
CHICAGO OFFICE: Lees Building 
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The Stepping Stones to 
Profitable Business 
with shoes made of 


NOVILLA KID ‘ye 2 


They look good. 
They feel good. 
They sell good. 


Because 
They are good. 


Shoes made of Novilla 
Kid assure a most liberal 
profit to manufacturer, 
retailer and wearer. 


Write us to-day for 
full particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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The Duke 


N LONG racy model with flat fore- 


part and narrow receding toe. A 
very popular shoe with young 


men. 


98 Wine Cordovan Bal. Price $11.50. 


21 


Mahogany Russia Calf Bal. Price $10.00. 


French, Shriner 
63 Melcher Street * 


MEN’S 
FINE 
SHOES 


*“*At Once” 


tisement for us. to use high- 

sounding phrases _ regarding 
quality, standards of style and 
workmanship. The trade-mark at 
the top of this advertisement is 
your guarantee. 


¥ is unnecessary in this adver- 


We have pleased the most discrim- 
inating dealers. Give us an oppor- 
tunity to show we can please you. 


A completely illustrated Fall and 
Winter Style catalog, with prices 
and full ordering information, is 
ready for your request. 


and Urner 


Boston, Mass. 
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MILWAUKEE 
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| JANUARY 10-11-12-13, 1921 


You will want to see the model shoe store at the coming 

N.S. R. A. convention. You will be interested in the model window trims 
_ (complete trims every hour) as staged by the best shoe window display 
_ men in the U. S. A., in competition for prizes. See the model repair depart- 
_ ments. Go to school and study your lessons in shoe store advertising. If 

you have not already made your hotel reservations, write at once to the 
_ 1921 Committee, Plankinton Arcade Building, Milwaukee. 
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Is This One of Your Customers? 








Farnsworth, Hoyt Co., for comfort, but am now trying 
Boston, Mass. for good service and comfort a 
; first pair of (name of an adver- 
Gentlemen: , tised brand.) 
Sent for and received Service Your lining may be worth the 
Stripe booklet. Of course it is full price of a pair of shoes. 
true. But where are the shoes Now, where is the shoe I can ASK __ 
with good lining? buy with it? 
1 have not found them in Yours truly, . LY, OU I 
years. The lining is the first to Jennie H. Rea. M ie 
wear out. I have talked to anu acturer 
shoe dealers about it—every for 
pair of shoes I bought for ten (One of the many unsolicited ‘ a ale 
years—for my shoes were good letters received in answer to . vN ¥ 
but unwearable due to worn- Red-Line-In Saturday Evening a AWE: WW 
out lining. 1 wore a special last Post Advertisements.) Line d Shoes 
They give from 
Shoe wearers have looked upon poor shoe linings as a necessary evil. fifty cents to two 


They are now learning that there is such a thing as a lining that will 
wear as long as the sole itself—a lining that reinforces the leather and 
seams, keeping the shoe in shape and making it wear longer. more wear at 


a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 


dollars worth 


You can have any of your shoes lined with Red-Line-In Lining at a 
cost of only a few cents per pair. 


On your next order specify Red-Line-In Lining. 











Farnsworth, Hoyt Co. | 


Established 1856 







Boston : : Mass. 





Strongest by test- heaviest in cotton-most satisfactory inwear 





EARN 


Makes shoes wear longer 






BOOT AND SHOE RECORDER Nov. 20, 1920 











U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 





War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 


leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 


known world wide. 


The United States Leather Co. 





The United States Leather Co. of Massachusetts 





New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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Americas Popular Shoes 




















Americas Popular Sports 
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C.S.MARSHALL COMPANY 


aa 
\t 
‘ 


BROCKTON, MASS. 
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POLAR KLOTH 


OTHING has been left un- 


done to make and maintain 


POLAR-KLOTH the finest shoe 
cleth that it is possible to produce. 





Distinguished for its Fine Face and 
Even Weave, which give it an in- 
dividual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


147 Lincoln Street 
Boston, Mass., U. S. A. 
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There is a better way to keep 


the store records you need 


Every merchant can get the figures for his Income 
Tax report without working overtime on day book, 
pass books, ledgers, and memorandums. 


He need not trust to his memory for the figures. He 
need not guess. 

An up-to-date National Cash Register will give him 
a record of every store transaction— automatically 
and accurately. 

He will have control of his business. He will be able 
quickly to make out an Income Tax report that will 
be acceptable to the government. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CoO. 


DAYTON. OHIO. 
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With election over, with uncertainty a thing 
of the past, and with cold weather at hand 
comes the time to buy 


Rog VOPR Ome 


for the Holiday and Spring Demand. 


You will find in the new and extensive Spring 
line the same high standards of quality and 
integrity that have kept “ONYX” to the 
front during thirty years. 


Emery 6 Beers Company, inc 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N. Y. 
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CALLED FOR DAILY 
WE ARE DELIVERING THEM FROM STOCK 


STYLE NO. 460 


PATENT DANCING TIE—PRICE, $7.25 
THE SHOE FOR NOW 

















Syst Wry 











The “Just Wright’ shoe he men has the attractive 
features which make them every day sellers. They are 
high value shoes and value talks today as never before. 
One of our standard numbers is shown above. Our 
catalogue features many more. At the N.S. R. A. con- 
vention at Milwaukee (New England Display) we shall 
show our general line of ready to ship and made to order 
shoes, together with that crowning achievement in mod- 
ern shoemaking—the ‘“‘Just Wright’’ Arch Preserver shoe. 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON PHILADELPHIA DETROIT 
Rice Building 713 Denckla Bldg. Washington Arcade 
NEW YORK CHICAGO PITTSBURGH SAN FRANCISCO 
Marbridge Building Republic Building Empire Building Pacific Building 
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These are high grade welts at prices to comply 
with the present crying demand for— 





No. 2014—Black Kid 9-inch Louis No. 2116—Russia Cf. Brogue Boot, No. 2034—Black Kid Boot. Price $7.75 
Heel Boot. Price $7.75 Outside Wing Tip, Price $7.75 No. 2025—Brown Kid Boot. Price 
p $8.00 


. No. 2015—Brown Kid. Same as above. 
$8.00 


No. 2016—Russia Cf. Boot. Price $7.50 








TERMS WIDTHS 


5 A No. 2000—Russia Cf. Brogue Oxford 
Outside Wing Tip. Pri $6.56 


OFF 10 DAYS 




















BOSTON SALESROOM, 183 ESSEX STREET, ROOM 410 
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“Every Shoe A Business Builder” 


5 hess H. & E. line of high grade novelty turns will be displayed 


at the National Shoe Retailers’ Association Convention at 
Milwaukee, Wis., January 10, 11, 12 and 13. 


We are displaying in Kilburn Hall, Booth 25, where we will hold 
“open house” during the exhibition. Buyers looking for styles 
with “that different look” can feel confident of finding them 
here: Our prices are down to levels which in our opinion will 


not be lowered. 


HOPKINS AND ELLIS - Haverhill, Mass. 


Boston Office, 108 Lincoln Street 
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Y a clever stroke of the artisan’s hand an exquisite 
detail of shoemaking is achieved in the two-button 
open strap seen in our picture. A transformation is ef- 
fected by evolution of the one strap idea which adds much 
that is vital in satisfying all tastes. It gives to the dealer 


added power to influence sales. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 


Nov. 20, 1920 





‘Decidedly Thompson” 


Shoes In Stock 
qin A Call Brogue , 


Oxford, Wellesley. Last. 
S-620 Price A 


Code: Word—“Nearest.” Gallun’s Norwe- 
gian Grain Brogue Blucher. Perforated Wing Brown Cordovan. Bal. Admiral Last. 
Thompson’s Famous Cordovan. Thompson's 


S-624 


Tip’and Heel -Foxing. Heavy Single Sole, 
Thompson Brogue Last. Brogue Last. 
Price $9.50 


Price $9.00 
READY TO SHIP —— 


See our line of Spring Oxfords at the N. S. R. A. Convention in Milwaukee. 
We Will Be There ; 


ee BROS..SHOE (0 


MEN’S FINE SHOEMAKERS w 
BROCKTON 
NEW YORK 


BOSTON 
930 Marbridge Building 207 Essex Street 
Address all communications to Brockton (Campello), Mass. 


CHICAGO 
35 Dearborn Street 
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BROGUES HAVE THE CALL 


IN STOCK—GET OUR PRICES 
SHOES AND PRICE WILL PLEASE YOU 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
Stock No. 524—Brogue hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
Last. Gallun’s 4 Nor- A. B.6to11:C,D. Stoll 
wegian Brogue Bal. Raw- Spe SO BSG Ny 2 ' 
hide Slip Sole. 


We Will Exhibit at the N. S. R. A. Convention at Milwaukee 


Stock No. 587—Brogue Last. Gallun’s 4 N i ° 
Brogue Ox. Rawhide Slip Sole. yee pets Stock No. 679—Regent Last. Brown Cordovan 


Stock No. 693—Brown Cordovan Ox. Rawhide Slip | Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
ote. Since ond Widths: AA, 7 toll; A, B,6to ll; A, B,toll;C,D,5toll. 
» VY, to ° 


Men's Fine Shoes 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
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A Strong Line of Quick Selling and 
Profit Making Comfort Boots, Oxfords 
and, Boudoirs 
In Stock Ready to Ship on Day Order Is Received 












































= 


bey, Whole Quar- 
ort Button. 


os Rubber Heel. .$2.75 








Kid Ballet Sli x 
Child’s, 844-11. mie 
Mi 

Comfort Blu. Oxford 


isses’, 12-2.... 

Growing Girls’, 2- 

1.50 . ' 
. 9-8 Rubber Heel. .$2.50 


iso Gymnasium : 


$1.85 


Sizes all 244-8 All Cabretta. Turn Soles. Terms 2% off 10, net 30 days. 


THE BAY STATE SLIPPER CO. 


Department 10, HAVERHILL, MASS. 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on vety easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 


paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on ‘new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 
for a particular size shop. 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 859 Mission Street 16 No. 2nd Street 
Cincinnati Brockton Franci Harrisburg, Pa. 


San “F 
30 Buclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill Columbus, Ohio Lynn 





18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 

Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 

1423 Olive Sereet 301 American Casualty Bldg. 286 Third Sereet. 221 No. 13th Sereet 216 Chartres Screet 
Se. Louis Reading, Pa. Milwaukee . Philadelphia New Orleans 


ee 


yee Ib «veg 7. ~mre fe Rea eee aan eee vrtpenet boy “HP 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


porting Shanks is a business building asset 
for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It pre- 
serves the shape of the shoe and gives support 
to the arches and ease to the foot. It cannot 
abrade the skin. 


HE finished, fashioned and fitted shoe is in- 

tended for the foot only. Any appliances 

crowded into the shoe will cramp the foot, injure 
the arch, and destroy the shoe. 


Many people in your city have been dissatisfied 
with arch-supporting appliances. They will ap- 
preciate a line of shoes built with Crawford 
Arch-Supporting Shanks. It will pay you to 
carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


LINE of shoes with Crawford Arch-Sup- 











BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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PJEUE SICA POLY 


CPP are  CIVLFS MEIGS isi SEG 


“GLOVE GRIP” SHOES 


MADE BY ARNOLD 


Model S-807—The “‘Vassar.”’ 
Brown Kid. Imitation straight tip, 15-8 heel. 
Sizes AAA-—AA, 4 to 9; A and B, 3 to 8; C and D, 


2% to 8. 


Model S-804—The ‘Vassar.’ 
Glazed Kangaroo. Imitation straight tip, 15-8 


heel. Above run of sizes. 


IN 


12 Styles for Men 


9 for Women 


84-inch Bal. Dark 


8\4-inch Bal. 







STOCK 





Models 
S-807 
S-804 


Anticipating the demand of dealers for RUSH shipments 
from floor stocks we have placed ourselves in position 
to give all orders on advertised shoes immediate attention. 





Model S-487—The Brogue. ‘Glove Grip” Bal. 
Genuine Scotch Grain. 16 iron sole. White rub- 


ber double 8-8 cushion heel. Sizes AA and A, 7-11; 
B, 6-11; C, D, 5-11. 


“King Quality” Shoes although not 
made with ‘‘Glove Grip’? features are 
‘*Made by Arnold’? and have the same 
marks of excellence. 


WRITE US TO SEND YOU OUR CATALOGUE 
N.B.- We will exhibit our lines at the N.S.R.A. Convention. 


See 





a RE? 


M.N. AR 


NOLD SHOE COMPANY 


NORTH 


ABINGTON, MASS. 





A 
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OUR own men’s shoes 
made according to your own spe- 
cifications with your own markings. 





















< Korrect Shipped two weeks after we receive your order. 











S h a iD e”? That’s the proposition offered you in we 







Keep your stocks complete without tying up a lot of 
capital. (Capital costs 8 per cent today—when you 


Shoes 








You can get it.) Order only what you need when you need 
Ri it and get exactly the kind of merchandise your trade 
Can expects from you. 






Sell 





Send us lining numbers (if of our make) or a sample 
of what you require. We'll have your shoes on the 
way to you within two weeks after we receive your 
order. Prices based on lowest market quotations at 
time your shoes are cut. 










(Months of careful planning are back of this schedule which has been put 
into effect to meet the immediate needs of the retailers. Time has been 
saved only on those processes of manufacture of which time is not an ele- 
ment. The shoes stay on the lasts the required number of days, and are 
in every respect as fine in quality and workmanship as they would be 
were they months in the making.) 









(SEE OUR EXHIBIT IN KILBOURN HALL, MILWAUKEE CONVENTION) 


FIELD & FLINT CO. 


‘SUCCESSORS TO BURT & PACKARD COMPANY 
MONTELLO STA. BROCKTON, MASS. 
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for men will be shown at the 
National Shoe Retailers’ As- 
sociation Convention, New 
England Display, Kilboum 
Hall, with our representatives 


Naf SSR ae 


CHARLES A. EATON COMPANY 


“THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 


BOSTON : 207 Essex St. ATLANTA: 238 Peachtree Arcade 
NEW YORK: 127 Duane St. DETROIT: 461 Book Building 














Trade Mark Registercu 


Ankle Strap Sandal 


of Midnight Blue Weilda Calf, 
with a new adjustable instep 
buckle. Full Louis heel, heavy sole 
and Kimball & Sherman quality. 


KIMBALL & SHERMAN CO, 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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C. 192—Tony Calf No. 103 Bal, Ardmore 
Last, Single Sole. 


B. 232—Marbridge Last, No. 26 Russia Calf C. 194—Cocoa Calf Bal, Ardmore Last, Sin- 
Bal, Heavy Single Sole, “Wingfoot” Heel. gle Sole. 


| The discriminating customer demands in his foot- 
wear absolute comfort together with satisfactory 
wear and fine appearance. These characteristics 
are admirably combined in the “Brennan” shoe for 
young men and men who keep young. The “Bren- 
nan” shoe will be exhibited at the N.S. R. A. Con- 


vention at Milwaukee in charge of representatives. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Marbridge Building 
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B—140 Mahogany Calf circular. seam oxford on the 
Vanguard last. 


STONE-TARLOW COMPANY, Inc. 


BROCKTON, MASS, 
BOSTON OFFICE . 183 ESSEX STREET 
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Remember! 


Our factory is run- 
ning and we are mak- 
ing quick deliveries in 
our very popular line 
of men’s medium- 
priced Goodyear 
Welts. 


Newark Bal of Red Tan 
Side. Made on our new 
English toe, with special 
fancy perforated tip. 
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The shoe illustrated 


desirable in tan 
and brown suede 


ored nubuck. 


Quotat 


Watson Shoe 
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Clearing the Decks 
for Big Business 





— 
ea 
— 
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T is not difficult for Lynn’s shoe manufac- 
turing concerns to feel renewed optimism 
as to the immediate business future. 


Ua a¥gt 





Today industrial harmony in Lynn’s foot- 
wear plants is complete—and permanent. 
Today the Lynn shoe manufacturers and 
their employees are as one unit in the im- 
portant program before them—namely, to 
produce the best quality and largest quantity 
of women’s and children’s shoes and men’s 


ALLEN, GoLLER, Le1GHTOoN Co. BartLett-Somers C0.iMp 
BurvDett SHOE Co. Corrrr SHOE Co. 
A. Fisner & Son Grecory & Reap Co.iy 





WHITE BUCK WELTS 
Gr GROWING GIRLS 
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slippers that they have ever been identified 
with. 





The recent attainment of complete industrial 
agreement between Lynn shoe manufactur- 
ers and the operatives in their plants augurs 
well for the Industry at large, because Lynn’s 
part in producing footwear is. enviably im- 
portant. 


Resumption of the wholesale and retail shoe 
business is an assured fact. The Industry is 
stirring from its siesta. Retail dealers are 
aware of their needs. 


Lynn manufacturers as always will meet’ 
every demand put upon them. 


‘PJ. Harney SHorCo. HeNNessEy, Maxwewu & HENNESSEY 
.W. Herrick SHog Co. T. J. Kiety & Company 
il) 
ATSON SHOE CoMPANY Wuurams, CuarK & Co. 
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FOR ALL OCCASIONS . 


IN STOCK 


INTRODUCING TWO NEW 
PATTERNS FOR HOLIDAY TRADE 


X 366 
X 365—Code “OLGA” Code—“MARQUITA” 


Black Satin ‘Mavis,”* Black White Satin Vamp “Mary.” 
Silver Brocaded In- Two Button Strap and 


sert, 2 1-8 inch Full Louis Quarter of Silver Tinsel 
Heel, 36 Last. Brocade, 21-8 inch Full 
Louis Heel, 35 Last. 


AA toC AA to C. 


EMEMBER this, that your only chance to increase sales 
is to have new, smart, dainty patterns in the right mate- 
rials. We use the very best grade of the best satin made. 


STOCK DEPOT NEWS 


Our San Francisco Stock Department at 770 Mission Street is now carrying 
Nos. X251, X252, X287, X305, X306, X311, X336, X343 and X345; the 
Kansas City Department at 211-215 Sheidley Bidg., Ninth and Main Streets, 
Nos. X309, X346 and X287; and the Montgomery, Ala., Department, 223- 
227 First National Bank Building, No. X306 
For Styles Not Shown on This Page 
Send for the November Catalog 


Nathan D. Dodge Shoe Co. 
INOW ERY port. Mass. 


Raymond A. Gillette 
E. T. Fogg M. C. epaterter ig Screens 


Ji p.! Noe 
183 Essex St. 751 Matbridee ee 


Soot Be 
delphi sant ; 
600 Denckla Bidg. 20 W. Jackson Bivd. Keil Buildin; 
1115 Great Northern Bldg. 770 Mission s. 
Heery Wastes Shoe Co. H. W. Dest, . Rosenthal Fred Fuhrman Bert Grosskurth 
gomery, Ala. Kansas C Coy. La Bidg. Mexico City 163 Yonge St. 
223-227 yee Natie National Bank Bidg. ee ee oo thyme Bide. Rizal Ave., la, P. I. Hotel Regis Room haw pee P.O. 


Care of Congoliated ‘Steel Corp 
Royal Bank re of —— Bidg. 


All gcods sold F,O,B. Newburyport, terms, net 30 days, Single pairs, 25 cents.a pair extra 
Prices and Deliveries Not Guaranteed 
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OSTEND PATTERN 
GABY LAST 
FOR MAKE-UPS QUICK DELIVERY 


UPHAM BROS. SHOE CO, | 
STOUGHTON - MASS. 
























































Styles for Spring 











The styles for Spring now being shown 
by the salesmen representing the con- 
cerns listed below mark a step forward 
in the creation of seasonable designs 
and the artistic use of a diversity of 




















THE SCHEIFFELE. 
SHOE MFG. CO. 


CHILDRENS & GROWING; 
GIRLS SHOES ©: 


























oc 


materials. 


The spirit of Art in Shoes fostered by 
this market was never more manifest. 
And it will be intelligently displayed 
at the Milwaukee Convention. 


Look for the Cincinnati Exhibit. 


Tue Julian & Kokenge Co. 


The Krippendorf-Dittman Co. The Duttenhofer-Stevens Co. 
Val Duttenhofer Sons Co. The Sam B. Wolf Shoe Co. 
The Holters Co. The Charles Meis Shoe Co. 
The Helming-McKenzie Co. Helmers Bettmann & Co. 
The P. Sullivan Co. The Homan-Hughes Co. 
The Manss Owens Co. The Sachs Shoe Mfg. Co 
—— 


The Scheiffele Shoe Mfg. Co. 











past 
“A me got 8 as coo? 
OLE 


ane Sh 











Ghe P.Sullivan Co. 
PRETTY SHOES 
WOMEN 
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HELMERS BETTMANN 
& CO 
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SPRING 
aeex LES 


in Satin, Suede and Soft Kid 
in.Gray, Black and Brown 

















| See our full line at the Milwaukee 

| Convention. Made in all heels— 
including the one inch broad flat 
heels, Cuban and Military in all 
heights, and Louis heels in leather 
and wood covered. 








The Homan-Hughes Co. 


Cincinnati 
Makers of Women's High-Grade McKay Footwear 
































Shoes 
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“LINK UP WITH LYNCO!”’ 


LYNCO Regulation Plantar Arch 
Support 
Relieve broken-down or fallen 
arches, weak ankles and the pains 
caused by arch trouble. Prevents 
flat foot. 


LYNCO Foot Comfort Cushion 


Gives relief to those who are on 
their feet constantly. 


LYNCO Bunionette 


Made of sponge rubber. Best 
device on market for protecting 
bunion and keeping shoe’s shape. 
Worn inside stocking. 


LYNCO Combination Metatarsal 
Arch Support 


Supports the instep as well as 
the metatarsal torsal arch just back 
of the toes. 


LYNCO Heel Rights 


Eliminates worn-over heels. 
Worn inside the shoe. 


SELLING LINKS 


LYNCO Foot Appliances cannot get 
out of order! No adjustments! Made 
of leather and sponge rubber only— 
without springs or metal parts; foot ag- 
gravation or shoe cutting entirely done 
away with 


Once worn LYNCO users become 
LYNCO boosters. -Logically you gain 
by attracting LYNCO buyers toward 
your shoe values—to back up LYNCO 


satisfaction. 


LYNCO Foot Appliances sell quickly— 
for cash—and mean re-orders as often as 
necessary. If your jobber does not stock 
LYNCO Foot Appliances send us your 
order. We will do the rest. Do it to- 
day, as LYNCO customers are waiting. 


KLEISTONE RUBBER CO. 


Factory, Warren, R.I. Sales Dept., 11 High St., Boston 


LYNCO Wide Plantar Arch Sup- 
port 


Made for heavy persons or extra 
wide feet. 


ecccccces $2.00 pr. 


LYNCO Maternity Arch Support 

Especially for Mothers, to re- 
lieve tired feet and to absorb the 
shock and jar of many steps. 


LYNCO Heel 
Cushion 
Absorbstthe jar of 
walking on hard 
pavements and 
acts as a shock 
absorber to the 
spine. 
Price $3.00 doz. 


LYNCO Special Metatarsal Arch 
Support 
For Metatarsal trouble only. To 


relieve the ball of the foot if it is 
painful or calloused. 
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Snappy Menihan Footwear in Stock 


Rightly Styled and Priced to 
Meet Your Quick Demands 


B 287—Havana Brown Kid Lace, Good- B 286—Glace Kid Lace, Goodyear Welt. | B 290—Chocolate Brown Calf Lace, Good- 
yor Welt. AA, A, 5-8; B, 4-8; C and D, AA, A, B, 4-734; C and D, 3-744. . .$7.50 + pee AA, A, B, 4-744; C i 
3- $8.25 } 


Ss Black Suede “I ” Turn, 18-8 B 116—Chi Brown Calf Oxford, 
688—Black Suede “Irene ‘urn, ii 


Suede Covered Wood Louis Heel. AA, , Good Welt. AA, 4%- 
44-8; A. 43; B, 34-8; C, 3-8; D, 5s. 714; A, 4-744; B, 305-716: C, 3-7... $6. 


Don’t Let Your Stocks Run Low. Keep Your 
Stock Up and Avoid Losing Sales and Profits 


SEND YOUR ORDER TO 


The Menihan Company 


SHOEMAKERS FOR WOMEN 


: Rochester, N. Y., U.S. A. 
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LEVOR BUCK 


This distinctively different suede finish meets 
the present demand for greys, white, black and 
other colors. It © 


Sells Your Shoes 





WHYpPp 


ee 


MAKE THIS COMPARISON 


Compare Levor Buck for cutting qualities,—nap, finish, 
color and general workmanship,—with deerskin buck and 
calf (the competition). Compare these for durability and 


price. 


DISCRIMINATE and 


Levor Buck Wins 





G. Levor & Co., Inc. 


TANNERS OF CABRETTAS 
New York Gloversville, N. Y. 
Boston St. Louis 
Milwaukee 
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To Tone Up 
Your 
Children’s 
Department 
Attract business by show- 


ing attractive Fall styles 
in Children’s Novelty Shoes 


Brown Kid Top. 
Helthy-Fut Branded Sole 


Patent Vamp, Fox and Cuff, Brown 
Kid Top, Pony es Spring Heel, Turn. 
797—Child’s 4 to 8 $2.75 


Beaver Kid Top 
Helthy-Fut Branded Sole 


Brown Kid Vamp and Fox, Perforated 
Tip, Spring Heel, Milo Button. 
729—Child’s 3 to 8 


Fall and Winter 
Catalog of Complete Line 
Mailed Without 
Obligation 





for cold weather. 


Champagne Kid Top 
Helthy-Fut Branded Sole 
Patent Vamp and Fox, Champagne 
Kid Top, Pony Cut, Spring Heel, 


Turn. 
780—Child’s 4 to 8 


Tre Helthy-Fat bs 


CHICAGO, ILL- 
SINSHEIMER BRO. & CO. 


211-15 W. Monroe St. 
49th SEASON 





Beaver Kid Top 
Helthy-Fut Branded Sole 


Patent Vamp and Cuff, Beaver Kid 
Top, Spring Heel, Milo Buttons, Turn. 
777—Child’s 4 to 8 $2.75 


Champagne Suede Top 
Helthy-Fut Branded Sole 


Patent Vamp and Fox, Champagne 
Suede Top, Milo Buttons, Pony 
Spring Heel. 

718—Child’s 3 to 8 


One of Our 
20 Salesmen is Probably 
Near Enough to 
Call 
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IN STOCK 


A Black Kid Boot That Will Increase 
Your Sales 


Style BO374L 


Woman’s Black Glazed Kid Welt 
Boot, Kenmore last, 84-inch 
height, lace, imitation tip, 134-inch 
Cuban heel. 
AA Pera 
A Bohs Setar 4to8 
B. eee 
SORES eee 
D ee 4to8 


Price $8.75 


Net 30 Days 


Immediate shipment can be made of the Black Kid Boot illus- * 
trated on this page. 


Made from high grade leather over a stylish last this particular 
number will meet the approval of conservative buyers. 


Order them now and have them for the holiday season. 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK’ 


LOS ANGELES OFFICE, NEW YORK OFFICE = _ | DENVER OFFICE 

319 Stor ., Los Angeles, Cal. Bush Terminal Sales Bu " 218 Charles Den 

19 Sery Rae i Nenmeseetative 130-132 West 42nd St.. Room 121 TIGER & MENUTT 
S. A. McOMBER, Representative Representatives 


Sytageeer 
Quality 
































Mahogany Calf 


‘ine Grain — Small Skin 


shoe that will arouse your en- 
isiastic interest once you see it. 


all skin, fine grain’ calf is used in 
uppers, a quality most unusual in 
10e at this price. 


«-ker Oak, outer and inner soles, fine 
k lining, light colored eyelet stays 
| | top facings and beautifully finished. 


Samples on request. 


Cases at our risk and under a 
guarantee of absolute satis- 
faction. 


Number 2002 A.’ 
Widths A to D. 


Less 
Discount 


Nunn, Bush & Weldon 
Shoe Co. 


Milwaukee, 
Wis. 
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SURE WINNER 


5921—-Mahogany Side 

Bal. Biltmore Last. 
Widths A, B, C, D. 
Sizes 6-11. 


PIEKENBROCK SHOES are neat in appearance, reasonably priced and 
carefully made to render the utmost in service. 


An IN STOCK DEPARTMENT backed by a carefully studied system, 
makes it possible for us to have mail orders filled, packed and ready for de- 
livery an hour after receipt of order. 


E. B. PIEKENBROCK & SONS 


DUBUQUE, IOWA 
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WHITE BUCK OXFORD 
VAUGHAN’S IVORY SOLE AND HEEL 
GOODYEAR WELT 


A REFINED MODEL FROM OUR EXTENSIVE 

LINE OF OUT O’DOOR STYLES IN ANSWER 

TO A COUNTRY WIDE DEMAND FOR SPORT 
FOOTWEAR 










DONN D. SARGENT Co. 


WOMEN'S WELT AND MCKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY ; BOSTON OFFICE 
407 BRIDCE STREET 196 ESSEX STREET 
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An _ Editorial 


Thos. Kendall Kelly 


Pres. T. K. Kelly Sales System 


Minneapolis, Minn. 


Left to continue its present menacing course upon the 
retailer’s position in the business scheme, the mail order 
house will shake American life to its very foundation. 

Any red-blooded citizen—man, woman or child—who 
is loyal to his country, will think twice before sending 
hard-earned money to the mail order concern, it they are 
convinced of the real menace it holds to future genera- 
tions. 

Real Americanism is the love of the ground one lives 
on—its existence and its futurization for the coming gen- 
eration. Where is the real American who would patronize 
anything that in its essence is working about a complete 
decentralization of the very life of its existence? 

If the farmer does not patronize his town merchant, 
the merchant must close up his doors and seek other 
fields. When this occurs, what will be 
the result to the many small cities 
that bind together the life, the real 
community existence of our country? 

What chance have our children to 
grow, to secure an education if the 
small town is wiped out? 

It cannot mean else but the elimina- 
tion of schools, churches and places of 
amusement and discussion of local 
problems, conditions and develop- 
ment—factors which are, to be exact, 
the life of the suburban existence. 

There is no middle course in this 
channel. If it is wrong to deal exclu- 
sively with the mail order people, to 
the loss of the community, then it is 
wrong to deal with them at all. 

Even merchants themselves have 
been guilty of purchasing merchan- 
dise from their bitterest enemies, and 
thus furthering the scheme that is 
shaking and destroying their business 
foundations. 

No love is lost between mail order 
house and consumer. They are essen- 
tially friends of prosperous days, doing 
their biggest and best in times of pros- 
perity and quietly standing by with- 
out encouragement, when money is 
not abundant. 

No one ever heard of a mail order house gratefully and 
obligingly extending credit to a patron of prosperous days 
who had, through no fault of his own, come upon hard 
sledding. 

There’s a moral there, too, for the merchant who 
spreads his purchases over dozens of specialty houses 
that work his territory from far markets in prosperous 
times, on short credit, and who are conspicuous by their 
absence when cash business is not so prevalent. Just as 
the local merchant stands between real want and the 
farmer after a poor year, so does your jobber hold fast to 
you when you need him most—if you will let him. 

Gone are the days when salesmanship and buying was 
a battle of wits between the merchant and the jobber rep- 
resentative, for both today realize the futility and un- 
sound business principles of that course. 

The jobbers of today maintain an expert staff of buyers, 
whose business it is to purchase fast turning merchandise 
—not for their own benefit alone, but for the benefit of 
their customers, and will, if you will let them, exercise 
this buying efficiency in stocking your store. 





If your specialty man’s goods are right, your jobber 
will stock them and supply you in due time—but rely on 
their buying judgment. 

Following this course, you will have that which has 
built the mail order business—the clean, live, up-to-date 
merchandise your public wants. Don’t forget that the 


' farmer’s wife in Kansas wants to wear the same things 


that her sister wears in New York or Chicago. 

Even all this is wasted effort unless you are willing to 
lay your store—its stock—yourself—before your public 
by advertising. 

How many merchants realize that the enormous growth 
of the mail order business is due almost entirely to the 
attractive publicity given their merchandise? 

They invest fabulous sums to secure advertising writers 
who know how to whet with printer’s 
ink the desire to buy, and Heaven 
knows it has paid them. 

Naturally, I am a convert to the big 
advertising effort, but because I have 
seen my convictions verified in tre- 
mendous merchandise movements, 
such as we conducted for: 

Messrs. Hughes & Crouch of Here- 
.. ford, Texas, where we moved $17,000 

worth of merchandise in sixteen days. 
The total population in a seventy-five 
mile radius around Hereford is only a 
little in excess of 6,000, and our adver- 
tising efforts sold $3 worth of mer- 
chandise per capita in that radius. 

Again in Coins, Mississippi, during 
a period when flood water made it 
necessary for the purchasers to reach 
the store of Messrs. Halloway & Mc- 
Raney in boats, our advertising efforts 
moved a $40,000 stock in six weeks. 

In the little town of Selingsgrove, 
Pennsylvania, with only 2,000 popu- 
lation, we sold $17,000 worth of mer- 
chandise in fifteen days from a $27,000 
stock in the store of W. N. Bulick. 
This enormous volume of business was 
done on an advertising expense of less 
than two and one-half per cent of the 
gross sales. 

Way up in Saskatchewan, Canada, in the little hamlet of 
Eyebrow, population fifty souls, we turned, at an ex- 
cellent profit, $6,000 worth of merchandise from a $15,000 
stock in eight selling days. 

Unusual cases—yet; but it is the difficuit problems that 
I am trying to tell you can, and can only, be solved by 
dominant advertising, and—we have it. ; 

This and one other factor—bulk of advertising—are 
the reasons for our exceptional successes and the reasons 
for the merchant’s failure. 

The average merchant expects to move thousands. of 
dollars’ worth of merchandise on pennies spent for adver- 
tising, and it cannot be done. 

We know that a given amount of good publicity is ab- 
solutely certain to — results over a large territory. 
We carry out this plan determinatedly and secure results. 

Give your public a chance to know your store and your 
merchandise—let them. know: that.it is a privilege for them 
to patronize your store and that you have the merchan- 
dise they want, and the mail order houses’ efforts will 
worry only your competitors. 
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HIP STYLE---ALL FIRST QUALITY, PACKED 
IN ORIGINAL CASES. AS PURCHASED 
FROM THE QUARTERMASTER’S CORPS 


Hood Rubber Products Co. 





Sold In 100 Case Lots 
IRST come first served. Orders filled 


Sizes as Follows ; : ; - 
ays in rotation. We advise you to wire 
Ses 8 9 10 II your wants if you wish to participate in 


Or in Smaller Quantities this big saving fest. 
Sizes in Proportion 


Packed 12 Pr. Solid Sizes To Case S. Rosenberg & Son 


Terms Net Cash 
F. O. B. Boston Essex St. Boston, Mass. 


: 
; | PRICE 
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SHOE 
THE EXCELSIOR SHOE CO. . 
HERE are at least five salient features of thi 
shoe that it will pay you to investigate. | 


First: MATERIAL. Of the highest grade throughout. 
Second: LAST. We have spent over three years in the study of the last 
which has resulted in a perfect fitting shoe. 


Third: FLEXIBLE ARGH. The last and pattern of this shoe are so 
designed that the arch of the foot has a continuous gentle support. 


Fourth: FITTING QUALITIES. The shoe fits like a glove at every 
point.and will fit 95% of the men today. You will be surprised at the 
perfect fit in the.shank and in the back part. 

Fifth: QUICK SELLER. Just try the shoe on a customer’s foot and he 
will be sold. 


Send for booklet of styles and more detailed information. 


special demonstrators or salesman to call. 
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Ask tor one of our 
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HUNTRANKIN 
LEATHER CO 


VELVETTA CALF 
Tuscan Calf Russia Calf 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world, Also 


hs at  Velvetta 
Calf 


The standard suede leather. Aill 
colors required by manufacturers of 
fashionable shoes. 


| HUNT-RANKAN LEATHER CO |b 


106 BEACH ST.,BOSTON, MASS. 
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ON A SLASHING SCALE 








No. 863—Nine-inch Brown 
India Lace, Imitation Tip, 
Low Cuban Heel, Broadwa 
——_ Goodyear Welt. A 

oD $4.00 


-UORrPsSzaov 


This is your opportunity to 
buy high quality boots and 
brogue oxfords at prices that 








are lower than these same 
shoes can be replaced on to- 
day’s low leather market. 


The time to buy is now! 
For action write or wire us! 





No. 442—Brown Chrome 
Brogue Oxford, Goodyear 
Welt, Heavy Sole, Wing Tip. 

D $4.50 








No. 810—Nine-inch Black 
Coltskin Kid Lace, Imitation 
Tip, Paris Last, Louis Heel, 
Goodyear Welt. AA to D. 

$4.00 


No. a Some Style in ys 
Kay. B to D $3. 











Thomson- Crooker 


Shoe Co. 











ROXBURY CROSSING 








No. 808—Nine-inch Surpass 
Black Kid Lace, Imitation 
Tip, Louis Heel, Paris Last, 
Goodyear Welt. AA to D. 

$6.00 
No. ve Sager in Brown 
Kid.. . -$6.00 











No. 821—Nine-inch Black 
Kid Vane Dull Cab. Top, 
Imitation Ti Cuban Heel, 
5th Avenue Last Goodyear 
Welt. AA to D . $5.00 
No. 824—Sam Style in 

De te . $4.00 


Brown India.... 





- BOSTON, ‘Mass. 


























Copyright 1920, by The Goodyear Tire & Rubber Oo. 
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What Contributes Most to the Life 
of Good Shoesr 








Men who really know shoes have a deep respect for a good 
sole. They never forget the important part the sole plays in 
shoe service—enduring the abrasive grind of scuffing on pave- 
ments, giving and taking with the wrenching strain of shifting 
weight, and standing up under the pound of thousands 
of footfalls every day. 


Small wonder if they often say that a shoe is only as good 


as its sole. 


These same sound judges of value are agreed, many of them, 
that a good shoe has its full opportunity to last a long time and 
look its best when made with guaranteed Ne@lin Soles. 


You will get such a verdict, for example, from Morse & 
Haynes Company, 376 Main Street, Springfield, Mass. Last 
year they retailed around 450 pairs of shoes made with guar- 
anteed Nedlin Soles. This year they have ordered 1500 pairs. 
Their own estimate of these soles reflects the satisfaction of 
their customers with the wearing quality of good shoes sup- 
ported by guaranteed NeGOlin Soles 


More than 600 Numbers — Neblin-Soled— Will Be 
Shown This Season in the Lines of 222 Manufacturer: 


THE GoopyveEarR Tire & RuBBER COMPANY 
Offices Throughout the World 


Soles 


- COMFORTABLE 
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Quality Merchandise 


in stock 


RI CE & HUTCHINS 


men’s footwear 


Rice & Hutchins Distributing Houses 


192 Duane Street, 

233 W. Monroe Street, 

1025 Washington Ave., 

Cor. Race & Third Sts., Cincinnati, O. 

210 St. Clair Ave., N.W., Cleveland, O. 
101 Hopkins Place, 


New York City. 
Chicago, Ill. 
St. Louis, Mo. 


90 South Pryor Street, Atlanta,’Ga. 

Joseph I. Meany & Company, Inc., 

16 North Fifth St., Philadelphia, Pa. 

The Atlas Shoe Company, 

614 Atlantic Avenue, Boston, Mass. 
Baltimore, Md. 


RICE & HUTCHINS, Inc. 
10 High Street, Boston, U. S. A: 


i 
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